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A new way of packing sandpaper, orig- 
inated by us in January, 1926, and widely 
copied by other makers. 

Has revolutionized the industry and 
raised sandpaper to the dignity of “shelf- 
hardware.” 

Puts a stop to serious. spoilage-losses by 
keeping the sheets flat, clean and in order. 
Your sandpaper stock, from now on, will 
occupy a neat section of shelving—not be 
hidden in drawers and cubby holes. 
Boxes all the same size—a box for each 












vrit—all “decimal-count”’ : 

fF 8 eee eee 100 sheets to the box 
EE EF eee eneeeen eee 75 sheets to the hox 
Se a Pe. eee 50 sheets to the box 
SE eR a ere 25 sheets to the box 







Counter Display Case 


A beautiful lithographed steel cabinet 
holding 480 to 500 sheets—a separate 
grit for each of its 8 pockets. This was 
originated by us and announced Febru- 
ary, 1925—copied, of course, by other 
makers. 

A “Show-It-and-Sell-It”’ 
Device that Doubles and 
Triples Sandpaper Sales 


“Ruff-Stuff’” Emery Cloth 


in 10-Sheet Packs—Boxed 


Latest Ruff-Stuff innovation. Does away with the old broken-quire 
nuisance. Each grit in its own attractively labeled pack. 
Boxes all the same size—uniform with the flint paper box above shown 
—packed as follows— 





Counter Display 


































OW -if-and- veli- 
° Grit Sheets in Packs to | Sheets 
e Pack Box to Box 
FF to No. 1 10 
‘Wausau Abrasi VES h ss | BL TT: 
‘WauSsat Wrsconmsin 2143-31, 10 3 30 
General Sales Offices: 4860 So. Halsted St., Chicago Tell Your Jobber 


_You must have “‘Ruff-Stuff” Flint paper in 
Unit Boxes—and “Ruff-Stuff”’ Emery cloth in 


Branch Houses: 


New York——-45 Warren St. — 
Ios Angeles—Sprake Sales Co., American Bank Bldg. Unit 10-sheet Packs. 


San Francisco—Sprake Sales Co., Postal Telegraph Bldg. If your jobber can’t supply you, write us 





Portland, Ore.—-Sprake Sales Co., 53 Fourth St. gi ‘ ott Bex 


Denver, Colo.—Sprake Sales Co., Charles Bldg. ving his name and address. 
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Gowned by Bruck-Weiss 








“Your taste in silverware, Edythe, is like your taste 
in gowns ...so0 chaste and correct ...and yet so ultra.” 


Edythe smiled inwardly . . . It was only a fortnight ago that 
she had discarded the garish, heavily filigreed service inherited 
from grandmother . . . and acquired the new and delicately 


charming Argosy pattern in 1847 Rocers Bros. Silverplate. 


She’d have changed long before, had she known the moderate cost. Her 
Pieces or 8 set, with covers for eight in knives, forks and spoons, cost 
only $43.50 . . . And with dinner and tea sets to match at prices corre- 
spondingly moderate! Ask your dealer for 1847 Rocers Bros.Silverplate. 


MAY WE SEND YOU OUR NEW BOOK? A most charming little brochure... beauti- 
fully illustrated ... and containing a gold mine of suggestions for the hostess on 
both formal and informal entertaining. A copy is yours for the asking. Write 
for Booklet J. H. to Dept. E, International Silver Company, Meriden, Conn, 


This advertisement appears in the May 1927 issue of Harper's 
Bazar, House and Garden, House Beautiful, and Country Life 





HARDWARE AGE, published weekly by the IRON AGE PUBLISHING CO., 
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Eastern Sales Office 
126 Chambers Street 
New York City 





GREENLEE Bros. & CO., Rockford, Ill. 





of auger bits 


7, ae Greenlee line of boring tools 

will be more popular than ever 
with the addition of these four new 
auger bits. As the name denotes, these 
tools have a single cutter or chip lifter 
and one outlining spur. This insures 
smooth and easy boring, and the in- 
dividuality of the electricians’ and 
plumbers’ bits will prove an advantage 
to these craftsmen in their respective 


fields. 


N 1 3 Greenlee Unispur Auger 
7 Bits have standard auger 
bit dimensions. The twist and round of 
these bits are fully polished and the 
square is left a natural forge black. This 
is also true of the other types illustrated. 


Greenlee Plumbers’ Uni- 
No 44 spur Auger Bit has a twist 
length of 314, inches and overall length of 
614, inches. Due to the short length of 
this bit, it is especially adapted for the 
use of plumbers and electricians when 
boring in close places where the ordinary 
length bit will not function. This bit has 
a 10 pitch single screw point. 


Greenlee Solid Center Uni- 
No 25 _ spur Auger Bits have the 
same specifications as the No. 13 Unispur 
Auger Bit. The only difference is in the 
pattern of the twist, this being solid 
center rather than double twist. Some 
users prefer the solid center type due to 
its rigidity and chip clearance ability. 


Greenlee Electricians’ Uni- 
No 16 spur Auger Bit is made 
with twist length of 6 inches and overall 
length of 10 inches. This tool is recom- 
mended for its fast boring qualities since 
it is fitted with a deeply cut 8 pitch single 
screw point. 


Just drop us a line and we will 
send you full particulars. 
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Tie up this plan service 
with your own store - 


End Table Plan 
Your hardware dealer sells Stanley Tools 
10¢ both separately and in sets. 










ND TABLES are fash- 
ionable. How would you Your ET 
like an end table like the one dware dealer has Pian No. 16-C 
shown above, in your own sun as well as other Stanley Plans. 

parlor, living room or library? 
Stanley Plan No. 16-C gives . 
descriptive drawings and de- Ask him also for OF TE Tele, No. 34-C. 
tailed instructions for making 
this table. 












) ‘ | The best tools are the cheapest to use. 
Pleasant diversion Ask your hardware dealer. 


For a real evening's relaxation you 
can’t beat making things with tools. 
Thousands of men enjoy this hobby. 
Stanley Plan No. 16-C is one of our 
many interesting plans for making 
things at home. 

Of course you need guud tools to 














. 
















do your best work. Most carpenters 

use Stanley Tools. Pract) ver URING ‘February we received over 4000 Wake iY : ve 
: : ve a j “ 

— 50. Your hardware dealer requests for Stanley Plans and Stanley scaieiay tu 


No. 34 Catalogs. The advertisement on the left 
shows how we aim to bring thousands of amateur 
, tool users into your store for these plans. They 
‘will increase the sale of tools as well as many 
other items. One customer writes:— 





lls Stanley Tools both separate! 


and in ea | 
—_— 









we! woodworking tools on 
the market. It is free. If he cannot 
supply you, write to The Stanley 
Works, New Britain, Conn. 


“It might interest your advertising department to 
know that after receiving the plans and catalog for 
which I wrote, in the past week I have purchased over —. ex Se 
$16.00 worth of Stanley Tools.”’ _ = bs 2 



















Stanley Pians 


Buy separately or © | Book rack Advertisements like this are published monthly The Stanley Plan 
; © 9° Bird house ° . ° 
in assortments ak stand in the following magazines: Collier’s, American . 
Bov. Y ; Display Rack 
08 ae oy, Youth’s Companion. Larger space is used 
0 16 End table in Popular Science, Popular Mechanics, and penccaageaen Po _ 
O 17 Tea w s- 
0 19 oe Better Homes and Gardens. play rack containing 6 
il- and row- . . St l : 
oy Write for details of the Stanley Plan Service. aaa ee 
0 21 Garden seat 
THE STANLEY RULE & LEVEL PLANT fatale can is 


(© $71 Tool chest 
[) 872 Work bench 





NEW BRITAIN, CONNECTICUT 


New York Chicago San Francisco Los Angeles Seattle 
~~ ‘ 
he best tools are the cheapest to 
e. Ask your hardware dealg 


STANLEY L-E. ¥ TOO Lae 


TOOLS —{ STANLEY E= 
— @ 


There are 15 other plans. Ask for list 
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Coma in end 





book-case and a handy smoking 


PR RR I 


tells you how to make a fine panging 





——— ae 


DISSTON DISSTON 


' Make thés i 
your den 


Now Offered for 


.A new and original idea in a window trim 
is now being offered to hardware dealers by 
Henry Disston & Sons, Inc. 


It enables dealers to offer to their customers 
free, a service which it has been necessary to 
buy heretofore. 


Disston realized that a lot of people were 
building things at home in their spare time. 
They were buying blueprints and instruc- 
tions. 

So Disston decided to help hardware dealers 
get these people into their stores. For these 
men are good customers. They need paint, 






How to build a 
Hanging Bookcase 


selected a de- 
the man un- 


The Disston 
Handy Man 
Chart which 
you distribute 
free to cus- 
tomers. 







ISSTON has 
i hich 









time it is highly 


At the same tal. add- 


attractive and 





DISSTON 





DISSTON DISSTON 


Come in far FREE 
DISSTON 


the First Time! 


varnish, brushes, sandpaper, nails, screws, 


tools and saws. 


A window trim was designed for this spe- 
cific purpose. With it the dealer gets a lib- 
eral supply of the new Disston Handy Man 
Chart for free distribution to his customers. 
The Chart tells how to make an attractive 
book-case and a handy smokirg stand. 


The window trim proclaims this new service 
and invites people in for the free Chart. 


It is a real sales builder—this trim. Every 
dealer is urged to get it promptly. Just mail 
the coupon. The complete outfit is free. 


Pee eee see ee ee eee eee eee ee ee se SSeS eee eS 


: Henry Disston & Sons, Inc., 
Philadelphia, U. S. A. 


Send me free the new Handy Man Trim 
outfit, all charges prepaid. 
Dept. 1. 


ESE SS SE Re oe LO eg aT ee ee ee 
City and State 


eaeee@eeeeee@eee~@atseteeeeoescaeaesscee~esceegeeedseeese@eoadeddersd=@& 
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What Makes the Cash Register Ring? 


One of the surest ways of mak- 
ing the cash register ring is to 
stock merchandise that has 
proven its ability to get up 
and move off your counters. 
Such merchandise is any file 
bearing Nicholson File Com- 
pany trade marks. Because of 
their durability and depend- 


ability, they have established a 
market that absorbs them by 
millions each year. 


Statistics show that a goodly 
number of people in your 
community will buy these files 
this year. Make sure they buy 
them from you. 


NICHOLSON FILE CO., Providence, R.1., U.S.A. 


—A File for Every Purpose 
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Theré Is No File 


at Equals Simonds, 


pecial CrossCu y 
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Wherever men use cross- 
cut saws you will find a 
big demand for Simonds 
Cross-Cut Saw Files. It is 
fe: the most efficient file of the 
bs kind and saw filers recognize 
its quality. Sell them Simonds 
when they want more cross-cut 
saw file service. 


SIMONDS 


Saw and Steel Co. 


Hardware Dept. Fitchburg, Mass. 



















Give Over 1) Per- 
Cent More Service 


Because of its exceptional 
steel, tooth construction 
and its uniform width, The 
Simonds Special Cross-Cut 
Saw File gives twice as 
much service as the regular 
taper file, the shape of 
which does not permit us- 
ing but half of each side of 
the cutting surface. You 
can use both halves of each 
side of a Simonds Special 
Cross-Cut Saw File. It 
gives 15 per cent more 
service than a regular mill 
file. 


Your jobber can supply 
you. 
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AMERICAN 
SCREW 
COMPANY 








Wood Screws Machine Screws 
Stove Bolts Tire Bolts 





Largest Stock 
Greatest Assortment 


wala, 





odioemmasnd 








Providence, Rhode Island 


Western Depot 
225 West Randolph Street, Chicago, Illinois 
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/f you earned 
your living, 
with a PIPE 
WRENCH — 


what wrench would 
YOU- choose? 














It’s one thing to sell a wrench. It’s bulge and the d---blank xxx? teeth slip. 
something entirely different to use one Your knuckles bang into the concrete 
wall. Bruised, sore and angry you ac- 
quired a new angle on pipe wrench 
teeth. 


all day long. Suppose that for just 
one day you changed places with the 
plumber’s helper. Interesting 

things might happen. ‘s 


, 





The Morco original Stillson 1s 


made for the men who use 


Take the wrench teeth for ex- them. Its teeth do hold their 
ample. Perhaps the job is a grip. .That’s why every day 


tough senile cont mom pipe in Mero teeth grip fast. more real Stillson users are buy- 
ing Morco. Price list and complete in- 
formation on request. ° 















"a mean corner. You adjust your Still- 
son, grip the pipe and brace yourself for 


a stiff pull. Sinews tighten, muscles’ Just mail the coupon. 


_——e - we wenn enenenennnnenennennennennennenennnneeneeee wer wren ere wr wr wn een eee 


| MOORE DROP FORGING CO. 

! Springfield, Mass. 

Surpless, Dunn ? ! 

74-76 Murray SB 
New York C 


London Office: Gasto 


, Without obligation, please mail! price list 






‘ a gO, Illinois 


5 , King William St., _ are 
Address 


, City State 
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Screen door time 
will soon be here 





























“520” is the big profit number in screen door hardware 


WHEN a man buys screen, hinges or 
catches for screen doors and win- 
dows, you can be sure that he rather 
enjoys making things and that he’s 
more or less mechanical-minded. If 
you want to make his visit to your 
store doubly interesting to him and 
extra profitable for you— simply 
place in his hands an assembled 
Sargent Door Closer “520.” He will 
play with it and watch its action 
until he sells himself into wanting it. 

But “520” is no toy. You can point 
‘out that it is as carefully made as 
the larger Sargent closers he sees on 
the doors of stores, offices and public 
buildings. You can show him that it 
is powerful and guaranteed to close 
screen doors, storm doors and all 


other light doors quietly and surely 
and keep them shut. 

There are two clinching argu- 
ments! The clear diagram packed 
with each Sargent Closer which 
shows how easily it can be applied 
to either right or left hand doors! 
And the very moderate cost of this 
remarkably convenient accessory! 

Here is added profit waiting only 
for a little effort on your part. If 
you haven’t “520” in stock, be sure to 
place an order right now. Cards for 
window displays and folders for 
mailing and counter use will be fur- 
nished free. A timely advertisement 
in The Saturday Evening Post on 
May 28th will further help to inter- 
est your customers in this closer. 


SARGENT & COMPANY, Hardware Manufacturers, New Haven, Conn. 


New York: 92-98 Centre Street 


Chicago: 150 N. Wacker Drive (at Randolph) 











Gai Ie. 


a 








I 


ff 





p we a &> Flardware 


SARGENT HARDWARE IS PRICED AND PACKED BY THE DECIMAL SYSTEM 


21, 1927 
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“is the means of making | HP ¢ 
sales to people who oo. ~ 
would never buy chain.” oe 





Mr. G. H. Marvin, President of the 


Jackson-Marvin Hardware Co. of 


New Haven, Connecticut, sums up 
in the three lines above, contained in 


a letter to us, the reason for the suc- 


iw 


cess of the Orange Seal Chain | 





a A 
He also says—** We would not carry © i 
asi ra : 


a line of chain without it.”’ 


If Mr. Marvin and hundreds of other hardware merchants have been able to 


make chain a profitable, worthwhile item, why not you ? 


“Well displayed is half sold” applies strongly to chain as a oP display sug- 
gests needs that even you wouldn’t think of. 


Write us today for detailed information 
and prices. 






The Bridgeport Chain Co. 










Bridgeport, Conn., U. S. A. 
Q aos = — a = 
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Hardware 
Buyers 
Seanad 
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QUALITY GUARANTEED | 


SEE PAGE 74) THIS CATALOG ~ 


isdisrepic: ance. T00u' co. 





_ RATCHET DRILLS 
_DROP FORGED 
WRENCHES 





314 MM. PRANCISCO AVE. 
CHICAGO, ILL., U. 5. A. 
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CH AIN G for all purposes 


don ee fincaecaslemopenyrer ener Ia 


pages 23-24-150-161 


AMERICAN CHAIN COMPANY, Incorporated 
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THE WORLD'S LARGEST PRODUCERS or WASHERS 


bene. WASHERS 


: WROUGHT WASE WASHER MFG. 
Katablished I wi 


MILWAUKEE 





















CATALOG OF THE HARDWARE TRADE 


= quickly accessible list- 

ing information contained in 
thousands of manufacturers’ cata- 
logs, and shows-at a glance sources 
of supply covering hardware and 
kindred products. 


Nearly 400 manufacturers realizing 
the importance of this help to hard- 


ware buyers have placed illustrated | They regard it as a real contribu- 
catalog information of their prod- tion to the hardware trade. The 
ucts near their product listings. “Master Key” Catalog opens up 
This makes for the greater con- new ways to greater convenience, 
venience of hardware buyers, over time saving and business creating 
10,000 having been quick to express _ possibilities both to hardware buy- 
appreciation of this buying service. ers and to manufacturers. 


Are You Unlocking the Door of Opportunity with It? 


HARDWARE BUYERS CATALOG 9 9,WEST 398 ST. 
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NOW A COMPLETE LINE 





ee 
—.— ___ FISHING 
RODS 














No. BBCGG 
4, 4%, 5, 5Y2, 6 Feet 








SPLIT 








: 











——— BAMB00 — 
FISHING 
RODS 








No. 165 
8 and 9 Feet 


No. 143 
42,5, 5'% Feet 





FLY ann 


REET ay No. 250. QUADRUPLE MULTIPLYING 
Capacity 80 Yards 
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HARDWARE COMPANY 


Reg. U. S. Pat. Off. 


TORRINGTON, CONN., U. S. A. 


New York Office, 151 Chambers Street 


ESTABLISHED 1854 INCORPORATED 1864 
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roduct you can sell — 


oA staple p 
more of by a little talking 


Folks feel like fixing things up in Spring, and you will be sur- 
prised how many chain sales you can ring up on the cash 
register by a little ‘‘reminding.’’ Nearly everyone has a porch 
swing or hammock which needs new chains. There are many 
other places around the home where chains will come in handy. 





Farms need more chain now than at almost any other season 
. . . Shops, too, can use chains to advantage . . . Dealers who 
talk chains sell chains. 


ACCO Tenso Pattern chain is adaptable for many 
uses and it gives long and satisfactory service. 
If you will display ACCO Chains and bring the 
talk around to chains you’ll be sure to profit. 











AMERICAN CHAIN COMPANY, Inc. 
BRIDGEPORT, CONNECTICUT 
District Sales Offices: Boston Chicago New York 
Philadelphia Pittsburgh San Francisco 
In Canada: Dominion Chain Company, Limited, Niagara Falls, Ontario 
World’s Largest Manufacturers of Welded and Weldless Chains and 
Makers of the famous WEED Automobile Accessories 











Other ACCO 





Specialties 
A\ he ib rn ®\ “\, AUN ak 
Ni I NI IS i. VIAN 23S) Miscellaneous Chain 
rel Ae) F \ Porch Swing Chains 


My 


Hammock Chains 

Sash Chain 

Dog Leads 

Kennel Chains 

Wagon Chains 

Coil Chain 

Plumber and Safety Chain 
Log or Binding Chain 
Well Chain 


a Ce 


















Harness Chain 
Butt Chains 
Heel Chains 
Trace Chains 
Breast Chains 
Halter Chains, etc. 





ACCO Tenso Pattern Chain in sizes from 
No. 18 gauge (175 tensile strength) to No. 2 
gauge (4525 tensile strength). 

Packed 100 feet on reel in carton unless other- 
wise specified. 









Harness Hardware 
Rings, Squares 
Loops and Dees 
Bits 
Hame Clips 
Toggles, etc. 
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‘\. | Stenciled in oil paint 
4 h on heavy cardboard. 

Hang a wash cloth on 

this real clothes line 
and place fan back of 
- Display to make 
Pt Ay) breeze. 


| iL as alk aS See 
=r oO 
SOLID BRAIDED STRONG AND 
COTTON FLEXIBLE 
/ GLAZED FINISH LASTS LONGER 
J vf CWill not stain clothes or scratch hands 





8 a aR: 
\ 








SAMSON CORDAGE WORKS. Boston. Mass. 


- ~~ 









































Here’s an Attention Getter for your House Cleaning Window 
It will sell dozens of standard items for you 


Make your 
Spring 
House Cleaning Dis- 
play attract attention 
by building it around 





Tie up with this 
Counter Display 


on a show case up front. It 





. P 3 ~ permits examination of the 
this colorful animated Clothes Line without de- 
Window Trim. Bring people into your store to buy the brooms, mops manding your attention. 

& peop y y . PS; Free with small order. 


pails, boilers—and clothes line needed at this season. 


Let them see and handle Black Bird Clothes Line on the handsome Counter 
Display Stand. Sales increase wherever used. A real business builder fér 


you, changing a slow mover into a quick-turning and profitable item. Gin. : 
SSL pS 


Your jobber can supply you—or write us direct. 


No. 8 is shown. Made also in No. 6 and No. 7 sizes. Solid braided 
cotton, smooth, pliable, strong: fully stretched, and free from adulterat- 
ing material. Put up in convenient hanks or on reels and_ tubes. 


DLACKB 


TRADE MARK 


CLOTHE 






































and snipped 


Along came 
blixe off her nose” 


a blackbird 
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This is not the type of man who reads the 


CLASSIFIED 
OPPORTUNITIES SECTION 


The energetic young man above may be a clerk, 
resting up after a hard evening in society. Or, 
he may be a “rising” young dealer who has not 
yet started to rise. At any rate, he is not the 
° type of man who reads and uses the Classified 
Opportunities Section. 


If you are looking for a wide-awake clerk, a 
top-notch traveling man, a business man with 
money to invest, or a hardware dealer who is 
in the market for another store—use the 
Classified Opportunities Section, because these 
are the very men who read it weekly. 














Vey (eee (ee 


Wise Dealers 
Read and Follow 
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239 West 39th Street New York, N. Y. 
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Osborn Split Duster—Especially 
convenient for chair and table 
legs. Selected yarn gathers the 
dust and can be easily shaken out. 
Contains no chemical or oil to 
leave a film that collects dust. 











Osborn Vegetable 
Brush — Stiff fibre of 
right quality for 
scouring vegetables 
without injury. Also 
useful for cleaning pots 
and pans,canvas 
sport shoes, etc. 













Osborn Bottle Brush— 
Designed for cleaning 
nursing bottles and other 
small bottles. Crank 
handle makes brush easy 
to turn in bottle. 


Osborn Refrigera- 
tor Brush — Stiff 
bristles with a ta- 
s pered trim tofacili- 
tate cleaning drain 
pipes in refrigera- 
tors. Long flexible 
handle makes it 
possible to clean 
odd shaped drains. 
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MAKERS OF QUALITY BRUSHES SINCE 


Keep the Brush Business 
in Your Store 
Where it Belongs 


Spring is a busy time for the 
brush peddler. He is active to- 
day and every day in your city 
selling to housewives who are 
your legitimate customers. 


Get your share of this profitable 
business. Stock and display the 
widely known Osborn Blue 
Handle Household Brushes. 


They are priced right, ingenious 
in design and of finest quality 
and distinctive appearance. 


THE OSBORN MANUFALTURING LOMPANY 


5401 Hamilton Avenue Cleveland, Ohio 
Branch Offices: 
New York Detroit Chicago San Francisco Los Angeles 









— 


. | ) | 
srushes 


Know them by the Blue Handle 
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In One Year Lamp Sales 
Doubled with Hygrade Lamps 


A year ago the Bloomington Hardware 
Company of Bloomington, Illinois, was han- 
dling another make of lamps. 





Then they replaced them with Hygrades. 
And in one profitable year their lamp sales 
srew to twice what they were with the other 
make. 


A lamp which pays a satisfactory profit and 
whose sales increase 100 percent in one year 
is certainly a good line to carry. 


And while not every store has doubled its 


sales of Hygrade Lamps in a year, practically 
everv hardware merchant who has backed up 





- 





| Licensed under the quality of Hygrade Lamps with real mer- 
General Electric es ee: 7 . 
meander chandising has had a satistactory and a profit- 
cent lamp patents ‘ - 








able increase. 
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From this factory of 
Boston Woven Hose & Rubber Co. 
at Cambridge, Mass., 
come these dependable items for 
the Hardware Store 


"@ ” 
outlet 
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Good Luck Jar Rubbers, 


The jar ring every housewife knows by name. Turnover is the | 
life of trade. The Good Luck shelf never gets dusty, because f 
Good Luck rubbers are coming and going all the time. Note the § 
large single lip, an easy opening feature which every customer | 
appreciates. : 













Bull Dog Friction Tape 








Serves innumerable needs in house, factory or garage. Put up in| : 
four sizes, 1 0z., 2 0z., 4 0z. and 8 oz. in attractive counter display | 
containers. It sticks—it holds—it lasts, and last but not least— 7 
it sells! ‘ 






Bull Dog Garden Hose 


Every dealer has a certain number of customers who have learned © 
that it pays to buy the best. Bull Dog, 7 ply garden hose, carries 
that unquestioned quality from tube to cover that satisfies the most " 
exacting trade. 7 














Milo Garden Hose 


A moulded hose that does not kink. For the customer who wants | ! 
a thoroughly high grade hose at a medium price without requir: | 
ing the utmost peak of quality. 











Good Luck Garden me 


Our largest selling brand, increasing every year. Six plies, splendid | 
quality and sold at a popular — The logical leader for yous 
garden hose business. 





Boston Nozzle 


The market is flooded with lightly made nozzles. The difference 
between the price of these ordinary nozzles and the genuine 
heavily made Boston will not cost you the sale to one intelligent 7 
customer. Why take chances with cheaper brands? 
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ing Devices. 





Alert hardware dealers, ever on 
the lookout for profitable new 
lines, will find an unusual oppor- 
tunity in Standard Electric Cook- 
A complete line. 
An honest product of unques- 
tioned quality, merchandised on 
a basis that affords satisfactory 
turn-over and profit on moder- 
ate investment. 


Write for new Catalogue No. 15-B 


The Standard Electric 


Stove Co. 
TOLEDO, OHIO 


ELECTRIC 
“ Cooking Devices 


















No. 101 


























“THERE IS A DIFFERENCE IN TOAST” 


ru 


For “Double Quick” Toaster Sales 
Try the 
“DOUBLE ACTION” Toaster 


Selling points? Look at these! No turning mechan- 
ism to cause trouble. Two slices of crisp, delicious 
toast at once, soft centered and evenly browned on 
both sides. Beautiful design, executed in heavy brass, 
plated and warranted not to turn black. Genuine 
India Mica unit type element that cannot warp. Six 
feet of attractive “Blu-Silk” cord. Guaranteed to 
give long, satisfactory service. 

These are the reasons why the “DOUBLE 
ACTION” Toaster appeals to everyone. They are 
also the selling points that are making business for 
every dealer handling the “DOUBLE ACTION.” 

















| Bs ag 
“WwW onderfully Delicious Toast. Mary 
“That's Due to Our ahs 





an 


“DOUBLE ACTION” Toasters, properly displayed, sell 
themselves. This coyrter displa card is just one of the 
many sales helps supplied to “DOUBLE ACTION” Dealers. 
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Two Slices—Both Sides at Once 
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of “DOUBLE ACTION” JOBBERS 


San Francisco, Calif. 
828 Traction Ave., Los Angeles, Cal. 
Holley-Mason Hardware Co., Spokane, Wash. 


Here is a partial list 


Dunham, Carrigan & Hayden Co., 
Standard Woodenware Co., Inc., 


Seattle Hardware Co., Seattle, Wash. 

Kelley- How-Thompson Co., 309-349 So. Fifth Ave. West, Duluth, Minn. 
Hibbard, Spencer, Bartlett & Co., 211 East N. Water St., Chicago, Ill. 
—— Pritzlaff Hardware Co., Milwaukee, Wis. 

Buhl Sons Co., Detroit, Mich. 

W. Bingham Co., Cleveland, Ohio. 

Bigelow & Dowse Co., Boston, Mass. 





eee ole 


“DOUBLE ACTION” Electric Co. 


Grand Rapids Mich. 
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oors that silently 
function on GRIFFIN 
HINGES are an added 
source of comfort and 
satisfaction in any home 





ERIE, PENNSYLVANIA 


aes | ee =m 
NEW YORK, 45 Warren St. 

CHICAGO, 555 W. Randolph St. 

BOSTON, {24 Pearl St. 
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Reed and Prince 
wood screws, ma- 
chine screws, cap 
screws and set 
screws. Finished 
plain, nickel, brass, 
copper-plated, 
Sheradized or hot 
gaivanized. Also 
stove bolts, sink 
bolts, hanger bolts, 
nuts, rivets, burrs 
and specialties. 


Millions of product 
—aone standard for 
accuracy ana quality. 


RROD 


REED & PRINCE MFG.CO. 


WORCESTER, MASS..U.S.A. 
WESTERN BRANCH arCHICAGO-121 NORTH JEFFERSON ST. 
——————————EEOeEeEeeSS C7 
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Steel Sheets that Resist Rust! 








The destructive enemy of sheet metal is rust. 
It is successfully combated by the use of pro- 
tective coatings, or by scientific alloying to re- 
sist corrosion. Well made steel alloyed with 
Copper gives maximum endurance. Insist upon 


KEYSTONE 


Rust-Resisting 


Copper Steel 
Black and Galvanized 


heets 


and Roofing Tin Plates 
pb yuil ii“ 
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Keystone Copper Steel gives superior service for roof- 
ing, siding, gutters, spouting, metal lath, culverts, tanks, 
flumes, and all uses to which sheet metal is adapted, 
above or below the ground. Our booklet Facts tells you 
why. Wemanufacture American Bessemer, American 
Open Hearth, and Keystone Copper Steel Sheets and 
Tin Plates for every requirement of the sheet metal 
workir.g, hardware, and builder's supply fields. 


Black Sheets for all purposes 
Keystone Copper Steel Sheets 
Apollo Best Bloom Galvanized Sheets 
Apollo-Keystone Galvanized Sheets 
Culvert, Flume, and Tank Stock 
Corrugated Sheets 
Formed Roofing and Siding Products 
Stove and Range Sheets 
Tin and Terne Plates, Black Plate, Etc. 
Our Sheet and Tin Mill Products represent the highest standards of quality and 


utility. and are particularly suited to the requirements of the metal working. and 
construction fields. Ask your distributor or write nearest District Sales Office. 


American Sheet and Tin Plate Company 


General Offices: Frick Building, Pittsburgh, Pa. 
District SALES OFFICES 
Chicago Cincinnati Denve Detroit New Orleans New York 











r 
Philadelphia Pittsburgh St. Louis 


Pacific Coast Representatives: UNITED STATES STEEL PRopuctTs Co.,San Francisco 
Los Angeles Portland Seattle 


Export Representatives: UNiTep States STEEL Propucts Co., New York City 
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Worth Knowing 


About 


Any Dealer who 


examined 


CLOVER Sandpaper and compared it 
with other brands is invited to do so. 


After you sandpaper with 
“CLOVER,” you'll agree that the 
flint is applied to stay; that the glue 


used is exceptionally strong; and that 
the paper is tough and durable. 


Try “CLOVER” yourself and you'll 
understand why so many are buying 


If. 


Send for SAMPLES. 


CLOVER MFG. CO. 
110 Main St., Norwalk, Conn., U. S. A. 


The Largest and Oldest Manufacturers 
of Abrasive Compound in the World 


Clover Dealers Get Clover Business Service 


Free 


Handsomely Decorated 


Two Color Box Packages 


for Display Purposes 


} CLOVER MEG. CO. 


) Dealer's Name ......-...--- 


\ ERECTOR T FOCCTCT TENET 





“a 





Ream Package 


or 
Bulk Consumers 


a a a a NN | 


} 110 Main St., Norwalk, Conn., U. S. A. 


) Gentlemen: Please send us Samples of CLOVER 
) Sandpaper and refer us to nearest Jobber. 
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DEPARTM eel 


























AINT sells glass and glass sells 

paint. That’s natural. They’re 
both repair items—and when the 
handyman around the house is in a 
fixin’ mood he looks after broken 
panes as well as worn surfaces. 


Dealers who carry both items usually 
suggest one of them to the customer 
when the other is bought. Thus they 
make two sales instead of one. How- 
ever, there are other chances they 
don’t overlook—putty, putty-knife, 
tacks, hammer or glass cutter are 
often wrapped up at the same time. 


“The BEST Glass” 


is the logical glass to carry because it 
is so well known for its beauty and 
strength. It has proved a great busi- 
ness builder for other stores—let it 
do the same for you. 

SOLD AND DISTRIBUTED BY LEAD- 


ING JOBBERS IN THE PRINCIPAL 
CITIES OF THE UNITED STATES 








s largest Producer of Window Glas 


——9¥n7 OFPICES: PITTSBURGH. PA. BRANCHES IN PRINCIPAL CITIES 
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Sell GLASS when 
You Sell PAINT 





Note the New Ear 
on the NORTON 


Constantly improving—ever bettering—continually 
seeking new ways to make a fine product still finer 
—that’s been the policy of NORTON since away 
back in history. 


This time it’s the ear we’ve altered, as you'll notice 
in the picture above. And what an alteration it 
is! Funny someone didn’t think of it long ago! 


You know how often you’ve had to replace an en- 
tire closer just because an ear was broken. It 
couldn’t be helped—the ear was part of the closer 
—couldn’t be detached—and so when an ear broke 
the whole closer was worthless. 


But now it’s different—with the NORTON! 


We've designed an ear that can be detached—one 
you can replace in a jiffy! And what’s more, it’s 
of drop-forged steel—can’t break—can’t bend— 
can’t ruin an otherwise good door closer. 


Expect great things of NORTON! This new ear 
is one of them. More are to come. Watch our 
ads each month for constructive surprises. 


There is only One 
GENUINE 
NORTON Door Closer 








Where the genuine, perfected NORTON Door Closer 
is manufactured 


NORTON DOOR CLOSER CO. 


DIVISION OF THE YALE & TOWNE MANUFACTURING CO. 


2900-18 N.Western Ave.- Chicago, III. 


The Largest Exclusive Door Closer Manufacturers 
in the World 
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AMERICAN WINDOW GLASS CC CO. 





NORTON| 





















i 
bs 


Hy 
7 
5 
ae 
Dy 
ary 
rh 
" His 
' 


ee. mae 


eh ema 


oe 


“SLIP TST 2 Be ep IRRR IMP Hs oo 
' ? FO LE Ayia ied :, 


0, 











Sy 
eG 
ia 
4 
we 
<5 
4 


Se ak PA aE 


nt pas <9 ~~ 


ene 
at 
pe 
} 





> 
ER BES 


PRESET RI, FR etm treme 5 5 cn 
ve ei gee Ole oe ;. 


April 21, 1927 








WITT 
COSUCCECOEOSCGERECGRSUCEEORESCGRROCOR GRRE RODE R ORT ELCO RB RO8 ES ec 11s et N LEDER ELSE NAURLOLEREROEAURORESORUGURNAOHROEOEEGUDOERIERORAEOOREEEEAREEEE 









Sales-Pull 


In Hollow Screws, the strength of 
socket is the main strength of a 
Dealer’s sales-talk—not price. 










Taking stock of the cold-drawn 
ALLEN, you could say that its 
30% extra strength is a fair meas- 
ure of its extra sales-pull. 


Users know “ALLENS” as the 
30% stronger screw—and Allen 
Dealers know they know it by the 
solid evidence of their sales rec- 
ords. 

















Don't feel that you have to 
sell Hollow Screws on_ price. 
‘““ALLENS” bring their price, and 
that price brings the profit in hol- 
low screws. 


The Allen Mfg. Co. 


139 Sheldon St., Hartford, Conn. 











Branch Offices: 
WwW. C. Stauble R. E. Cregory 
2909 Waverly St. 1029 Wesley Ave. 
Detroit, Mich. Evanston, Iil. 






WwW. J. McRae 
320 Market Street 
San Francisco, Cal. 





E. P. Craeford 
3348 No. Park Ave. 
Philadelphia, Pa. 
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Original in 4 colors, 23 in. x 31 in, 


Personal! 
—to Win-Dor dealers 


If you haven’t yet received the 
new poster shown.above, please 
send the coupon at once. Have 
you a copy of Bulletin 102 about 
the new Series 25 geared opera- 
tor? Send for that, if we’ve missed 
you. Both are unusually good. 


Win Dor 
CASEMENT HARDWARE 


THE CASEMENT HARDWARE COMPANY 
406-A North Wood Street, Chicago 


CASEMENT HARDWARE HEADQUARTERS 


CASEMENT HARDWARE CoO. 
406-A N. Wood Street, Chicago, III. 


Gentlemen: 
|] You may send me a poster. 
| | You may send me Bulletin 102. 
| Lam a Win-Dor dealer. 
|] I am thinking of becoming one. 
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Anchor Brand Clothes Wringers 


You Need ’Em We Have ’Em 





Send us your orders 


LOVELL MANUFACTURING CO. Erie, Pa. 


W orld’s Largest Manufacturers of Clothes Wringers 











OR eR i apn eae _ eee a re me ee = 


‘JAWN SPRINKLER 


Marufactured Since 1887 


hc gana 
7 WEleteertihm Ol ieulelticce 


KEYSTONE AUTO “SOC-KIT” Through the Jobber 


Seven different size sockets, socket screw driver and et ee 
8 in. hex. steel handle—all in neat pressed case of ‘oo a4 base: 544 sid 
heavy gauge nickel plated steel. Ready seller to auto INO, 2 ircular 


mechanics and car owners. 
“Keystone quality.”” Write for Discounts. 


The Keystone Manufacturing Co. - WD. ALLEN MFG. CO. 


Buffalo, N. Y. 
Sales Representatives—Surpless, Dunn & Co. reoh GO Oem Vek s “ 2 ee Ste SS 
New York Chicago 


(Patented April 21, 1925) 

















Simplified 


Sign making is so simplified 
with a National Show Card 
Writer and the _ resultant 
extra sales so noticeable, 
that hardware dealers wonder 
why they didn’t make their 
own signs before and save 
money. 

We have Alphabet Plates 
ranging in size from 
one-half to fifteen 
inches in height; 
both Capital and 
Lower Case. We 
also manufacture a 
large variety of 









LEAD IN SALES! 


F. & N. dealers lead all 
others in sales, as sales rec- 
ords have shown for years 
past. This is because of cer- 

» tain definite features and 
eS , §reasons—some of which 

wiv! cannot be had in any 

: Mm other mower. Let F. & 

—_— ~- N. Mowers help you 
a iY lead. 












Art Stencils and 
Borders. 


Send for Folder. 


NATIONAL SIGN STENCIL COMPANY 
Manufacturers of the NATIONAL SHOW CARD WRITER 
1602 University Avenue Saint Paul, Minnesota 









THE WORLD'S LARGEST LAWN MOWER MFGR. 


RICHMOND, ° INDIANA, — U.S.A. 


























W. ROSE 


FOR SALE THROUGH ANY GOOD WHOLE- Pointing Trowel No. 75 


SALE HOUSE 


ee Especially useful for laying tile, it should be 





Scllinn Aneate displayed in every tool store. The blade is fine steel. 


Wiebusch & Hilger, Ltd. Shank and handle are right. 
New York 
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PAINTERS, DECORATORS 
MACHINISTS, MILLWRIGHTS 
CARPENTERS, FARMERS 
ROOFERS, STEAM FITTERS 
WINDOW CLEANERS 
HOUSEWIVES, Etc. 








RH eh 


Send for catalogue and 
latest Pricelist 


W. W. BABCOCK CO. 
BATH, N; Y., U.S. A. 





Frus Step 


Pamter’s Trestle 


SPRUCE LADDERS 







































Unconditionally 
Guaranteed 


When you sell an ACME Sprayer, Atom- 
izer, Duster, Corn or Potato Planter, you 
say to your customer: “If it isn’t all right, 
bring it back.” It takes good tools to live 
up to that kind of a guarantee. 


That ACME tools are good is evidenced by the fact 
that the demand grows constantly. A new 140-foot, 
two-story addition was added to our factory this year. 


Our newly-enlarged factory, equipped with 


RR? 
/ € i= bold, 


Sprayers 
Atomizers 





Dusters 
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You can carry a minimum stock of ACME 
tools and replenish frequently and quickly from 
your nearest jobber—get a complete line of 
uniformly good tools from one house. This 
assures you faster turnover, a smaller invest- 
ment and larger profits. 


Insist on getting ACME Sprayers and 
Planters—sold by reliable jobbers every- 
where. New complete catalog on request. 


Basd the most modern machinery, doubles our ca- } 
an pacity and enables us to maintain the high F: 
Corn standard of ACME quality at an attractive fog 
price to the dealer. va: 
and Ss 
Potato ° ° Si 
Planters Bigger P rofits S 
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Potato Implement Company Big 
Dept. 11 Traverse City, Michigan 
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9 
Don’t 
Let Your Distributors 


Forget= 


Why should hardware dealers remem- 
ber that you are in business if you 
don’t everlastingly remind them? Why 
should they buy your merchandise—or 
sell it with intelligence, enthusiasm 
and conviction—unless you keep them 
“sold” upon its selling qualities? 


Advertising is an economical means 
by which you can remind retail and 
wholesale hardware dealers that you 
make goods that they can buy and sell 
with profit. Consistent dealer advertis- 
ing pays good dividends. 


Keep hardware dealers constantly re- 
minded of your products and their 
selling points by regular sales mes- 
sages in their “news-business paper’— 


HARDWARE AGE 


239 West 39th Street 
New York 
N. Y. 
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Sell the Best 
HARDWARE 


For Hard-wear 


For more than 50 years 
Bommer Spring Hinges have main- 
tained their leadership and proven 
their superiority over all others. 

They have kept pace with the 
times, because they have been 
kept up with the times whenever 
improvement was possible. 


BOMMER 


SPRING HINCES 


ARE THE BE 


Replenish your stock with Bommer. 


They are in universal demand—are 
quickest to sell—easiest to apply and 
the most satisfactory spring hinges 
made. 


Your Jobber handles them. 


Send for New Catalog 47. 
big help in ordering. 

















lt is a 








Bommer Spring Hinge Company 
Manufacturers BROOKLYN, N. Y. 
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Rubber 
Headed Nails 


are used as bumpers on pianos, closet seats, and 
to receive the thrusts of drawers, also to prevent 
noise and marring to such as they are attached. 

Stem Tips, made in thirteen sizes, especially de- 
signed for chair legs and prevent the scratching 
of floors. Absolutely noiseless. 

We make a large variety of rubber specialties. 
Send for catalog and prices. 


ELASTIC TIP CO. 


370 Atlantic Avenue, Boston, Mass. 














COES 


A Popular Favorite 
Since 1841 


Coes Wrenches have always been 
popular, and always will be, be- 
cause they have such a strong ap- 
peal for the man who appreciates 
fine tools. 


Let Coes Quality and Value add 
to your prestige as a dealer who 
strives to give his customers their 
money’s worth. 


The Coes Knife Handle Wrench 
illustrated is made in seven sizes— 
6” to 21”. Your Jobber will keep 
you stocked. 





Coes Wrench Co. 


“In business since 1841” 
W orcester Mass. 
Selling Agents 





5. ©. BEGGAR @ OD. wc ccsccs 29 Murray Street, New York 
JOHN H. GRAHAM & CO...113 Chambers Street, New York 
FENWICK FRERES........ 8 Rue de Rocroy, Paris, France 











A SURE WAY 
TO INCREASE SALES 








is to 
DISPLAY MORE 
MERCHANDISE 


THE HELLER WAY IS SURE! 


Our statistical department will cheerfully 
offer some practical suggestions without 
cost or obligation. 


W C H | & C 700 Bryant St., Montpelier, Ohie 
° . e er 0. 20 Vesey St., New York City 
Please tell us how we can display more merchandise. 

CS ee See GE ob cWG sd cccdesdac feet long. 
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MYERS 
COMPRESSED 
AIR SPRAYERS 


This is a banner year for 
Myers Compressed Air Spray- 
ers. And why not? They have 
those qualities which prompt 
profitable sales. Two sizes—2'% 
and 4% gallon galvanized or 
brass tanks—adjustable close-in, 
long distance nozzle, and other 
improvements give users excel- 
eo lent spraying 








tionally adver- 
tised. Write 


or wire. 
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COG-GEAR BARREL 
‘SPRAY PUMPS - 


The numerous advantages of 
Myers Barrel Spray Pumps are 
the determining factor in their 
wide use. Easy operating cog 
gear head, extra large cylinders 
and air chambers, best of nozzles and 
fittings, different styles for different 
needs, are the fundamental reasons for 
their general adoption by so many who 


spray. Nationally advertised. Write or 
wire. 
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MYERS SELF-OILING 


POWER SPRAY RIGS 


Myers Self-Oiling Power Spray 
Rigs mark the first real advance 
in design and construction for 
years. Self-oiling, housed working 
parts, automatic control, high pres- 
sure, powerful spray for guns or 
nozzles, set a new standard of 
power spraying. Style range meet’ 
every power spraying activity. Na- 
tionally advertised. Write or wire. 
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MYERS BRASS BUCKET 
SPRAY PUMPS 


Always leaders—always live sellers with 
dealers. Dependable construction, best of 
accessories, easy operation and large capac- 
ity, are responsible for their nation wide use 


and distribution. Nationally advertised. If your stock 
is not ample for the spraying season, write or wire. 





FIG. 











MYERS HANDY 
PORTABLE SPRAYERS 


After all, there is nothing like a Myers 
Handy Portable Sprayer for general use. It 
sprays trees, vines, and shrubbery, plants, 
vegetables and flowers. It whitewashes or 
disinfects walls, stables, pens, henneries and 
out buildings. Regardless of the locality, 
there is always a demand for Myers Handy 
Portable Sprayers. Three styles. Nationally 
advertised. Write or wire. 





MYERS COG: GEAR DOUBLE ACTING 


AND SPRAY OUTFITS 


Myers Cog-Gear Double Acting Hand 
Seeay Outfits bridge the gap between 
the small hand pump an the power 
operated outfit. Fifty gallon barrel or 
one hundred gallon tank, mounted on 
platform with pump, agitator, nozzles, 
hose and extension, for wagon box, cart 
or drag. Large capacity, dependable 
and e cient. Nationally advertised. 
Write or wire. 
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HE way of the amateur gardener is not the way 
ZH, A ofthe professional grower. Expense is no object 
~—gE —sardening is a dearly beloved hobby and, ac- 
— cordingly, to be generously endowed. 


Anything that will make more seeds sprout, help 
to circumvent Nature’s unkind whims, and make 
) a better garden than his neighbor’s, is ‘“‘as welcome 

as the flowers in Spring’’. Sell him not only seeds 
but AID for seeds—protection from fungous and 
bacterial diseases that prevent seeds from germinat- 
ing or retard their growth. Sell him SEMESAN, 
the modern disinfectant for seeds, soils, plants, roots, 
bulbs and corms, developed by du Pont chemists. 


TWO SALES 
for the Effort of only ONE 


With packets of seeds in his hand and the glitter of hope in his eyes, 
your amateur gardener prospect is all set to buy SEMESAN. He’s read 
SEMESAN advertising in Country Life, Garden Magazine and Home 
Builder, or the Bulletin of the American Dahlia Sdciety. He’s found 
two or three booklets in the wall display rack that tell him how to 
grow better the crops in which he is especially interested. The display 
container of 2-ounce cans of SEMESAN catches his eye. “Here,” he says, 
“wrap up acan of this stuff. I want to see if it will do all they say it will.” 


... And of course, it will. SEMESAN will become as necessary to his 
accomplishments as an amateur gardener, as seeds themselves. Here- 
after, when he buys seeds, you make TWO PROFITS instead of just 
one, and the Semesan profit is the larger and more attractive. 


Your jobber probably carries SEMESAN. If he doesn’t, write to us and we'll ship it 
to you through your regular jobber. Don’t wait! Be ready for the Spring seed buyers. 


Write TODAY! 
E. 1. DU PONT DE NEMOURS & CO., Inc. 


Dyestuffs Department, Sales Division 
WILMINGTON, DELAWARE 
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WICKWIRE BROTHERS 
Hexagon Poultry Netting 


Poultry owners often ask: “What makes 
Wickwire Brothers Poultry Netting /ast 
so long?” The reason is because it is 
made of Open Hearth Steel which is 
superior to Bessemer because it is far 
more rust resisting. | 


Another reason is the thorough coat of good 
quality galvanizing we use which gives added 


Our Other Products 


pre tection. 
Include 


The Wire is drawn in our own mills and all 
Graduated Poultry Netting processing through the Steel Plant, Rod Mill and 
Galvanized Hardware Cloth 
and the following brands 
of Screen Wire Cloth Our products have maintained a national reputa- 
Cortland Black Enameled 
Graywick 
White Metal Finish 
Wickwire Premier 
Wickwire Bronze 


Wire Mill is under our constant supervision. 
tion for quality and satisfaction for more than 
50 years. 


Sell the best and hold customers. 


Your Jobber Will Supply You 


INCORPORATED 1692 
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Modern Retail Merchandising 


GUESSES 


no longer pay! 


N THE “good old days,” when all mer- 

chandising was largely guesswork, a 
good guesser could acquire a fortune and 
a reputation for wisdom. 


Merchants guessed they’d take such- 
and-such a bill of goods from the drum- 


‘mer; they guessed what their customers 


would buy; they guessed how much stock 
they had on hand; they often guessed at 
what they’d taken in and paid out during 
the day. 


Guessing is a fair gamble when every- 
body’s doing it—but the guesser hasn’t 
a chance when he bets against competi- 
tors who put their money on known facts. 

And the most successful retailing today 
is being conducted on the basis of known 


facts and principles in every phase of 
store management and merchandising. 


Modern Merchandising 


With the cooperation of the leading 
authorities in every field of retailing, the 


ALEXANDER HAMILTON INSTITUTE.” 


Alexander Hamilton Institute has now 
assembled these fundamental facts and 
principles in its new Course and Service 
under the general title of ‘‘Modern Mer- 
chandising.”” The Texts are clear and 
free from difficulties. The Lectures, 
Guides and Reports deal with everyday 
problems faced by store owners and execu- 
tives, and indicate solutions with the 
“guess gamble” eliminated. 


“Progress and Profits” 


Every man ambitious for success in re- 
tailing—every owner, every general ex- 
ecutive, every buyer, every controller, 
every merchandise manager—all the men 
who must think and decide—will find 
sound guidance here. 


Learn about this new Course. Send 
for a copy of the book, “Progress and 
Profits,”’ which tells about it in detail. 
The book is free. Write at once, as the 
first edition is limited. 


- 


” ALEXANDER 


ong the authors of the Texts, Written Lectures, Modern Mer- - HAMILTON 
— ; ' se ’ INSTITUTE 


chandising Reports and other material, are the following men: 


DR. PAUL H. NYSTROM, Director of 
the A iated Merchandising Corporation; 
DR. LEE GALLOWAY , First Director of 
the School of Retailing, New York Univer- 
sity,a well-known authority on store Man- 
agement; EDGAR J. KAUFMANN, Pres- 
ident of Kaufmann Department Stores, 
Pittsburgh; J.C. PENNEY, Chairman 
of the Board, J. C. Penney Company ; 
JOSEPH CHAPMAN, President, L.S. 
Donaldson Company, Minneapolis; 
PERCY H. JOHNSTON, President, 
Chemical National Bank of New York; 





JOHN BLOCK, Kirby, Block & 
Fischer, Resident Buyers; AMOS 
PARRISH, Director, Amos Parrish & 
Company, Store Counselors; COL. 
DAVID MAY, Chairman of the Board, 
May Department Stores; CLAYTON POT- 
TER, President, United States Stores; 


W. T. GRANT, Chairman of the Board, 


W. T. Grant Company; WILLIAM N. 
TAFT, Editor, Retail Ledger; JOSEPH 
HUSSON, President, Eleto Company, 
New York; 

—and many others. 


In Canada, address the Alexander Hamilton Institute, Ltd., C. P. R. Bldg., Toronto 





a 





* 
* 


* 


e 
Position _......... 
Company .............. 


. Business Address .. 


0 


° 36 Astor Place 
° New York City 
* 
Send me a copy of ‘‘Prog- 


** ress and Profits,’’ which tells 
e all about the Modern Mer- 


*  chandising Course and Service. 
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True Time Tellers Displayed! 


This Handsome Display Case FREE 


With Each 


Clr Ue ©Jime “Tellers Selection 
of 


NEW HAVEN’S 
Unusual Alarm 
Clocks 
No. C124 


Handsome Display 
Case 

HE Display Case is 

1614 inches long, 18 
inches high and 8% 
inches deep, made of 
metal, of strong, durable 
construction, attractively 
finished in dull mahog- 
any, full vision front 
glass. 


The clocks are placed 
on the shelves, and fit 
snugly into cut-outs spe- 
cially designed for each 
clock, preventing disar- 
rangement of display. 


Each shelf is equipped 
with hinges, tilting back 
with ease. 





HIS Alarm Clock Selection consists of twenty-four (24) specially selected, quick selling True 
Time Tellers, varied in designs, sizes, finishes and dials, that are pleasing to the eye, and their 
moderate prices make them ready sellers. 












: ’ ; Dealer’s T | 

Summary of No. C124 Alarm Clock Selection- Cost Dealer's pend Retail 

' Price Cost ice alue 

2 Gothic Tat-Too Jr., Gold Dial....... eT ee $5.00 $3.75 $7.50 
1 Gothic Tat-Too Jr., Gold Radium Dial............................. 3.15 3.15 4.75 4.75 
2 Square Tat-Too Jr., Silver Dial......... ee | eds deeds eo 4.40 3.25 6.50 
1 Square Tat-Too Jr., Silver Radium Dial............................ 2.85 2.85 4.25 4.25 
IIS ES ee ee 2.80 2.00 4.00 
2 Square Tell-Tale, Radium Dial....... biti aunts intent a 4.10 3.00 6.00 
2 Tidy-Tot, Silver Dial.............. : OR eT eee ee 2.20 4.40 3.25 6.50 
1 Tidy-Tot, Radium Dial.............. | | PP pe FR th ek om 2.85 2.85 4.25 4.25 
‘( -< \ —" - Girt neecrcere rine: 5.10 2.50 7.50 
mE rr ee Oa Pre ee: 2.35 4.70 3.50 7.00 
4 Tom-Tom, White Dial...... 15 pth ed seed dt ace kat tae ae 2.20 8.80 3.25 13.00 
SI cn cscs waks vis senvecevs<opeencud 2.85 5.70 4.25 8.50 
1 C124 New Haven Alarm Display Case.............................%KmX xXXXX xxxXX xXXX 
i Datel el GHGS can cet DHE GE iso 6 6 65 65k 0-888 6 REN EER $53.85 Retail Value $79.75 


Order from Your Jobber Today 


THE EW AVEN LOCK CO. 
EST. EW VEN ONN. 1817 
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POULTRY NETTING 


Galvanized Before and Galvanized After Weaving? 
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€=Look for the tag, carrying our name, at the end of every roll! 


The Gilbert & Bennett Mfeg. Co. 


Manufacturers of 
WIRE CLOTH, NEYTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


New York City Georgetown, Conn. Chicago Kansas City 
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Thousands of Hardware Mer- 
chants are making money on 
ATKINS Silver Steel Hack 
Saw Blades 
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If you want something new to in- 
crease your profits write for details, 
addressing Dept. “D,” E. C. Atkins 
& Company, Indianapolis. 








FE. C. ATKINS & COMPANY 


Established 1857 The Silver Steel Saw People 


Machine Knife Factory: Home Office and Factory: Canadian Factory: 
Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. 


BRANCH HOUSES 


Atlanta Memphis New Orleans Portland Seattle 
Chicago Minneapolis New York San Francisco Vancouver, B. C. 
Paris, France 

















Wh 


Mm 


(l 


ih 


MTT 
Hit 


} 
} 





239 West 39th Street, New York City 


FOUNDED 1855 


\\ 


\ 


hil 


FRITZ J. FRANK, PRESIDENT 


GEORGE H. GRIFFITHS, GENERAL MANAGER 


Associate Editors: CHarLges J. HEALB, J. A. WARREN 
Contributing Editor: SAUNDERS NORVELL 


Copyright 1927 by Iron Age Publishing Company 





LLEW S. SOULE, EDITOR 

















VoL. 119 NEW YORK, APRIL 21, 1927 No. 16 

Making Use of Your 

Trade Winds, by Llew S. Soule...........-0+02020e eee 39 Ideas 
A Radio Display Makes Summer Pay.......--.----+---- AQ — today is not a hit 
and miss proposition for the 
Everybody’s Business, by Floyd W. Parsons...........--- 41 man who succeeds. Saunders 
Philosophical Business Speculation, by Saunders Norvell.. 42 Norvell. says in this issue of 
HARDWARE AGE that “any stu- 
Featuring Spring Goods Brings Trade in Other Lines..... Ad dent of business conditions 
a Oe ee a ee ee Ab realises business is becoming 
The Man Behind the Counter... more and more of a pro Satin. 
Mechanics’ Needs Do Not End with the Purchase of Tools 47 As in other professions, the basis 
_ ' ; of accurate knowledge is scien- 
Training the Builders’ Hardware Salesman.............. 48 tific study and research into 
es Be, LO, er ep errr errr rrr Tee Tere ere ee 50 changes that are taking place.” 
Put on a Demonstration Sale and Double Your Accessory Better ways of doing things, 
5] new ideas of merchandising are 
NE 86 55 a ee ee sho 0 oho ns wee deg ies bo ' continually finding their way 
Merchandising Electrical Appliances ................... o2 into print. Plans that have been 
; i tried and tested by others are 
New Haven Progress Exposition ...............00eeeeee- o4 available to the student of busi- 
ness who follows his trade 
paper. Save and file these ideas 
DEPARTMENTS: —make use of them—and you 
Camrudi: Fa a Gs BIB wg 6 on ook wee dk Sede wees ns 56 will find that new ones will 

occur to you also. 

r hi RN 4. wa 0:04 a aes « «0% 60 , 
Voy ne ae When a new kink has been 
General Market Information ....................... 61 discovered and found fruitful 
write to HARDWARE AGE and 
give others a chance to profit 

On by your experience. 





Branch Office Representatives of Hardware Age 


EDITORIAL 
Cnuicaco: D. M. ANDREWS CINCINNATI: BURNHAM FINNEY 
1507 Otis Bldg. 904 1st National Bank Bldg. 
PHILADELPHIA: JAMES-M. Rose Boston: GPRARD FRAZAR 
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ADVERTISING 


iene } Rig ag “aR 402 Widener Bldg. 

(CLEVELAND: WILL J. FEDDERY New YorK: P. J. COSGRAVE 
1362 Hanna Bidg. 239 W. 39th St. 

Boston: OHAUNCEY F. ENGLISH 


425 Park Sq. Bldg 320 Market St 
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00; 2 years $4.00. Foreign countries, not taking 
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HaRDWAREB AGE, New York. 


Member of the Audit Bureau of Circulations 
Member of the Associated Business Papers 














What Our Readers Say— 


We do not know when our sub- 
scription to the HARDWARE AGE e-r- 
pires, so. are taking this occasion to 
have our subscription extended for 
the amount inclosed until expiration. 

Do not fail to send us a statement 
when our lunit is up. It ts indis- 
pensable to our business. Do you 
suppose we could miss the articles 
of Llew Soule and Saunders Nor- 
vell? I should say not. 


(Signed) A. F. ScHWARTz, 
Hildreth, Neb. 
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A TaTe opportunity to make about fifteen inches’ worth of 


counter space turn over about fifteen dollars’ worth of merchandise a week 
... Everybody hopes to own a knocker some day, and the presentation of 
McKinney Forged Iron Knockers in delightful fashion will make that “some 
day” TODAY... Such beautitul examples of the iron worker’s art catching 
the eye of the passer-by will bring in extra dollars with a minimum sales cost... 


Order your display board now. 


It is an excellent leader tor future 





Force Division, McKinney Mee. Co. 


Forged Iron business. 





3 an at Pe Fae! : 
erst 


How to order this door knocker salesman 


There is no charge for the display stand. It is furnished free with 
six knocker assortment — three for the display board and three 
for stock. The display arrangement not only presents the three 
authentic designs but also shows the three finishes now in demand 


— Relieved Iron, Dead Black and Rusty Iron. 


Order through your regular source of supply using the coupon 
for convenience. The present supply of these 
—order today. 


ree stands is limited 






Pittsburgh, Penna. 











To en eee 
Please ship me immediately the free McKinney Display 
Stand with six knocker assortment—three for the dis- 


play board and three for stock, as offered in Hardware 
Age. List Price—$36.00. 





I ie 


Address 
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By Llew S. Soule 








No Room for ‘‘Buck Passers”’ 


N this era of intense competition, the hard- 
ware industry in its present form cannot con- 
tinue to grow and prosper unless the factors 

which now compose it are willing to cooperate for 
the best interests of both the industry and the 
public’ it Serves. 

« Internal. dissensions, petty jealousies and cut 
throat ‘methods are nothing less than suicidal. 
Meanwhile “Passing the Buck” will get us no- 
where. 

Listen to a group of retail merchants talking 
shop. At least one in that group is sure to voice 
the belief that the manufacturers and jobbers are 
responsible for all his merchandising ills. He 
blames them for his inability to make an adequate 
profit, and he asserts positively that it is entirely 
up to them to see that .he is placed in position to 
meet all competition. 


Then turn your ear to a similar group of job- 
bers. You will probably hear one of them con- 
tend that the manufacturer expects the jobber to 
finance the dealer and carry the stock, but does 
not expect to pay him what the job is worth; that 
the retailer expects the jobber to bear the stock 
load, and to deal the goods out in retail quanti- 
ties at wholesale prices, while the self same re- 
tailer buys his big orders direct. 

And then find a similar group of manufacturers 
and listen again. You are almost sure to hear 
one of them express the belief that the jobber 
shirks his responsibility ; that he is a mere ware- 
houser and order taker ; that he expects the manu- 
facturer to carry the inventory, create a demand 
for the goods, make the sales and then pay said 
jobber a profit on the deal; that the average 
retailer is more of a storekeeper than a merchant ; 
that his cost of doing business is too high; that 
if he does get lower merchandise costs, he imme- 
diately cuts his prices, etc. 


There is probably a grain of truth in each 
assertion, but each branch of the industry appears 
to be looking at his particular grain of truth 
through a high powered telescope. 


What the speakers in all three cases should be 
saying is approximately this: “It is the function 
of the hardware industry—manufacturer, jobber 


and retailer—to so cooperate that each will earn 
a reasonable profit and at the same time get the 
merchandise into the hands of the consumer at 
as low a price as he can obtain the same values 
elsewhere. Let's do our part.” 

That is constructive and fair. It puts every 
factor of the industry on an equal cooperative 
basis. It doesn't picture the retailer as a sort 
of weak kneed individual who hasn't brains or 
stamina enough to handle his job without super- 
vision. It doesn’t throw the blame for condi- 
tions upon any one factor, but recognizes the 
retailer, the jobber and the manufacturer as in- 
tegral parts of an industry facing a common 
problem. 

Whi otiss the buck? Why charge all the short- 
comings of merchandising on any one or two 
factors of the industry? The manufacturer, the 
jobber and the retailer each has two good legs of 
his own to stand on. They all need cooperation, 
hut certainly none of them need wet nurses or 
wheel chairs. 

The Hardware Council composed of an equal 
number of retailers, jobbers and manufacturers, 
is earnestly and intelligently laboring to better 
conditions in the hardware industry. Its aim is 
to serve the consumers of hardware products, as 
well as those who make, distribute or sell those 
products. 

The work of the Council entails a study of con- 
ditions and methods; it requires accurate surveys 
and investigations. It takes time, hard work and 
personal sacrifice on the part of those who com- 
prise its membership. More than all it requires 
wholehearted cooperation of every member of 
the hardware industry from the smallest retail 
merchant to the largest jobber and the most in- 
Huential manufacturer. 


The Council will undoubtedly find faulty sys- 
tems, waste, trade abuses and partial inefficiency 
in each branch of the trade. From time to time 
it will make recommendations which will open 
the doors to practical cooperation. 

Meanwhile let’s quit passing the buck, get our 
own houses in order, and be ready to do our part 
to make the hardware industry worthy of con- 
tinued patronage and profit. 
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Will Mare SUMME 


ANYBODY can sell umbrellas on a rainy day—but 
the umbrella dealer does not despairingly shut up 
shop when the sun shines. 

lle continues to display his wares 
even in dry weather. 

Until recent years, theater owners said, “People. don’t 
want to go to theater in summer”—so they closed their 
doors as soon as patronage began to fall off a little. But 
when they saw the jammed “movie” theaters during the 
summer, they changed their tune. 

Formerly, everybody “laid up” his automobile for the 
winter, but the trade fostered the idea of winter driving 
and now it is an important factor in the annual business 
of the auto supply industry. 

Radio is headed the same way. There is a natural 
falling off of interest on the part of the public during 
the summer. Dealers said, “No use trying to sell—they 
won't buy.” Public saw no radio displays, and naturally 
thought, “Well, the dealers must be right. No use both- 
ering with radio in summer.” Then the dealers said 
triumphantly, ““You see! We were right. No use. No 
use.” 

But they soon saw this was bad medicine. They were 
doing more than 60 per cent of their total business in the 
four mid-winter months and little or nothing in mid- 
summer. But old Mr. Overhead went on just the same. 

So there has been a strong effort to build up summer 
radio business, to “straighten out the sales curve” and 
distribute the business more evenly over the year. It 
has shown substantial results and it will do better yet— 
if everybody helps. 


and to sell them— 
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The broadcasters are doing their part. Summer pro- 
erams are excellent. 

Set manufacturers are doing their part. Modern re- 
ceivers operate almost as satisfactorily in summer as in 
winter. 

The public is doing its part. Summer interest in radio 
is more,and more apparent. 

Now it is up to the retailer. The dealer who handles 
radio exclusively needs no exhortation on the subject— 
it is the hardware, drug, electrical, music and other 
dealers handling radio who are missing the profit oppor- 
tunities in summer selling of radio accessories. 

They are apt to put away their radio displays and 
stock as soon as the warm weather drop begins to be felt. 
Naturally, this kills off their radio sales at once—defi- 
nitely ending all opportunity to share in the admittedly 
handsome profits in radio accessories. 

It is true that sales will be smaller than in winter but 
—isn’t half a loaf better than no bread? 

Tubes, for example, wear out, burn out and get broken 
in summer use just the same as in winter. Radio adver- 
tising will be continued this summer as never before. 
Summer broadcasting will be more attractive than ever. 

To get your share of this business it is only necessary 
to keep up your displays and to forget the “‘what’s-the- 
use?” bugaboo. It will pay you well to join the move- 
ment for “Year ’Round Radio.” 

By R. H. Van Dusen, 


Gold Seal Electrical Co. 
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-EVERYBODY’S BUSINESS 


By Floyd W. Parsons 





66 HE Good Old 
days.” What a mis- 

nomer ! Prejudice 
was rooted deep, science con- 
demned, and everything new 
regarded with suspicion. 
Many believed that nothing 
should ever be done the first 
time. They were sure that 
the really important discov- 
eries in chemistry and phys- 
ics had been made, and that 
future progress was depen- 
dent upon mere _ refinements 
in elements already known. 
No one had ever heard of 
anything smaller than a 
molecule, and the sensation 
of the day was Harvey’s an- 
nouncement of a system of 
blood circulation. Although 
cast into the Garden of the 
Gods, the folks of “the good 
old days” were content to 
subsist on weeds. 

All worth-while advances 
were misunderstood and op- 
posed. The press was dead 
set against the introduction of gas for illumination, chiefly 
on the grounds that it might encourage late retiring and 
frighten horses. One State taxed bathtubs $30 a year. 
The Board of Education of a Pennsylvania town refused 
to permit the use of their public school auditorium for a 
debate about railroads and telegraphs on the ground that 
it would be rank infidelity to allow open discussions of 
such nefarious institutions. The waltz was denounced as 
a foreign abomination, for no lady could possibly allow a 
gentleman to place his arm around her waist. Joshua 
Coppersmith was suspected of fraud and jailed in New 
York for trying to interest people in a device that would 
transmit the human voice over wires, while a woman in 
Providence was arrested for going without a petticoat. 

The people of yesterday saw Robert Fulton ridiculed, 
Westinghouse rebuffed and Edison jeered. They laughed 
at Goodyear when he became a showman and donned India 
rubber clothes in order to prove his point. Many of them 
read the words of the Ohio editor who lauded the bicycle, 
but added, “A man has invented a horseless wagon. Some 
day he will go back to his grocery and do some good in 
the world.” Yesterday was as much like the present as 
the Indian’s smoke signal is like the flash of a radio mes- 
sage to a ship at sea. 

Now the waltz is nothing more or less than a breath 
restorer to the disciples of jazz. The newly-born babe 
has a life expectancy of 59 years, as compared with 32 
a century ago. When Lincoln was President, twenty babies 
out of every 100 died before a year had passed—now only 
ten die. No longer need our men of science turn them- 
selves into clowns in order to get a hearing, and it takes 
something more than the mere effort of a utility to increase 
the cost of a street-car ride or the price of a telephone call 
to start a mob marching on the City Hall. 
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Smart executives have 
come to. realize that our 
greatest industries are m 
lineal descent from research 
laboratories. Nearly every- 
one appreciates how fortu- 


nate we are to have people 
among us who look at the 
apple on the tree and won- 
der why it grows rather 
than how it tastes; and who 
are more interested in the 
structure of gold than in its 
possession. This new atti- 
tude has made possible the 
harnessing of the River 
Shannon and the _ construc- 
tion of a railroad through 
Robin Hood’s Sherwood 
Forest. It has built a dam 
across the Jordan and put 
automobiles on the Road to 
Mandalay. 

The most startling hap- 
penings in history are now 
coming from men and women 
who, a few years ago, were 
classed in the category of 
dreamers. They are the ones who have made it possible 
for us to produce radio dials from the hulls of oats, but: 
tons from corncobs, poker chips from cheese, and umbrella 
handles from milk. A dozen new synthetic products in 
the last two years have revolutionized basic businesses. Not 
a day passes without some far-reaching change in style, 
habit, or viewpoint. The average person is almost as 
much annoyed at present when he misses a section of a 
revolving door as was his forefather when he failed to 
catch a stage coach that raf three times a week. 

No human is wise enough today to know where the 
benefits of a new discovery will fall. Without telephones 
there would not be room on city streets for people carry- 
ing important messages. Without elevators we could not 
live and work in skyscrapers. . 

It was atmospheric conditions that made England the 
world’s center of textile manufacturing not so many years 
ago. It was also climate that prevented us from locating 
our cotton mills down South, where the plants grew. Then 
along came some engineers and chemists who gave the 
problem their attention, and now we can produce indoors 
any kind of climate that one desires. Textile manufac- 
ture is now carried on even in Southern California, which 
climate, because of its extreme variation from noon to 
night, would have been the last one selected a few years 
ago in which to manufacture textiles. 

This same discovery is already exerting its influence in 
dozens of other industries. It saved the day for the Rayon 
(artificial silk) business by doing away with climatic 
hazards. It has shortened skirts by placing attractive 
stockings within the reach of more millions of women. 
It has made it possible for New York City to house a great 
national convention in the summer time in a building where 
the weather is manufactured and ‘Every day is a good day.” 


© Brown Bros. 
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PHILOSOPHICAL BUSINESS 


k\ERAL months ago, one of the larger hardware 

jobbers of the country told me that only fifty per 

cent of their business was with the regular retail 
hardware trade. ‘This statement was so surprising that 
| have been checking it back with other jobbers and re- 
tailers. This check-back seems to confirm the statement 
made by the jobber and leads to an illuminating side-light 
on the changes that have taken place in the hardware 
jobbing business in the last twenty-five years. 

* * # 

As we have suggested in recent articles, many changes 
have taken place in lines of hardware. Many items that 
were good sellers twenty-five vears ago have almost en- 
tirely passed out. New lines have come on the market. 
These new lines, such as automobile supplies, radio sup- 
plies, electrical supplies and even toys, have been added 
by jobbers to their stocks. New merchants selling these 
lines have come into the trade. Twenty-five years ago, 
the garage carrying a very complete stock of automobile 
supplies was non-existent. Today, hardware jobbers, 
through their Automobile Departments, do a large busi- 
ness with this class of dealers. This is also true of deal- 


ers in radios and electrical supplies. 
7s * i 


~ 


The drug store has developed into a general mer- 
chandising establishment, carrying almost everything of 
small size and light weight in every line of business. 
These drug stores dispose of a great deal of this light 
merchandise because of their convenient locations and 
because they are open night and day. In these times, 
when both men and women work every day until five or 
six o'clock and are held at their desks or machines until 
one o'clock on Saturday, the hardware store can hardly 
expect to enjoy a very liberal share of their business 
when it closes just about the time these thousands of con- 
sumers have an opportunity to get out and buy goods. 

The automobiles, busses, trolleys and splendid railroad 
suburban service have made a drastic change in living 
conditions. While these factors of transportation have 
proved to be the death knell of thousands of small coun- 
try towns, on the other hand, they have built up populous 
and flourishing suburban communities all around our 
larger cities. Anyone commuting daily from one of these 
smaller suburban towns to his place of business in a large 
city must be impressed by the thousands and thousands 
of people who live in these suburban towns and he must 
be especially impressed with the fact that thousands of 
women are now working and going to the city, returning 
home every night. 

*K K 

sut let me ask, since these workers leave home early 
in the morning and return very late in the afternoon, how 
they can buy hardware from the retail hardware stores 
in these suburban towns when the hardware stores close 
just about the time these workers return home? Is it 
surprising that drug stores which stay open at night and, 
in some cases, all night, as well as on Sundays and holi- 
days, gather in a large part of the business that naturally 
belongs to the retail hardware merchant ? 

*K * % 

Another hardware jobber carrying a very complete line 
of sporting goods and novelties told me that twenty per 
cent of the accounts he had on his books were drug stores. 


I speak of these facts to suggest that possibly in the 
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changes that are taking place in the general character of 
the hardware business, some of the changes that are 
gradually developing in old established items are scarcely 
heing noticed. Many jobbers and retailers do not care- 
fully analyze their sales by items. How many jobbers, 
for instance, know whether, over a period of the last ten 
vears, their sales of hammers have increased or de- 
creased? How about the sales of hatchets? How about 
the sales of hand saws and cross cut saws? How about 
builders’ hardware ? 
| am inclined to believe that, in the great number of 
items carried, these facts are not generally studied or 
known by retailers and jobbers. Naturally, a manufac- 
turer devoting his entire attention to one line is familiar 
with the drift of his own business, but even these manu- 
facturers, I find, seem to have very little accurate and de- 
pendable knowledge of the total sales of all manufactur- 
crs in their particular line, nor are they accurately posted 
on the increase or decrease in the national demand for 
their goods. 
*K * ve 
This lack of knowledge is one of the danger spots in 
American merchandising. In other words, dealers in a 
certain line do not wake up to actual conditions in their 
line until they are faced with situations that lead to in- 
evitable losses. Let me illustrate what | mean by my own 
experience in manufacturing a certain chemical. The 
facts, trimmed of all details, were as follows: 
* x ¥ 
There was a large demand for this chemical in the 
United States. There was also a large foreign demand. 
The raw material from which the chemical was made 
was in easy supply and, figuring the cost of this material 
and the theoretical product of the finished chemical from 
the raw material, it would show a very handsome profit. 
\With associates, I built a factory to manufacture this 
chemical. There were delays in putting up the factory. 
\\ hen we started manufacturing, we found, for some 
reason, that we could not produce as many pounds of 
the finished chemical out of a gallon of the raw material 
as, theoretically, we should expect. 
25 * a 
The price continued high. The demand was heavy. 
We were producing, but our profits were small because 
there was something wrong with our method of manu- 
facturing. It took us a year to find the “nigger in the 
wood-pile.”” We gradually increased our ratio of 
finished article to raw material but in the meantime, un- 
fortunately, the price of the chemical steadily declined. 
Then, for certain reasons, the large foreign demand was 
shut off. Germany and England took the business away 
from us. This left the American manufacturers with 
nothing but the domestic market. Up to this time, ove 
of us knew just exactly what the American demand was. 
Competitors were not on very good terms and there was 
no method for us to learn exactly what our total produc- 
tion or our total sales were. 
ns * * 
Now, all of us had plants and it was cheaper to run 
these plants at the absolute cost of production than it was 
to shut down the plants and pay interest on investment, 
insurance, taxes, watchmen, depreciation, etc. So all of 
us ran our plants and sold goods at cost and, when we 
could not sell, accumulated a stock. Soon, in addition to 
the other pleasant factors having a bearing on this chemi- 
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cal, we had to cope with the fact that it was well known 
to buyers that a heavy warehouse stock, ready for im- 
mediate shipment, was hanging over the market. 
as is 

Naturally, we studied manufacturing costs, cut down 
expenses and did our very best in every way to make our 
goods at the lowest possible price. It did not take us 
long to discover that, instead of selling at cost, we were, 
at the end of the year, coming out with a deficit on our 
operations. We, of course, had a number of meetings 
of our Board of Directors. All the known factors in the 
case were discussed. The problem was whether to shut 
down and wait for a better day; whether to try to whip 
our competitors into bankruptcy, or whether to have a 
meeting with our competitors, lay aside our personal 
animosities and take up and discuss, in an intelligent 
manner, what should be done under the circumstances. 
We, of course, understood that we could not enter into 
any price agreements. We at least legally had the right 
to meet, talk over the business in general and figure out 
what we could do to keep from going broke! 


* % 


\Ve had meetings and we managed to talk things over 
like sane human beings. As a result of these meetings, 
one manutacturer, who happened to be interested in a 
large way in the production of the raw material from 
which this chemical was made, decided to shut down his 
factory and stay out of the market /F the others would 
buy his raw material. There was more profit in the raw 
material at that time than there was in the finished 
product ! 


Then two other manufacturers of the group decided 
to amalgamate. It was found that one of these factories, 
by reason of certain natural advantages, could manufac- 
ture and distribute this chemical cheaper than the other, 
so one of these companies bought out the other, and the 
company that could not get its costs down devoted its 
time and attention to manufacturing other chemicals. 

* + 4% 

At this meeting of manufacturers, which included 
practically every manufacturer of this particular item 
in the country, it was learned, for the first time, exactly 
what the total domestic demand was for this chemical. 
It was found that for certain reasons, this demand would 
be subject to certain fluctuations from season to season. 
In other words, for the first time, these chemical manu- 
facturers had an intelligent grasp and knowledge of the 
situation. They are now manufacturing this chemical in 
quantities necessary to supply the demand. Heavy losses 
are being avoided. There is no surplus stock hanging 
over the market and where, before, everything pointed to 
bankruptcy and disaster, there is now a fair and satisfac- 
tory business being done at a reasonable profit. The in- 
vestment of capital in the business is sure of a safe return 
and the managers and employees are sure of their jobs. 
A very bad situation was worked out by what appears to 
me to have been the use of just a little, ordinary common 
sense. 

sic *k x: 

Now, what has all this got to do with the hardware 
business? Let us outline a situation that exists in the 
hardware line. Compare this situation with the story I 
have just told of what happened in the chemical business. 
1 think you will find many points in common and I think 
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SPECULATION | 4 Swwosis Nowa 


the hardware manufacturers who read this article and 
who are interested will also be able to grasp the idea I 
am faintly suggesting! 
x: Re :: 
During the War, building all over this country was 
checked. Hardware manufacturers were very busy mak- 
ing handsome profits out of War business. Prices all 
along the line increased to dizzy heights. Everybody 
was making money, not only in selling but in the increase 
in the value of their inventories. 
ss 2 
Then, when the War came to an end; when other lines 
of business were compelled to go through a drastic period 
of, liquidation, a boom in building started all over this 
country not only to make up for the slack building during 
the War years but also because of the vast profits made 
by the people in this country when the United States was 
a neutral country. Wages paid to workers were higher 
than ever known before. These good wages continued 
after the War was over. [very worker who wished to 
buy or build a home could have one. There was a boom 
in real estate. Houses were good property. This led to 
a universal building boom and as a result, there was an 
enormous business in builders’ hardware. Builders’ 
hardware manufacturing concerns, as well as jobbers and 
retailers, made handsome profits on this line of goods. 
* x x 
This condition naturally could not continue indefinitely. 
Now we see from the building statistics that building 
is falling off somewhat. From a seller's market, builders’ 
hardware has changed into a buver’s market. I hear 
complaints from some of my good friends manufacturing 
builders’ hardware that the competition is so keen that 
the goods are being sold without any profit. Some of the 
smaller manufacturers, manufacturing short lines, who 
have sold goods on price and not on the reputation of 
their brands, having nothing but a cut price to offer, have 
cut prices. They have been allowed, by their larger com- 
petitors, to take a considerable amount of business, but 
| am informed that this business is taken at a loss. 
ome 
Now, as we sit in our altitudinous office and study the 
hardware battlefield, we wonder what is going to happen. 
Is it going to be a battle of elimination or bankruptcy for 
the defeated? Is it going to be a case where the manu- 
facturer with a large surplus will sit tight, make the com- 
petition, set the pace, get the business and draw on his 
surplus to cover his losses? This process is the natural 
and logical outcome of modern competition. Small con- 
cerns will be ruined. Sales managers, salesmen and fac- 
tory operators will be thrown out of jobs. When a busi- 
ness is losing money, the head of such a business cannot 
he expected to be very merciful. Modern competition, 
with all the improved selling machinery, is not a pleasant 
thing to see in operation when a trade war is under way. 
x XK 
Now, I hope that I see the builders’ hardware situation 
in this country as it is now developing as being worse 
than it really is. Very likely I am a few months ahead of 
developments. All I see are the fundamental tendencies 
in the trade that are remorselessly working out to their 
logical conclusion. It seems to me that the builders’ 
hardware business has been exceedingly fortunate in this 
country. They had years of unusual prosperity during 
(Continucd on page 79) 
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Brings Trade in Other Lines 


INDOW displays, large banners, swinging elec- 

tric signs and good service at a fair price have 

contributed to the success of the retail hardware 
store known as Coe & Bacher, Cleveland. At first glance 
you would say this firm must depend entirely upon a 
neighborhood business for support. You might fur- 
ther believe that bemng on a main traffic artery, such as 
Carnegie Avenue, the location would preclude sales from 
lamilies living on the other side of the street. The 
neighborhood business on staples and household hard- 
ware 1s very good, but does not compare to the lively 
transient trade of motorists living five to ten miles away 
in the suburbs of Cleveland Heights and Euclid Heights. 
This business started as transient trade but has developed 
into a steady patronage which makes daily deliveries to 
the heights section a necessity. Phone calls are contin- 
uous. Chauffeurs and maids are sent to the store. 

In spring goods practically all of the business has 
been to those who hive five miles or more distant. Last 
year, prior to June Ist, Coe & Bacher sold about $1,000 
worth of grass seed; 2 tons of fertilizer and several 
lawn mowers. The previous year they sold twenty-five 
mowers, six dozen nozzles and three or four full coils 
ol garden hose. 

lertilizer is particularly easy to sell, H. O. Coe tells 
us. He carries two kinds—bone meal and sheep manure, 
in five sizes—S5 Ib., 10 Ib., 25 Ib., 50 Ib. and 100 Ib. sacks. 
lle strung a large sign across the store. It had but one 
word—"Fertilizer’’—and it did the trick. Cars stopped, 
the occupant would buy a 100 lb. sack and some grass 
seed. 


This gave Coe the opportunity to talk hoes, rakes, spad- 
ing forks, and even lawn mowers and garden hose. On 
his grass seed last year he sold more than 800 pounds. 

These spring items have brought dozens of new peo- 
ple into the store. The seed is in the rear in ash cans, 
where it can be weighed quickly. Just in front of the 
seed cans you find three large tables devoted to miscel- 
laneous small items selling at five, ten, fifteen and twenty- 
five cents. The average seed customer waiting tor the 
weighing and packing buys some necessary small item 
from this table, merely on the strength of the display 
suggestion. 

Though most of this seed business is handled in bulk, 
(oe has a fair supply of seed in sacks. The sacks are 
useful in displays and are good to have when you are 
rushed for time. On a busy Saturday afternoon, for 
example, Coe would rather hand out a five-pound sack 
than take the time to weigh the necessary amount. 
Sacked seed costs a little more to the dealer but Coe 
figures it more profitable to sell it at bulk price when 
rushed for time. The time he saves may often be 
utilized to sell some other larger order. 

Coe sold about $200 in steel goods last year. This 
stock included assorted rakes, hoes, spades, spading 
forks and edgers. He finds his best prospects for these 
items among folks who purchase seeds and fertilizer. 
Poultry netting is related t6 these spring goods. Some 
people who do not keep chickens need small quantities 
of the poultry netting to place around the base of trees 
and shrubs as protection. The netting 1s also useful for 
rambler roses, trailers and other climbing vines. 
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The window displays on 
these pages are: Above, 
Coe & Bacher, Cleveland, ° 
Ohio. Right, T. B. Rayl 
Co., Detroit, Mich. The 
two lower pictures are of 
the displays of spring lines 
by Knight & Wall, Tampa, 
Fla. 


(By Robt. Gatleff) 
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What the Hardware Council Is Doing 


Making Manufacturers’ Selling Helps Productive 


Ta recent National Chamber of Commerce gather- 
A ing, Herbert Hoover said something like this: 
“| have no criticism of advertising in all its 
branches. I realize its importance in selling goods to- 
day. I do criticize the wastes in advertising which are 
tremendous.” 
As we see it, there is an open question all the time 
between a manufacturer 


play for their criticism, much could be gained by their 

cooperation in planning advertising of this character. 
. Envelope enclosures should not contain too much mat- 
ter, and never prices unless the prices are universal. 
Matter of this kind should anticipate the season and not 

be sent out, as is often the case, at the season's end. 
Of the two classes, window cards impress us as being 
the most important. 





and his trade in dis- 
tributing selling helps 


Window space repre- 
sents at least 50 per 





~—window or store dis- 
plays, signs, circulars, 





cent or 60 per cent of 
the store’s value for 








assortments and what 
not. And this is the 
question: Is the manu- 
facturer distributing 
helps which he would 
like to have the dealer 
use or those which the 
dealer wants or. will 


Epitor’s Note: 


\ careful analysis 
shows that at least 50 
per cent of this kind of 
material finds its wav 
into the waste basket 
for one of the several 
reasons. Much of the 
material furnished ts 
more suited for bill 
posting than for either 
window or store dis- 
play, as the size does 
not lend itself to any 
space that is available 
in most stores. There 
is other literature that 
contains prices and in- 
formation that are not 
in line with the selling 
policies of most stores 


mendations. 


The Hardware Council possesses no 
enforcing power, but depends entirely 
upon the voluntary support of the hard- 
ware trade for making effective recom- 


Give your earnest support to the 
Hardware Council. 


advertising purposes 
and when properly used 
is the cheapest selling 
force the store has. 


Under the title, 


“Trade Betterment,” reports and rec- ‘Siele wslen ene te 
ommendations of the Hardware Coun- 
cil, in booklet form, have been distrib- 
use ? uted to all members of the National Re- 
tail Hardware Association, National 
Hardware Association of the United 
States, Southern Hardware Jobbers 
Association and American Hardware 
Manufacturers Association. with the thought of 


much _ increased by 
proper advertising ma- 
terial displayed in con- 
junction with the mer- 
chandise. Good read- 
ing matter always at- 
tracts. 
Manufacturers 
should also study their 
dealers’ window cards 


standardizing on a few 
sizes—six at most. 
This will enable the re- 
tailer to use the cards 
in permanent frames. 
Dealers’ helps should 
not be scattered 
promiscuously, but be 
furnished only upon the 
request of the dealer. 
Much time and money 
will be saved if manu- 
facturers will study the 





and therefore not fitted 
for distribution. 





question from the view- 
point of what the dealer 








Dealers’ helps are a 
very valuable part of 





can and will use instead 
of what they would like 








the process of intelli- 
gent distribution, provided they are built up with the 
thought in mind that they are principally to influence 
the mind of the consumer and are of such a size as can 
he economically used. 

Such helps might be divided into two classes—those 
for window or store display, and those to be sent out 
in envelopes with other mailing matter. In both cases 
they should be plainly descriptive and state clearly the 
ordinary usage of the article. Signs intended for win- 
dows should be printed so that they can be clearly read 
at least a distance of six feet, and contain a selling 
appeal. 

It is our opinion that if advance proofs were furnished 
to outstanding dealers that specialize in attractive dis- 


to have them use. 

The Hardware Council is functioning. Its first printed 
report is now in the hands of the merchants, whole- 
salers and manufacturers. What will come out of it 
is a matter which now rests with the trade. 

The Hardware Council possesses no enforcing power. 
For making effective its recommendations it depends 
upon the voluntary support of hardware manufacturers, 
wholesalers and retailers, who it hopes, will respectfully 
receive its suggestions and consistently apply them in the 
every-day conduct of business. 

Thus may waste in distribution be minimized, the 
economic position of the entire hardware craft be 
strengthened and the public better served at lower cost. 

The Council is doing its part. Are vou doing yours? 
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T is worth noting that the hardware stores considered 
| to be the “top notchers” of the trade all have fine 

tool departments. (ood tool departments seem to be 
one of the mainstays of the good hardware store. While 
the hardware store is very different from what it used 
to be, the tool department still occupies its old place up 
near the front door. Tools might be spoken of as either 
the bread or the butter of the hardware business. Under 
any circumstances they are vital necessities. The wise 
hardware dealers have added auto accessories because 
they really grew from the tool department. They con- 
sidered it was just as wise to expand their tool depart- 
ment to cover auto tools and accessory lines as to stock 
a new hammer which was in popular demand. 

The best stocks of tools, however, are usually found 
in cities and towns where there is some sort of indtisirial 
activity. In such towns, hardware stores have found it 
necessary to take a decided stand against cut-rate artists, 
factory buyers, close-out sales, etc. When it is consid- 





echanics 


Needs 


do not end with the purchase of 


TOOLS 


ered that about 75 per cent of all tools sold over the hard 
ware counter are for the use of the individual pur- 
chaser it can be readily understood that these people are 
for the large majority home owners or householders. 
The other 25 per cent sold across the counter goes to 
concerns furnishing tools for their workmen. One can 
see at a glance that the large majority of workmen pur- 
chase their own tools and while they are doing this they 
are prospects for sporting goods, auto accessories, house 
hold wares and practically everything else in the hard 
ware store. 

The Hennepin Hardware Co., Minneapolis, Minn., had 
a very definite situation to meet in its tool department 
The store wanted its share of the business and wanted 
these mechanics to give them a chance to sell the rest of 
the hardware they needed. A carefully prepared list of 
first-class mechanics and workmen was prepared. Cards 
were issued to a limited number of these men who made 
their living with the tools they bought from the hard 
ware store. These cards were all numbered and signed 
by the man to whom they were issued and entitled this 
party to a small discount on every tool he bought to be 
used in connection with his work. (Continued on page 77) 
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UILDERS’ HarpwarE SALESMAN 


about $200 worth of builders’ hardware. In 1926 
this same firm did a builders’ hardware business 
of approximately $150,000. 

Another firm in the same State handled 
hardware to the extent of $500 in 1922. 
its builders’ hardware sales totaled $30,000. 

A Florida merchant was averaging about $500 yearly 
in builders’ hardware in 1914. Its business in that line 
now averages close to $50,000 per year. 

When these facts came to our attention recently, we 
decided to find out, if possible, the reasons back of this 
phenomenal growth in so essentially a hardware line. We 
investigated and found the same answer in all three 
cases, namely: Education,—a thorough knowledge of 
the line on the part of some employee in the store. __ 

Naturally we were interested in the source of that 
education, and made further inquiries. The trail 
eventually led us to New Britain and to the ofhce of 
Isaac Black, General Sales Manager of the Russell & 
Irwin Mfg. Co. 

Then we learned of a builders’ hardware training 
school, inaugurated about ten years ago, at the time Mr. 
Black came with the company. It is a regular school, in 
which builders’ hardware in all its phases is carefully 
studied and discussed. Individual items are taken up 
and analyzed ; competitive lines, as well as those of the 
company itself, resulting in a thorough posting in all 
lines. 

Builders’ hardware is essentially a technical line. It 
deals with a great variety of items, patterns 


. MICHIGAN hardware firm in 1920 sold only 


builders’ 
Last year 


New England 
Manutacturer Conducts School 
Where Students Learn 


From Actual Experience 


Refiects New BM erchandising Trend 


man trom the house had to make a trip to the dealer’s 
store and practically take over the selling of the hard- 
ware required for that particular job. It entailed a lot 
of needless expense, shortened the profits of the manu- 
facturer, distributor and seller, and left the retail sales- 
men almost entirely out of the picture. 

As the increasing costs forced the manufacturer to 
gradually withdraw this service, the merchant found it 
more and more difficult for him to handle builders’ 
hardware profitably. 

Good builders’ hardware men were hard to find, and 
were always in demand. In fact the demand far ex- 
ceeded and still far exceeds the supply. 

This was the situation as Ike Black found it when he 
came with the Russell & Erwin Mfg. Co. He immedi- 
ately recognized the problem it involved, and _ took 
definite steps to solve it ; steps which led eventually to a 





and finishes; it involves a knowledge of 
types and their application to various kinds 
of architecture; it involves an ability to 
make and interpret specifications; to read 
blue prints and to intelligently figure costs. 

It differs from the ordinary shelf hard- 
ware in that it is seldom sold by merely tak- 
ing certain items off the shelves, wrapping 
them up, and turning them over to the de- 
livery boy. The builders’ hardware man 
deals with the home owner, the architect 
and the contractor, and must be able to in- 
telligently present his selling talks to all 
three. The architect and the builder are 
trained men; they demand facts. figures, 
knowledge and training in those who would 
sell them the hardware which goes into 
their work. . 

In the old days the dealer was forced in 
most cases to depend on the manufacturer 
for specific help whenever a job of any 
size appeared. A factory man or a sales- 
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training course in builders’ hardware at the Russell & 
Erwin plant at New Britain. 

The school is under the direct supervision of Robert 
G. Miller, a man who worked his way through Yale 
University, and who is now Assistant Manager of Con- 
tract Sales for the company. At each class meeting 
factory men are assigned to explain and demonstrate 
the goods they make, give the reasons back of them, and 
answer questions. 

Each man in the student class has his own manual, a 
manual which has been developed by the students them- 
selves, and passed along to succeeding classes. Each 
student thus has the accumulated notes of those who have 
preceded him, and his own individual notes. There is a 
blackboard in the school room, which is used constantly 
in illustrating the work. 

The classes meet two nights per week from Septem- 
ber to April. Meanwhile the students work in the vari- 
ous departments of the plant. Each man gets the shop 
experience, the pricing experience, the sales experience. 
They all learn to write specifications for and with archi- 
tects; they learn to read blue prints; they learn the 
transposition of numbers of all lines of goods. [ach 
man works in the contract department until he proves 
himself able to handle any kind of a builders’ hardware 
job. 

Selling is taught separately, and only after the actual 
knowledge of the goods and their uses has been acquired. 

When the student finishes the course he not only has 
the training, but he has a complete text book compiled by 
himself, for future references. He knows the mechan- 
ical makeup of all builders’ hardware items; he knows 
all about the casting, plating, assembling and packing; 
he knows all about finishes, designs, kinds of knobs, 
locks, etc., and their mountings. He has a similar knowl- 
edge concerning butts, flush bolts, casement hardware, 
door checks, and in fact the entire builders’ hardware 
line. 

Back of the whole plan is Ike Black’s firm belief that 
knowledge is the first essential ; that selling from pictures 
won't do in this day and age; that the best salesman is 
the one who learns from experience all about the line 
he has for sale. 

When the student has acquired this knowledge, it 
makes no difference whether he stays with the company, 
goes into business for himself, joins some dealer’s staff, 
or signs himself with a competitor. In any case he helps 
the hardware business as a whole, and tends to better 
the plane of competition. 

Mr. Black contends that when a salesman calls on an 
architect, he must know more about builders’ hardware 
than the architect does; also he must be able to present 
his knowledge so intelligently that the architect knows. 
that he knows. 

Naturally, the school was first started to train the 
employees of the Russell & Erwin Company. Soon, 
however, it was found that jobbers and merchants desir- 
ing trained men were ever ready to take the graduates 
onto their own staffs. This led to a plan whereby men 
are sent to the plant by wholesale and retail firms for 
training. 

The man who comes to learn, becomes an employee 
of the factory. He gets a small salary, and receives the 
same treatment as any regular employee during his train- 
ing period. 

\Vhen he first arrives at the plant, he is given a per- 
sonal interview with Mr. Black, and in that talk, it is 
impressed upon him that a builders’ hardware education 
means a good, comfortable earning power in a field 
where there is a scarcity of trained men. 
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Over 300 men in the hardware field have had this 
factory education and schooling in builders’ hardware 
within the past ten years. About twenty-two men are 
now in training, one being from the H. D. Taylor Co., 
3uffalo; another from the Davis-Moore Paint & Hard- 
ware Co., Wilmington, Del. 

Among the graduates are H. E. Fairchild, formerly 
with the American Hardware Stores, Bridgeport, Conn., 
and now with the Builders’ Hardware & Supply Co., 
Portland, Ore.; James Wall, Jr., son of J. Edgar Wall, 
now in the contract department of Knight & Wall, 
Tampa, Fla.; and G. A. La Faye, manager of that firm’s 
builders’ hardware department; John Budge, secretary 
and manager of the Beach Mercantile Co.; Bob Wells, 
Bryant Prevatt, A. E. Eissrig and Ronald Griffin of 
the Railey-Milam Hardware Co., Miami, Fla.; F. S. 
Sharpe and Edward McCue, builders’ hardware depart- 
ment, Rackliffe Bros Co., New Britain, Conn.; Roy 
Hossock, M. Ritchie and A. LaLiberte, Arcade Hard- 
ware Co., Detroit; William March, Harris-Luckett 
Hardware Co., San Angelo, Texas; Wm. Ritchie, Ritchie 
Hardware Co., Concord, N. C.; Wm. Stucker, Carlisle 
Hardware Co., Springfield, Mass.; Ernest Schaberg, 
Schaberg-Dietrich Hdw. Co., Lansing, Mich.; E. 
Stevens, Gleye Hardware Co., Grand Rapids, Mich. ; 
H. Tatum, DeJarnette Supply Co., Atlanta, Ga.; M. J. 
Walker, Jackson Hardware Co., Jackson, Mich.; Alden 
Dudley and Wm. Wunderlich, Dudley Hardware Co., 
Providence, R. I.; J. Albiston, Albiston-Chalmers Co., 
Auburn, Me.; Dan Boyd, Shuford Hardware Co., 
Hickory, N. C.: J. M. Ballard, Geo. Mackay & Co.., 
Ocala, Fla.; F. D. Browne, A. Soeffing & Co., Philadel- 
phia; E. N. Wallace, Chandler & Co., Knoxville, Tenn.. 
Jean Hart, Stanley Works, New Britain; Walter 
Haessler, H. I’. Haessler Hardware Co., Milwaukee; 
John Howe, Howe & Carroll, Mt. Vernon, N. Y.; John 
Howie, Glasgow-Allison Co., Charlotte, N. C.; Kelsey 
Jackson, Tyrrell Hardware Co., Beaumont, Tex.; Owen 
Lyons, Fones Bros., Little Rock, Ark; Carl Vonnegut, 
Vonnegut Hardware Co., Indianapolis, Ind.; W. A. 
Sorrell, Sorrell Hdw. Co., Durham, N. C. and others. 

(Continued on page 76) 
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“A man can have 

more danged fun 

Ti. was at ease in the selling cutlery if 
OLD MAN’S swivel chair he goes at it 
(Lord knows the OLD ty vis 

M.\N sat in it rarely enough ) ye gh t.''—Pete 

and, with his poisonous look- Profit. 

ing stogie cocked up to his hat 

brim, his eyes roving medita- 

tively about the store, he went on with his yarn. “.\ man 

can have more danged fun selling cutlery if he goes at 

it right—take the way my old partner used to do ‘er 

Yessir, that old cuss sold cutlery in gobs, bales, and car- 

loads. Nothing unusual on a nice Saturday afternoon 

for him to turn two, three, four, bushel of good knives 

mavbe vou didn’t know but we used to buy all that 

stuff by dry measure in those days.” Pete Profit closed 

a large, owlish eye in what we all knew was intended 

for a wink. 

“But all joking aside, my partner was a real sharp- 
shooter in the cut-em-up business and gosh how he did 
enjoy it! He did most of his business on one high-class 
brand and by the time our gang got through with a 
prospect that was the only brand in the world for him. 
‘or one thing, my partner was a wizard at sharpening a 
knife: his leader was a thin, hard, all around kitchen 
knife, seven to nine inches long, and with a brass-riveted 
handle that all the hot water in Tophet couldn't pull 
loose. We always kept lying near the cutlery case a few 
of these knives that he had sharpened to a real razor 
edge, close by was a pad of old memo paper. Whenever 
anv cash in human form got within gunshot of the 
cutlery case, my old partner or one of the clerks—they 
got as much kick out of this as he did—would make his 
play. If the prospect was a man, the opening was some 
thing like this: ‘Double or nothing not a knife in your 
kitchen will do this... Toa woman shopper: ‘I’m just 
looking for a few cutlery statistics—tell me—is your 
husband able to keep your knives at home at any such 
edge as this?’ At the same time the old skate would 
tear off a sheet of the memo paper and begin peeling 
long, thin strips off the edge, the blade slipping through 
the paper with an ugly kind of a soft hiss. Now the 
opening remarks usually served to pull the plug on a 
terrible tale of woe—never saw a really good knife— 
never could sharpen one—used to have a wonderful old 





PARINER 


(PART TWO) 


knife but they don't make ‘em that way any more. You 
boys have heard the same racket. 

“Well, all that was simply a light workout under wraps 
lor our crowd. By the time a few more paper paring’ 
were fluttering to the floor, the customer was pretty well 
convinced that he was looking at a sharp knife. But then 
came the big show. Just as the prospect was warming 
up to that nice, keen edge, my partner would take a 
butcher's steel and by hacking away at it down near the 
handle, hed knock that edge galley-west. ‘Keel of it 
now, hed say, offering to the other a feel of just 
naturally no edge at all. ‘Now watch—’ and zippo! 
\ few slow strokes on an oilstone, a dozen whacks on 
the steel, and that knife was once more flaking off paper 
ribbons. My partner would take a bow or two to the 
tune of cash register music and sit down to order a few 
dozen butchers’ steels. By the way, do you boys sell 
many of those things 7” 

We looked at one another a bit guiltily. [dwards 
spoke up: “There’s a hotel and butchers’ supply house 
here in town that—” He was silenced by a mammoth 
snort from old Pete Profit and a suffocating blast of 
pure hemp smoke. “Well, think it over, boys.” Pete 
was relenting—having said his say he bore no grudges— 
‘Just nose around a little on this cutlery business and 
you'll surprise yourselves. Try this one, too. When 
you have a man half sold on a kitchen knife and he starts 
to escape, pull out the highest priced, most elaborate 
pocket knife you have in the house, and you all know 
that a really high-class pocket knife is a pretty swell 
looking affair. ‘What do you think of this for a knife?’ 
vou say, ‘made by the same identical house that makes 
this kitchen knife. You find the same perfection in both 
of them.’ ”’ Pete stared reflectively at the ceiling. “Duck 
soup for my old partner,’ he went on, “and whenever a 
pocket knife sale was slipping, he’d pick up a kitchen 
knife with the same line of talk and put on his tamous 
sharp and dull act. It held their interest not to mention 
their cash, and both my partner and I were never exactly 
unwilling to taking in good, valuable cash.”’ 

“Why don’t you bring this partner of yours around 
some time, Pete?’ I asked. ‘“‘Where is he anyhow ”” 

“Some high-toned winter resort, [ guess. Last | 
heard of him he was on the point of erecting a monument 
on the only golf course in the country he ever spaded 
up in under a hundred and ten.” 





This is the second of a series of stories appearing in HARDWARE AGE under this title. 
They are full of wit and wisdom. Do not fail to follow them. 
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was devoted to automotive equipment, moving electrical exhibits of lubricating, ignition and 


lighting systems were a feature 


Put on a Demonstration Sale and Double Your 
Auto Accessory Business 


Nik of the most effective ways of stimulating sales 
in automobile accessories is to hold a demonstra- 
tion sale. At odd intervals this is done by the 
Kimball-Upson Co., Sacramento, Cal., with marked suc- 
cess. Some time ago this firm held a special demonstra- 
tion sale which was somewhat remarkable in more ways 
than one. Over 3000 sq. ft. of floor space was devoted to 
automotive equipment. Moving electrical exhibits of 
lubricating, ignition and lighting systems were features 
that attracted specal attention. A motorist could see the 
course of construction of various accessories from the 
raw material to the finished product. [actory repre- 
sentatives from San Francisco, Los Angeles, Denver, 
Detroit and other points were on hand to explain their 
goods, and to give any other information regarding 
automobile accessories and parts that visitors at the 
exhibit might ask for. 
Unusual? Certainly. Both in regard to the interest 
aroused and in the amount of business that was created 
for the Kimball-Upson Co. 


(of course, ‘there are many retail hardware dealers in 
this country who cannot afford to give the time, floor 
space and energy to a demonstration of this kind. It 
would be impracticable and unprofitable. But there 1s 
hardly a retailer who stocks and sells auto accessories 
who would not profit by a demonstration sale on a scale 
appropriate to the size and circumstances of his indt- 
vidual business. 

Demonstrations arouse interest. They are educational. 
They cause comment. The presence of factory repre- 
sentatives furnishes an opportunity for your own sales 
force to learn many things about the merchandise they 
sell that they would have to spend a great deal of time 
to learn if they had to wait until a salesman told them or 
until you could afford to allow them to go, one by one 
to some comparatively near-by factory. 

Demonstrations enable vou to advertise in full page 
space in the newspapers. The factories whose lines you 
carry, and whose representatives will be at your demon- 

(Continued on page 76) 
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Merchandising Electrical Appliances 


WELVE years ago the J. G. De Prez Co. of 

Shelbyville, Ind., established an electric light fix- 

ture display room on the second floor of the -build- 
ing owned and used by this. big hardware firm in the 
Hoosier State. Electric vacuum cleaners, floor lamps 
and table lamps were added and this attractive sales 
room  immedi- ; 
ately proved 
popular, selling 
about $8,000 a 
year in fixtures 
alone. Being on 
the second floor, 
walled in com- 
pletely and at- 
tractively, the 
buyer can com- 
fortably concen- 
trate on the se- 
lection of appro- 
priate fixtures. 
Along the inside 
wall you will 
note wall brack- 
ets and light fix- 
tures of that 
type. From the 
ceiling the hang- 
ing type of fix- 
tures are sus- 
pended. The 
floor offers dis- 
play room for 
t he portable 
lamps of differ- 
ent types. All 
light fixtures and 
lamps are con- 
nected to the 
electric circuit 
to permit the 
prospect to see any particular lamp or fixture in stock 
as it will be in use. Each has the full quota of lamps. 

The small strip of rug is handy for vacuum cleaner 
demonstrations. Lint or some such white material is 
placed on the rug carelessly and the cleaner operated 
down the center, leaving a clean strip in its wake. This 
impressive demonstration idea is not a new one, nor is 
it peculiar to De Prez store, but nevertheless it is a good 
stunt. Electric washers are displayed on the main floor. 
The sales average last year was one washer per week, 
sold entirely through the store. 

Both the home owners and builders use De Prez’s 
electric light fixture display room to advantage and ap- 
preciate the segregation from the other departments of 
the store. Literature is available, giving hints on the 
proper outfits to harmonize under any given condition. 
Col. D. Wray De Prez, secretary and treasurer of the 
firm is the active merchandising expert who keeps this 
and other departments hopping. 

In Holyoke, Mass., the J. Russell Co., with its large, 
well departmentized hardware store, have been pushing 
electric refrigeration for two or three years. Frequent 
window displays featuring the line carried, coupled with 





consistent newspaper advertising and personal solicita- 
tion, have helped identify this store as local headquarters 
for electric refrigeration. When making up a window 
display ‘or newspaper advertisement on this line it is the 
practice ef this firm to devote both window and space 
exclusively to refrigeration. The unit of sale is large 
enough to war- 
rant such prac- 
tice and helps 
focus concen- 
trated attention 
on the line. 

Bomar - 
Somers Hard- 
ware Co., Louis- 
ville, Ky., en- 
joy a very sub- 
stantial electric 
washer trade 
and _ feature 
washers in) one 
of the two spa- 
cious windows 
regularly. 

John Knoop, 
president of the 
Lima Hardware 
Co. of Lima, 
Ohio, finds a 
small show case 
devoted  exclu- 
sively to china 
lamp shades 
very profitable 
in connection 
with his sales on 
light fixtures 
and the many 
electrical sun- 


Display of electrical fixtures and appliances by, J. A. DePrez, Shelbyville, Ind. dries. The sun- 


dries are pan- 
eled directly in the rear of the case containing the shades. 
The buyer of either group needs items in both lines, 
which justifies the close tie-up. 

Daniel Rinehart, past president of the Pasha and an 
active hardware merchant in Waynesboro, Pa., uses 
small wooden pedestals when making up a window dis- 
play on the smaller electrical appliances, such as toasters, 
irons, waffle irons, griddles, curling irons, etc. 

Paneled sample boards for electrical sundries are also 
used successfully by the Horn Hardware Co. of Toledo, 
Ohio. Henry Horn, proprietor of the business and a 
director of the Ohio Hardware Association, tells us that 
his plan of having a show case for the smaller appliances 
directly in front of the wall display of sundries with 
lamps hard by, gives him a compact and completely con- 
venient electrical department. The sundries bring in 
many extra sales, as nearly every home needs sockets. 
extension cords, switches, etc. Handy men doing odd 
electrical jobs around the house spend several dollars 
in this part of the department and, of course, mechanics 
find it a great help picking up parts and accessories for 
their daily work. Many dealers make a mistake in not 
displaying openly the electrical sundries. 
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Bomar-Summers Hard- 


The displays of electrical appliances here are, in the upper left, J. Russell, Holyoke, Mass.; upper right, 
o., Lima, Ohio; lower left, Daniel Rinehart, Waynesboro, Pa.; lower right, Horn 


ware Co., Louisville, Ky.; oval, Lima Hardware C 
, Hardware Co., Toledo, Ohio. 
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eAcquaints People with their Own (ity 


HE New Haven Progress Exposition was held 

at New Haven, Conn., from Jan. 26 to Feb. 5 in 

a six-story warehouse building belonging to the 
Winchester Repeating Arms Co. The entire building, 
containing 200,000 sq. ft., was leased and every available 
foot of space was used. 

The Exposition was staged by the New Haven Cham- 
ber of Commerce, which had two main purposes in view. 
The first was to acquaint New Haven people with their 
own city. New Haven is a city of widely diversified 
industries and of numerous lines of activity, and it 
seemed well to attempt to bring all these lines together 
for the benefit of all the people. The second object was 
‘o stress the theme of progress and inspire creative 
thought. Wherever possible, the exhibitor was asked 
to show the progress which his concern had made. Most 
of the exhibitors caught this spirit with very gratifying 
results as was indicated by their splendid displays. 

The fact that the 
’xposition covered 
six floors made it pos- 
sible to break it up 
into several divisions. 
There was the Bet- 
ter Homes. division, 
covering two floors, 
with displays of ev- 
erything pertaining 
to building and_ fur- 
nishing a home; Man- 


ufacturing took two 
Hoors: Public Utili- 
ties, one; and Auto- 
mobiles. one floor. 


In addition, there 
were comprehensive 
exhibits by Yale Uni- 
versitv, the public 
schools, the Board of 
Health, various city 
departments, the Pub- 
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lic Library, the Clearing House Association, the Real 
Estate Board, the Laundry Owners’ Association, and the 
various philanthropies of the city. 

In all, there were 233 separate exhibits, covering 654 
booths, representing a total value exceeding $2,000,000. 
It was estimated that it required six hours to see the 
entire exhibit, stopping two minutes at each booth. 

Over 225,000 people visited the Exposition during 
the ten days. One feature of the attendance was the 
visit of several thousand school children daily, under 
the supervision of their teachers. 

Another unique feature of the Exposition was the 
broadcasting, in which 732 musicians gave their services. 
In connection with a music house booth an old-time 
piano was featured. It was used at Ford’s Theater, 
Washington, D. C., the night President Lincoln was 
assassinated. 

The commercial spirit was subordinated throughout to 
the educational, and 
yet the Exposition re- 
sulted in increased 
sales for many of the 
exhibitors. Many re- 
port an increased in- 
terest among their 
own working force. 
The value to the com- 
munity has been in- 
creased knowledge of 
what the city has to 
offer, and an increased 
consciousness of its 
own power to do 
things together. 

Hardware firms 
played a conspicuous 
part in the New 
Haven Progress Ex- 
position with unusu- 
ally fine display booths 
depicting individual 


Displays of the Elm City Hardware & Supply Co. and Sargent & Company at the New Haven Progress Exposition 











April 21, 1927 


HARDWARE AGE 55 


] HELD AT NEW HAVEN 


Stimulates Useful Creative Thought 





progress and the development of the hardware 
industry. Among hardware firms who ex- 
hibited were Sargent & Co., New Haven, 
Conn.; New Haven Clock Co., New Haven, 


City of widely diversified industries and numerous 
lines of activity brings all together for the benefit of 
all the people. 





Conn.; International Silver Co., Meriden, 
Conn.; C. S. Mersick & Co., New Haven, 
Conn.; Elm City Hardware Co., New Haven, 
Conn.; Lightbourn & Pond Co., New Haven, 
Conn.; Winchester Repeating Arms Co., New 
Haven, Conn.; Ruberoid Co., New York 
City; A. C. Gilbert Co., New Haven, Conn. ; 
Greist Mfg. Co., New Haven, Conn. 

The display of Sargent & Co., offered a 
most unusual comparison of rare tools and 
hardware, with the modern equivalents made 
by this firm. There were eighty-four pieces 
of so-called antiques, which included a car- 
penter’s steel square from the year 1750, with 
twenty-four-in. body and twelve-in. tongue, 
graduated by hand with a file and the figures 
struck with a prick punch, while the body 
and tongue were joined by lap riveting, the 
eraduations being in quarter inches and on 
one side only. With this was displayed a 
1927 model Sargent rafter steel square with 
graduation to 1/100 in., with various tables 
for hip, valley and other rafters. 

Nearby were a 20-in. joiner plane, made in 1762, 
weighing 14 lb., compared with a modern plane weigh- 
ing 634 lb.; a bit brace or wimble, as it was called in 
1762, with 30 Pod auger bits, each fitted to its own 
wooden holder and all in usable shape after 165 years; 
this was compared with a modern brace and auger bit 
set. 

In the builders’ hardware table hardware used in 1762 
was compared with counterparts in master-keyed sets 
of 1927. The old time assortment included cast-iron 





Display of builders’ hardware by Sargent & Co. 





The display booth of the International Silver Company, Meriden, Conn. 


door knocker, brass knob snap latch, wrought front and 
side door handles and latches, etc. 

The New Haven Clock Co. showed complete assembly, 
timing, adjusting and dialing of pocket watches, radium 
treatment of alarm clock dials, New Haven clock move- 
ments dating from 1817 to the present, running in glass 
cases for comparisons—a full exhibit of the company 
line. Another feature of this display showed operators 
working on clock-making machinery used three genera- 
tions ago, alongside of modern automatic machinery in 
use today. 

Elm City Hardware and Supply Co. fea- 
tured forged iron hardware and _ lanterns. 
C. S. Mersick & Co. showed gears and their 
uses. Hoggson & Pettis Mfg. Co. displayed 
cutting dies, punches and some products made 
by their use. International Silver Co. fea- 
tured silver table and hollow ware in sets and 
pieces. Greist Mfg. Co. had sewing machines 
and wire specialties, etc. Winchester’s dis- 
play showed their many hardware and tool 
lines; also some of the Winchester store fix- 
tures. 

As in all public movements, hardware 
played an important part in the New Haven 
Progress Show. The several exhibits of 
hardware manufacturers, distributors and re- 
tailers were easily classed with the better 
displays and enjoyed a full quota of interest 
from the quarter of a million visitors, who 
filled the building during the exposition. 
The progress idea is a good thought for 
other cities to adopt. Every progressive 
town should present in some graphic way 
its progress since founding. 
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J. Harry Tregoe to Retire as Credit Chief 


Actively Identified with National Association Since 1896 
to Retire July Ist 


J. H. Tregoe, who has been actively 
identified with the National Association of 
Credit Men since its inception in 1896, 


| 
| 


will retire from his position as executive | 


manager of the credit men’s organization 


on July 1, it was announced today by | 
W. H. Pouch, president of the Concrete | 
Steel Company and president of the asso- 


ciation. 


Mr. Pouch said that no steps have been 


taken to appoint a successor for Mr. 
Tregoe, who has made no plans beyond 
giving up his active work and making his 
permanent home in California after a 
trip abroad this summer with Mrs. Tregoe. 

According to Mr. Pouch, Mr. Tregoe’s 
decision to retire comes only a short time 
before the thirty-second annual convention 
of the association at Louisville, Ky., from 
June 6 to 10, which will be known as the 


a 


silver anniversary convention in honor of | 


Mr. Tregoe’s first election to the presi- 
dency 25 years ago this June at Louis- 
ville. 

Mr. Pouch said that the directors of the 
organization have persuaded Mr. Tregoe 
not to withdraw entirely from participa- 
tion in its affairs, as he had planned to do, 
and that after his retirement he will act 
in an advisory capacity. He added that 
for several years Mr. Tregoe has been 
planning to retire and had postponed his 
going yearly at the behest of the directors, 
but that this year he is adamant in his 
determination to retire. 

“In the years of his active work in the 
credit world J. H. Tregoe has built a 
unique position as an authority on the sub- 
ject of commercial credits,” Mr. Pouch 
said, “and his writings have won him the 
title “Credit Philosopher.’ His work 
the field of credit has been largely instru- 
mental in building up the nation’s credit 
technique, which enables us to carry on a 
100-billion-dollar yearly commerce on a 
basis of but five billions of gold in circu- 
lation. 


lel in commercial history, inasmuch as he 


W. E. Martin Dies 

W. 
and hardware circles as “Bill the Mixer,” 
production manager of the Mutual Paint 
Co., St. Paul, Minn., died at his home in 
that city early in April. 

Mr. Martin, who was 54 years of age, 
was born in Louisville, Ky., and began 
his career in the paint business at the age 
of 14 with the Peaslee-Gaulbert Co.., 
Louisville. He later went to Cleveland, 
where he was associated with the Sher- 
win-Williams Co. and the Patterson-Sar 
gent Co., and in 1890 he joined the Wads 
worth Howland Co., Chicago. In 1892 he 
was made superintendent of the Quincy 
Paint Co., which later was absorbed by 
the Mound City Paint Co., St. Louis, when 
he returned to the Wadsworth 


in | 





was a pioneer in the credit field and rose 
to his present position alone at the top by 
climbing steps which he made himself, 





J. Harry Tregoe 


without precedent in this or any other 
country to guide him. 

“The principles on which the nation’s 
credit technique is based were worked out 
largely by Mr. Tregoe, and the strength 
of the foundation which supports our huge 
commercial structure proves the soundness 
of his thought and the keenness of his 
vision. 

“He was born in Baltimore 62 years 
ago, and for 37 years has been in credit 
work. At the age of 15 he left school 
and went to work as a clerk for a ship 
chandler. After a few years of work, 
he felt that lack of education was a seri- 
ous handicap, and he set out to educate 
himself. He studied constantly in his lei- 
sure time, and at the age of 40 received 
his law degree from the University of 
Maryland. 

“From 1902 to 1904 he served as presi- 
dent of the National Association of Credit 


| Men, and in 1912 he was chosen to fill the 
“Mr. Tregoe’s career is without a paral- | 


position of executive manager, secretary 
and treasurer.” 





with the Oliver Johnson Co. and then to 


E. Martin, widely known in paint | the Diamond Oil Paint Co., at Pittsburgh. 


In 1907 he was made superintendent of 
the Forman Ford Co., Minneapolis, and 


after serving in that position for 13 years 


_ Martin Co., Sioux City. 


Howland | 


became a member of the firm of Asper- 
In 1922 he went 
with the Inland White Lead Co., Chicago, 
and later that same year became inter- 
ested in the Mutual Paint Co. of St. Paul. 

He is survived by his widow and four 
Sons. 


Providence Hardware Firm 
Erects Six-Story Building 


Building activity along the downtown | 


stretch of Washington Street, Providence, 
R. I., which has lain practically dormant 


Co. He then went to Providence, R. I., | since 1921, gave a reviving gasp when 
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work was begun on a new six-story busi- 
ness structure that will be the future home 
of the City Hall Hardware Co., at 150 
Washington Street. It will cost the owner, 
Max Siegal, in the neighborhood of $250,- 
000 


In order not to interrupt business, prep- 
arations have been made by the builder to 
have the building go up in two halves. 


The first scheduled for completion about 


| floor 


July 1 and the second half about Nov. 1. 

In an interview with Mr. Siegal, he 
stated that the new City Hall Hardware 
Co. building will have a frontal of 95 ft. 
and a depth of 98 ft., making approxi- 
matel 9500 sq. ft. available in each of 
the six floors. This will provide about 
ten times the present space. 

The company intends to widen the scope 
of its activity in the building and enlarge 
its stock of merchandise. The basement 
will be used for a bargain floor; the first 
for builders’ hardware, mechanics’ 


_ tools, radio equipment and sporting goods; 
the second for electrical equipment and 


fixtures; the third for luggage, house fur- 
nishings and plumbing fixtures; and the 


three top floors for storage purposes. 








Mr. Siegal started business in Provi- 
dence 12 years ago, selecting the name of 
City Hall Hardware Co. because of its 
proximity to the municipal building. He 
moved seven years ago to the present loca- 
tion at 150 Washington Street. 


J. E. Redman Joins Bosch 


A. T. Murray, president of the Ameri- 
can Bosch Magneto Corporation, an- 
nounces that in line with the policy of the 
corporation to develop its sales volume 
through recognized jobbing channels, 
James E. Redman has been added to the 
Bosch organization with the title of as- 
sistant to the president. 

Mr. Redman is widely known and well 
liked among the trade. For the past seven 


years he has been connected with the 
3iflex Co. 

Mr. Redman is now out in the terri- 
tory, active in his new work outlining to 
the trade the new and extensive Bosch 
plans. 


Charles Clark Buys Store at 
Palmyra, New York 


Charles Clark, Palmyra, N. Y., has ac- 
quired the hardware store of Elve and 
Collier, Marion, N. Y., effective April 1. 


All-American Licensed by 
Radio Corp. of America 


Official announcement has just been re- 
leased from the New York office of the 
Radio Corporation of America that the 
All-American Radio Corp. of Chicago has 
been licensed under one hundred or more 
hasic patents owned by the Radio Corpora- 
tien group. This group embraces, in addi- 
tion to the R. C. A., the General Electric 
Co., the American Telephone & Telegraph 
Co., and the Westinghouse Electric & 
Manufacturing Co. 

Issuance of the license giving All- 
American access to more than a hundred 
basic patents came only after lengthy nego- 
tiation, says the announcement. 
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New England Dealers 
Improve Their Store 
Interiors 


Many New England retail hardware 
dealers, believing that in view of the rela- 
tively quiet condition of business, it is up 
to them to create sales, are revamping the 
layout of their stores and installing new 
display equipment. There seems to be a 
general tendency toward the table style 
of display equipment, with shelves. 

The table style of equipment is similar 
to that adopted some years ago by the 
5-cent and 10-cent stores, only more attrac- 
tive and practical because of its better 
display features. Among those stores in- 
stalling such equipment are the G. W. 
Stone Hardware Co., Weymouth, Mass.; 
Andrew F. Curtin & Son, Medford, Mass., 
and Phillips, Bates & Co., Hanover, Mass. 


a: ae Foss Reports Business 
Active in the Southeast 


D. J. Foss, general manager of the 
Wooster Brush Co., Wooster, Ohio, has 
just returned from an extended trip in 
the Southeast, where he reports the paint 
brush business as very active, with dis- 
tributers on the whole reporting the start 
of what is believed will be an exception- 
ally good spring business. 








Charles W. Holtzer Dies 


Charles W. Holtzer, chairman Holtzer- 
Cabot Electric Co., Cambridge, Mass., died 
at his home in Brookline, Mass., March 31. 
He was born in Karlsruhe, Germany, in 
1848, and came to America in 1866. For 
two years he experimented in artillery 
ammunition, and in 1875 became engaged 
in the manufacture of clocks. He identi- 
fied himself next with the manufacturing 
of electrical apparatus and machinery, and 
in 1889 incorporated under the name of 
The Holtzer-Cabot Electric Co. 


Davis Will Direct Sales for Gold 
Seal Radio Tubes 


William R. Davis has been appointed 
general sales manager of the Gold Seal 
Electrical Co., Inc., New York City, man- 
ufacturers of Gold Seal radio tubes. 

From 1906 to 1911 Mr. Davis engaged 
in important radio experiments for the 
Government. From 1911 to 1917 he was 
chief engineer of an important public 
utility organization in the Middle West. 
At the outset of the war he was called 
into Government service on problems of 
radio communication with aircraft. Many 
months were spent in charge of the radio 
experimental laboratory at Hampton 
Roads and he was later transferred to the 
Navy Department in Washington and. put 
ir. complete charge of the division of air- 
craft radio. For five and one-half years 
after the war he was sales manager of 
the Magnavox Co. He left the Magna- 
vox Co. to become manager of the St. 
Louis branch of the Manhattan Electric 
Supply Co. and was later made vice-presi- 
dent and director of sales of the Priess 
Radio Corporation. 
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Old White House Nails Go 
Fast at 4 for $l 


Workmen who are_ reconstructing 
the roof of the White House have set 
up a profitable side business by selling 
the old-fashioned nails taken out of the 
old roof. The nails, which are of 
peculiar design, having hooked heads, 
were made in Norway, according to 
the sales talk of the enterprising work- 
men. They are going fast at four for 
$1, and are being bought mostly by 
sightseers. This is a much higher price 
for nails than that enjoyed by hard- 
ware dealers. 











George A. Whiteman Now with 
Turner & Seymour Mfg. Co. 


George A. Whiteman, for sometime as- 
sociated with the Shinola Company, 
traveling the New York State territory, 
has become associated with The Turner 
and Seymour Manufacturing Co., manu- 
facturer of the Blue Line of kitchen 
utensils, Torrington, Conn., and will cover 
the same territory. 





Opens Third Store 


The People’s Hardware Stores, Wash- 
ington, D. C., have opened their third 
hardware store at Columbia Road and 
Eighteenth Street, where a full line of 
hardware and paints will be carried. 





Artcraft Metal Products Co. 
Acquires New Plant 


The Artcraft Metal Products Co., manu- 
facturers of porcelain enameled gas ranges, 
for many years located at Columbus, Ohio, 
has removed to Martins Ferry, Ohio, hav- 
ing acquired what is known as the Davies 
plant. This is practically a new fireproof 
plant, and when improvements are com- 
pleted the company will have as complete 
and modern a stove manufacturing plant 
as there is in the United States. The com- 
pany’s business outgrew the capacity of 
the Columbus plant. The new works con- 
tains more than twice the manufacturing 
space there was at Columbus. The addi- 
tion of a porcelain enameling department 
will enable the company to ‘better control 
production and give better service. The 
management and operation of the busi- 
ness remain practically the same as at 
Columbus. 


Job Viall Sells His Store 

at Schaghticoke, New York 
Job Viall, for the past fifty-seven years 
in the retail hardware business at 


Schaghticoke, N. Y., has sold his store, 
equipment and stock to Charles O. 


Lawrence, the new owner assuming 1m- | 


mediate possession. 
Mr. Lawrence is a native of the town 
of Easton, N. Y., but has resided 














in 


Schaghticoke for the past several years... 


Mr. Viall will remain with the new 
owner for the time being as assistant. 
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Z. IT. Miller, First Presi- 
dent N.R.H.A., Dies 


Word has just been received of the 
death of Z. T. Miller, first president of 
the National Retail Hardware Associa- 
tion, at his home in Monowi, Neb. Mr. 
Miller, who was 74 years old at the time 
of his death, was in the early days en- 
gaged in the hardware business at Bloom- 
ington, Il. 

In 1899 he was instrumental in calling 
a meeting of Illinois dealers which re- 
sulted in the forming of the Illinois Re- 
tail Hardware Association and he was 
made president of that organization. 
Shortly afterward he was active in the 
combining of the various State hardware 
associations into what was then known as 
the Inter-state Retail Hardware Associa- 
tion and he was also elected to the presi- 
dency of this body. As this latter asso- 
ciation widened its scope it adopted the 
name of National Retail Hardware Asso- 
ciation. 

In 1900 Mr. Miller’s store was destroyed 
by fire and he did not rebuild but later 
moved to Monowi, Neb., and again estab- 
lished himself in the hardware business. 
He continued active in the business until 
four years ago, when he was again burned 
cut and since then has been retired. 

He is survived by his widow. 





G. I. Fischer Becomes Head of 
New Filing Machine Co. 


G. I. Fischer, associated formerly with 
the California Saw Works, San Fran- 
cisco, Cal., and for the last three years in 
the Los Angeles office of the Simonds 
Saw & Steel Co., Fitchburg, Mass., has be- 
come president of the Pribnow Saw 
Sharpening Machinery Co., 424 East Third 
Street, Los Angeles, which was recently 
organized to manufacture filing room ma- 
chinery for saw mills. The inventor of 
the machinery to be manufactured, J. F. 
Pribnoy, is vice-president of the concern. 
R. R. Fox, connected with the Simonds Co. 
for more than thirty years, is treasurer ; 
K. H. Jack is secretary, and A. J. Strat- 
man is shop superintendent. 





J. H. Coyle Appointed Head of 
Sales Engineering Dept. 


J. H. Coyle, supervisor of engineering 
for Billings & Spencer Co., Hartford, 
Conn., has been placed in charge of the 
company’s sales engineering work in New 
York, Pennsylvania and New England, 
headquarters to be at Hartford. His at- 
tention will be principally devoted to spe- 
cial contract forging and drop forging 
equipment, but will act in an advisory 
capacity on other types of work. 





Utah Retail Store Burned 


The entire store and contents of the 
Blyth-Fargo Co., general merchandise, 
Park City, Utah, were destroyed by fire 
on March 13. No plans for rebuilding 


| have been announced. 
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Save the Surface Committee Meets in Washington 


All Activities Reported to Be in Good Shape—Show Decided Progress in 
Practically Every Instance 


Members of the Executive Committee 
of Save the Surface Campaign held a very 
interesting and constructive meeting at the 
Mayflower Hotel, Washington, D. C., 
April 6. Those present were: Ernest T. 
Trigg, chairman; W. P. Allen; L. W. 
Batten, Jr.; C. F. Beatty; S. E. Booker; 
G. M. Breinig, chairman of the Clean-Up 
and Paint-Up Campaign; Henry L. Cal- 
man; Frank P. Cheesman, president, 
American Paint and Varnish Manufac- 
- turers’ Association; A. P. Cobb; Carl H. 
Dabelstein, secretary-treasurer of the In- 
ternational Association of Master Painters 
and Decorators; J. Sibley Felton; Dudley 
W. Figgis, president of the National Paint, 
Oil and Varnish Association; T. A. Flynn, 
former president of the Paint Distributors’ 
Association; H. A. Gardner; A. D. 
Graves; Norris B. Gregg; George B. 
Heckel, trustee; George V. Horgan, gen- 
eral manager; D. A. Kohr; William R. 
McComb, business manager; Roy Mason; 
S. R. Matlack; L. P. Moore; R. B. Robi- 
nette; Charles J. Roh; F. J. Ross; Carl 
J. Schumann; Frank L. Sulzberger ; Henry 
P. Toler, secretary of Save the Surface 
Campaign of Canada. 

Reports of the various sub-committees 
were presented and showed continuous and 
aggressive activity. All reports were ap- 
proved. Charles J. Roh, reporting for the 
sub-committee on Financial Solicitation, 
stated that a large number of contracts 
expiring the end of 1926 had been re- 
newed. In addition, six new contracts had 
been received. He further mentioned that 





this was conclusive evidence that interest 
in and support of the campaign was not 
lagging, but that every activity was going 
steadily ahead toward the new goal— 
“Triple the Industry by 1931.” 

Another interesting fact brought to the 
committee’s attention was the increase in 
showings of the film, “The Romance of 
Paint and Varnish.” It had been exhibited 
35 times since Dec. 8, 1926, as compared 
with 17 times for the same period in 
1925-26. The Trade and Sales Sub-com- 
mittee report showed very satisfactory 
progress in activities covered by this com- 
mittee. Investors are continually being 
informed of activities. Centralization of 
mailings has been accomplished, the work 
now being done by a regular headquarters 
staff, instead of by outside agenciés. 

Registration of the slogan in China, re- 
ported by the Slogan Protection Commit- 
tee, aroused much comment in view of the 
present happenings in China. Photostats 
of advertisements to appear in magazines 
during the last six months of this year 
were shown and approved. The trustee 
reported that finances were in excellent 
condition, with a surplus for emergencies 
being gradually built up. 

W. R. McComb, business manager, sub- 
mitted a report on general activities at 
headquarters and field work. Incidentally 
this report covered his completion of one 
year in the work. All activities were re- 
ported to be in good shape, and in prac- 
tically every instance showed decided 
progress. 





New England Trade Notes 


On May 1 the Pease Hardware Co., 
Lee, Mass., will move to the present site 
of the post office in the Gleaner Building. 
The post office is to occupy a new build- 
ing on the present site of the hardware 
store. 





The Berkshire Hardware Co., Pitts- 
field, Mass., has bought the stock and fix- 
tures of the bankrupt firm of Barris, 
Goewey Co., 126 North Street, that city, 
and has disposed of most of the stock at 
a special sale. 





Otto Biber Now Heads National 
Clamp Company 


Otto Bieber has organized and is now 
president of the National Clamp Co., 16 
East Forty-first Street, New York City, 
manufacturers of the National Hose 
Clamp, a new device. Mr. Bieber was for- 
merly sales manager of the Oil Jack Co. 


Richard M. Reilly Dies 





Richard M. Reilly, president of Reilly 
Bros. & Raub, Inc., Lancaster, Pa., hard- 
ware jobbers and dealers, died Thursday, 
March 31. 





Mrs. George W. Eadie Dies 


Mrs. George W. Eadie, the wife of 
George W. Eadie, salesman for Harmon 
& Dixon, New York City, died April 12 
after a lingering illness. Mr. Eadie has 
been the treasurer of the New York Hard- 
ware Boosters ever since that organiza- 
tion was founded in 1913, is well known 
and much loved throughout the hardware 
trade. Mrs. Eadie is survived by her hus- 
band and one son. 


New Rate Schedules on Pipe 
Fittings Suspended 


The Interstate Commerce Commission, 
in an order made public April 11, has sus- 
pended until Nov. 11 schedules which, it 
said, “are alleged to cancel less-than-car- 
load commodity rates on pipe fittings, 
other than wrought iron, from points in 
Virginia and North Carolina to Carolina 
territory, leaving only class rates to ap- 
ply.” Rates from Richmond to Charlotte, 
N. C., under the proposed tariffs, would 
be increased from 35.5c. to 43c. per 100 
Ib., and to Raleigh, N. C., from 29.5c. to 
38.5c. 
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J. D. Korena Is Appointed 

International Merchandise 
Representative of N. J. 
Adjustable Screen Co. 





J. D. Korena 


J. D. Korena has been appointed inter- 
national merchandise representative of the 
New Jersey Adjustable Screen Co., New- 
ark, N. J., manufacturers of adjustable 
window screens. This product will be dis- 
tributed through hardware jobbers and 
retailers of this country. 

Selfridge & Co., Ltd., London, England, 
have contracted to distribute this adjust- 
able screen through their 42 branches 
maintained in Great Britain, South Africa, 
South America, Australia and New Zea- 
land. 

This announcement comes from W. F. 
Brower, president of the New Jersey 
Adjustable Screen Co. 


S. H. Hughes to Travel in New 
Territory 


S. H. Hughes, who has for some time 
represented the Turner & Seymour Mfg. 
Co., of Torrington, Conn., in Kansas, Mis- 
souri, Illinois outside of Chicago, and more 
recently Indiana, will hereafter travel 
Ohio, northern Kentucky, West Virginia 
and the eastern peninsula of Michigan for 
this same company. Mr. Hughes starts on 
his new territory at once. 





S. E. Skinner Elected Director, 
Skinner Chuck Co. 


Sherrod E. Skinner, division superin- 
tendent for Landers, Frary & Clark, New 
Britain, Conn., has been elected a director 
of the Skinner Chuck Co., New Britain. 
He is the son of E. J. Skinner, president 
of the chuck company, and has been em- 
ployed at the Landers plant since his 
graduation from Rensselaer Polytechnic 
Institute in 1920. 
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"Majestic Milk and Package 


Receiver of Cast Iron 


The Majestic Co. 1600 Erie Street, 
Huntington, Ind., has recently placed on 
the market the Majestic Milk and Package 
Receiver, consisting of two cast-iron 
frames and doors connected by an ad- 
justable steel body. A wall opening 12 
in. high and 14 in. wide is required for 
installation. 
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When installed in a frame, house with 
a 6-in. wall, this Receiver will hold six 
quart bottles of milk or packages occupy- 
ing equivalent space. Additional capacities 
may be obtained by using casings to ex- 
tend the Receiver body. The outside door 
locks automatically. 

It is furnished in two standard sizes, 
No. 1 for walls with a thickness of from 
5 to 8 in., and No. 2 for walls from 8 to 
14 in. in thickness. 


Porter All-Steel Carpet Sweeper 
Is Compact 


The Porter All-Steel Carpet Sweeper, 
recently placed on the market by the 
Porter Steel Specialties, Shelbyville, Ind., 
has a genuine high grade bristle brush 
with automatic adjustment: for clean 





is of steel, 


Its construction 
There are no bolts, 
screws or rivets, and it is equipped with 
rubber tired wheels. 


sweeping. 
electrically welded. 


These new sweepers are packed in 
numbers of 36, with handles, to a carton, 
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each sweeper and handle in an individual 
container. Approximate shipping weight 
of a standard package is 165 pounds. 





New Camp Outfit Announced 


The Aluminum Goods Mfg. Co., Mani- 
towoc, Wis., makers of Mirro Aluminum, 
announce a number of important changes 
in their Mirro four-person camp outfit. 
It is claimed that the revised set com- 
prises a most ideal selection of camping 
utensils. 

According to a circular of the new 
camp outfit, the set is finished in natural 
bright and consists of one 8 qt. kettle, one 
4 qt. bucket, one 1% qt. coffee pot, a 9- 
in. fry pan, four cups, four plates and a 
set of salt and peppers. The set is de- 
scribed as big, sturdy and convenient— 
built for real camp cooking. 

The fry pan has a rust-proof, steel, de- 
tachable handle with locking device. This 
device unlocks for packing. Coffee pot 
holds 1% qt.; the 4 qt. bucket has a host 
of uses; the cups and plates nest perfectly. 
Everything fits snugly into the 8 qt. kettle 
with clamp-on cover so it’s easy to stow 





the complete 4-person outfit in automobile 
or canoe. Easy to carry—weight only 
534 Ib. 

This newly revised Mirro four-person 
camp outfit is ideally suited for camping, 
touring and picnicking. 





Handy Bread Slicer 


Sayer Products Corporation, 712 Broad- 
way, New York City, N. Y., manufac- 
turers of household specialties are now 
marketing a bread slicer for use in the 





The 
three 
thicknesses and comes packed one dozen 


home which retails under 50 cents. 
slicer can be adjusted: to cut in 


in a box. A hinged cover when open dis- 
plays an illustrated card. 





New Tipton Shear Catalog 


The Tipton Shear Co., Tipton, Ind., has 
issued catalog No. 7, in which the company 
offers to the trade a high grade hammer 
forged steel laid and solid steel assortment 
of shears and scissors. 
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Young’s Dan-D-Lion Weeder 
New Garden Tool 


To relieve gardeners and those who de- 
light to putter around flowers from the 
tiresome and tedious task of weeding dan- 
delions, the J. Russell & Co., Holyoke, 
Mass., is distributing a Dan-D-Lion 
Weeder, which will, according to the 
manufacturer’s statement, make the strain 
of bending over or kneeling on the ground 
unnecessary. 

The Dan-D-Lion Weeder, invented by 
John Young, with J. Russell & Co., Hol- 










The Arrow 
points to 
round hole 
between blades 
useful when re- 
moving small 
weeds. 





yoke, Mass., is intended to be used in a 
standing position, the prongs of the in- 
strument to be inserted under the crown 
of the weed until the loop, shown in the 
illustration, touches the ground. Draw- 
ing back the handle, there will be one less 
weed to contend with. It can be used for 
other purposes, according to the maker, 
for pruning berry bushes, cutting straw- 
berry runners, etc. 

The tool measures 42 inches in length, 
has a hardwood handle, a shaft of % inch 
cold rolled steel and strong cutting blades. 





New Garden Hose 


Adding to their lines of garden hose, 
the Pioneer Rubber Mills, of San Fran- 
cisco, with branches all over the world, 
is introducing to the dealers two new types 


* “2 
seh aUSEr, 


= “RUBRO” 


© rasnenge Oe 
“oe fa 








of hose, called “Wearso” and ‘‘Rubro,” 
designed with sharp edged corrugations to 
give the hose an attractive appearance. 
“Wearso” can be identified by the black 


| cover, while “Rubro” sports a red color. 
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Trade Association Activities Reviewed in 
Commerce Department Volume 


By L. W. Moffett 


(Washington Bureau of HARDWARE AGE) 


HE Department of Commerce has about completed work of revision 


of its present volume on trade association activities. 


The one now in 


circulation came out several years ago and is the most elaborate report 


of the kind ever published. 


Its complete character and informative nature 


were due to the active cooperation of trade associations of the various 
business and industries of the country with Secretary of Commerce Herbert 


Hoover and his staff. 


In a time when there was considerable discussion 


pro and con regarding trade associations and their standing before the law, 
Secretary Hoover stood staunchly by those whose activities were plainly 
legal but at the same time condemning open price associations which to him 


were plainly outside the pale of the law. 


He and former Attorney General 


Dougherty did not agree on the legal status of some associations—or rather 


as to principles under which trade associations might operate safely. 


The 


result of the agitation at least was a clarifying of the atmosphere, although 


the time it seemed to be getting cloudier. 


Those associations which were 


clearly within the law, constituting, it is said, more that 85 per cent of the 
total, even increased their cooperation with the department in gathering 
trade statistics and they were given further assurance by the decisions of 
the Supreme Court of the United States in the Maple Flooring and Cement 


cases. 


The present inquiry of the federal Trade Commission regarding the 
> > > 


number and importance of open price associations, the effect of their activi- 
ties on prices and the nature of other activities with particular reference 
to alleged violations of the antitrust laws, has no bearing on the progressive 
work being done in bringing reports of legitimate trade associations up-to- 


date. 
tion with its investigation, is understood 
to have sent inquiries to trade associations 
of all kinds throughout the country with- 
out regard to whether or not they were 
open price associations. This procedure is 
understood to have been a source of real 
annoyance, and the request for informa- 
tion was turned down coldly in some cases, 
although the information is public prop- 
erty and is easily obtainable at the Depart- 
ment of Commerce. The position of the 
latter Department to encourage good 
trade associations, while at the same time 
being as zealous in its opposition to the 
other brand as any other department, has 
brought about an array of statistical mat- 
ter in business and industry of all kinds 
such as was never before even approached. 
It is evident such intelligence has been 
an important factor in the existing price 
stability and smooth course of trade, 
though railroad transportation and other 
elements necessarily are prominently pro- 
jected into the situation. 

In any case the revised publication on 
trade associations will be even greater in 
detail, more up to date and more com- 
prehensive than the present onc. The fact 
that the new volume has been in the course 
of careful preparation has been known 
only in a limited circle, and its appearance 
therefore will come as an agreeable sur- 
prise. 


Che Commission, however, in its questionnaire sent out in connec- 


ior the other. ‘ Then each had its tongue 


in its check. There was fear, suspicion 
and general distrust. Even business and 
industrial interests themselves did not pull 


together nearly so well as they do today. 





| nearly 


An outstanding example of the evolution 
—one might almost say revolution—is the 
close cooperatin between the railroads and 
shippers working through their Regional 
Advisory Boards set up for each business 
and industry throughout the country. Their 
work is another highly important factor 
in good transportation of today, the sta- 
hilizing of business and industry affecting 
the most humble heme to the most pre- 
tentious industry. It 1s a remarkable dem- 
onstration of teamwork, of confidence, be- 
lief and regard of interest for the other, 
of playing the game openly and above 
board. Business has perhaps found that 
many so-called trade secrets were not actu- 
ally secrets at all, but when it voluntarily 


disclosed information which it -had here- 





tofore regarded in that category, it was | 


fourd to be good for the public generally 
and therefore good for business. It 
brought out information from other 
sources, and the government in turn 
loosened up and the hit-hatted bureau 
crat—whose number never was so 
His has abeut dis- 


so. tribe 


appeared. 


The cooperation of trade associations, | 


business and industry generally with the 


government has become so free that, when | 


compared with the “old” days, say a dec- 
ade ago, it might be called a phenomenon. 
At that time it simply was not done un- 
less it was under stress from the one side 





Yet the read trade information that 
business has to itself, and which mani- 
festly of a nature which it should 
guard, is protected. It is seen in laws of 
many kinds, as to income taxes, produc- 


tion costs, etc. It was given further 


iS 


emphasis by the recent decision of the 





Supreme Court in the so-called American 


| Nitrogen Products Co. case, which sus- 
_ tained the Tariff Commission 


in the lat- 
ter’s refusal to reveal information obtained 
in hearings with regard to trade data on 
the cost of production of sodium nitrate. 

Merchants throughout the country will 
be interested in a recent decision of the 
Corporation Counsel of the District of 
Columbia, to the effect that “no parking” 
regulations in front of shipping entrances 
of business houses are invalid. The Dis- 
trict Commissioners probably will rescind 
or amend regulations covering the subject. 
The Corporation Counsel held, in effect, 
that a business establishment has the right 
to ingress and egress, but that such a right 
is not exclusive and must be adjusted to 
the rights of the public to the use of the 
highway. Plainly, if “no parking” signs 
are issued more generally, a greater por- 
tion of the highway will be diverted from 
public use, it was pointed out. The doc- 
trine is accepted as possessing logic. At 
the same time there is another side to the 
picture. It is equally as evident that the 
merchant who does not have ready access 
to his shipping entrance will be at a great 
and costly disadvantage in receiving and 
sending out his goods. Time is lost, labor 
is made idle, and the trucks are eating 
gasoline, oil, etc., as they circle about until 
a vacant parking space appears at the en- 
trance, which might be a rare thing in 
these days of traffic congestion everywhere 
and not a spot to park. The exception is 
in the outlying districts, and the store- 
keeper there could keep his prices low. 
The traffic problem thus is given another 
twist in the District of Columbia at least, 
and the ruling of the Corporation Coun- 
sel may find reflection in similar action in 
other places, where it has not already been 
taken. The solution by many is thought 
to rest in only one thing. This is the 
huilding of loading and unloading plat- 
forms built exclusively upon the business 
property. 


A score of questions, touching — upon 
various aspects of American business, have 
been submitted by business organizations 
connected with the Chamber of Commerce 
of the United States for consideration at 
the forthcoming annual meeting of the 
National Chamber at Washington, May 
The questions submitted will be con 
sidered in addition to the regular program, 


o-ds 


| the main topic of which will be “The New 


great | 
as generally believed—became a dodo, or 





Business Era.” Until there has been 
favorable action by the annual meeting, 
the Chamber has announced, none of the 
proposals can represent the attitude of the 
National Chamber. The suggestions have 
a broad range, covering many subjects. 


One outstanding suggestion asks the Na- 


tional Chamber to urge the enactment of 
legislation by Congress “which would aid 
materially in orderly marketing and in 
the control and disposition of surpluses 
in agricultural products.” 
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Spring Hardware More Active 


In Wholesale Market Centers— 
Staple Lines Have Normal Call 


tinues to follow the trend of the weather in the important wholesale 


iz TEREST in garden equipment and other spring hardware lines con- 


distributing centers. Current reports indicate that spring lines sales 
are showing definite increases in the jobbing markets but that consumer 


demand has not yet assumed expected volume. 


The trade feels, how- 


ever, that with continued seasonal weather the consumer call will be 


heavy for this class of merchandise. 


Collections generally in the hardware trade are reported as slow for 
the past month with little development either way during the past week. 
With the opening of spring trade it is felt collections should show 


improvement. 


Staple hardware lines are enjoying a normal demand. Average stocks 
are satisfactory and prices generally firm. 


Mail Orders Show Decline; 
Chain and Dept. Stores Gain 


In making comparisons of the first 
quarter of this year and last year in 
industry, one factor which has swelled 
present totals is the earliness of spring, 
with comparatively good weather in 
March, while last year a long, cold 
spring restricted activity, says The 
Bache Review. This is reflected in re- 
tail trade of department and chain 
stores, which show a gain over last 
year. 

In fact, the chain-store trade in Feb- 
ruary, according to the Federal Reserve 
Bulletin, reported an average increase 
of 15 per cent, for all lines, which was 
the largest since November, and ten- 
cent stores reported the largest increase 
since last summer. 

On the other hand, mail-order sales 
are below those of a year ago, partly 
accounted for by lower prices, but more 
importantly by depression in some of 
the farming areas, 

The favorable spring weather has 
helped automobile distribution and 
building construction. This spring ac- 
tivity probably accou:... for the in- 
crease in bank debits of 5.3 per cent 
in the four weeks which ended on 
March 23 and compared with the cor- 
responding period of last year. The 
active use of money is an accompani- 
ment of brisk business. 

Some reflection of the earlier activi- 
ty this year is shown in car loadings. 
We referred in the last issue to the 
first million-car week reported for 
March 12 as being two months ahead 
of the first million week last year. Now 
we have another week, that ended 
March 19, which exceeds the million- 














car mark. Last week much of the in- 
crease was attributed to coal loading, 
speeded up by the strike prospect, but 
this week of March 19 exceeded the pre- 
vious week by 1146 cars, the increase 
being due almost entirely to the heavier 
movement of miscellaneous freight. 
This latter is naturally an index of gen- 
eral business activity. 

We see in the notes above many fa- 
vorable developments as compared with 
last year’s first quarter, but, after all, 
would not the earlier spring this year 


account for these as against last year’s | 


cold season? 


Butts and Hinges Higher in 
Boston Market 


Boston jobbers have made a slight 
upward revision in standard makes of 
butts and hinges, and that statement 
holds true of garage holders. Garage 
sets, however, remain unchanged in 
price. One of the leading makers of 
latches has notified jobbers new price 





{ 











lists are in the making, and the suppo- | 
sition is at least some numbers will be | 


higher. Jobbing prices on axes and 
roof packing have been reaffirmed. 


Chicago Prices Are 
Unchanged 


Hardware sales are still very spotty, 
due to the irregular weather conditions in 
various sections of the Middle West. 
However, there is a gradual improvement 
in the situation as a whole, and the gen- 
eral outlook for this season’s business is 
good. Prices are somewhat firmer, but 
without actual change. 


- vators. 








PS 


No Building Recession Seen 
by Secretary Hoover 


Herbert Hoover, Secretary, Depart- 
ment of Commerce, in an oral state- 
ment April 12, said he could not agree 
with the view expressed in some quar- 
ters that a recession in the building in- 
dustry may be expected this year. 
Contracts signed for construction of all 
kinds are up to those of 1926, Secretary 
Hoover declared, and construction at 
the present time, according to latest 
reports, is continuing at a normal level. 

Information received by the Building 
and Housing Division of the Depart- 
ment of Commerce shows that March, 
1927, was the largest month on record 
for contracts awarded for construction 
of all kinds, it was stated. According 
to the F. W. Dodge Corporation, com- 
pilation of figures from thirty-six 
States, in which about seven-eighths of 
the total building contracts in the 
United States are awarded, the March 
total was $595,876,000. The previous 
peak was in August, 1925, when the 
figure was $589,690,000. 

The figures are used in the Depart- 
ment’s Survey of Current Business is- 
sued monthly, which incorporates, in 
addition to figures received from gov- 
ernmental sources, those generally ac- 
cepted by the trades as authoritative 
and responsible. The figures of the 
Dodge Corporation, according to the 
Department of Commerce, are compiled 
from reports covering contracts award- 
ed in small towns and rural districts, 
as well as large cities. 


Record Implement Sales Pre- 
dicted by Western Dealers 


“There is plenty of reason for optimism 
in the equipment business,” H. G. Davis, 
secretary of the Northwest Farm Equip- 
ment Association, said. “Reports at 
recent dealers’ meetings in Minnesota and 
the Dakotas showed that practically all 
over the territory there is enough moisture 
in the ground now to last until June 1. 
This insures a good demand for culti- 
With 25,000 to 35,000 cultivators 
as the normal volume shipped from Minne- 
apolis, the 1926 shipments dropped to 6000 
or 7000. This year, at least, a normal 
demand already is in evidence. 

“There is an excellent demand for power 
farming equipment, especially the smaller 
sizes of tractors for all-purpose work. 
Even one of the smaller firms in Minne- 
apolis is several carloads behind with its 
orders, and is telephoning the factory in 
order to expedite shipments. The larger 
jobbers and manufacturers as 
hustling to keep up with their orders.” 


well are 
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Pittsburgh “Clean Up and Paint Up” 
Campaign Stimulates Spring Lines 


(Pittsburgh office of HARDWARE AGE) 


this market, although it is hard to get jobbers to rise to en- 


ARDWARE seasonal to this time of year still is doing well in 


thusiasm in their references to the volume of business. 


The 


weather has not yet become settled enough for that constancy of re- 
tail sales that keeps pecking away at retailers’ stocks, and until this 
is the case there is bound to be more or less irregularity in the daily 


sales records of the jobbers. 


Particular inquiry discloses that paints 


are moving with seasonal freedom and the volume is large, because 
in this district there is a “clean up, paint up” campaign in progress 
under the direction of a committee of the Chamber of Commerce, in 
which the school children have been stimulated to effort in that di- 
rection by prize offerings, and there is widespread advertising in the 


daily papers, the billboards and in the street cars. 
for other communities to emulate. 


There is an idea 
Sereen wire cloth is another 


article, and although April rains do set up obstacles to the comple- 
tion of garden and lawn work, not much complaint is heard as to 
the movement of accessories for this work. This is the active period 
of the year for paper hanging and the workmen’s tools are in good 


demand. 


Altogether, there should be more 
satisfaction than is generally expressed 
as to the state of business. The trade 


possibly would feel better about things | 


in general if collections were quicker. 
Since Pittsburgh is the center of one 
of the world’s largest coal mining dis- 


tricts, collections no doubt are affected | 
by the fact that a large percentage of | 


the mines in the Pittsburgh 


district | 


proper suspended on April 1, as a re- | 
sult of the failure of the operators and | 
the union to agree upon a new wage | 
contract to replace the one which ex- | 


pired by limitation on March 31. 


extended to the non-union districts in 
western Pennsylvania. 


good many miners are unemployed as | 
a result, but as yet the trouble has not | 


That does not | 


mean full employment of those mines, | 


because there was pretty heavy stock- 
ing of coal prior to April 1, and just 
now there is not enough of a market to 
absorb all the non-union coal that is 
being mined. Unemployment is_ not 
confined to the coal industry. A large 


industrial company in this district, in | 


an efficiency effort, is reported to have 
let out more than 2000 men. 


BOLTS, NUTS AND RIVETS.—Job- 
bers still are studying the new price 
schedules and terms and do not yet 
seem to have figured them out so that 
they can understandingly do business. 


There is continued activity in house-cleaning supplies. 


Nuts.—All styles, 62% per cent off 
list. 

Rivets. —Large, $3.50 base, per 100 
Pieces; small wagon and tinners’ riv- 


ets, 60 per cent off list. 
BUILDERS’ HARDWARE.—Good 
business is reported by jobbers here, 


who quote: 
Butts.—RBall tip, plated, dull brass 
and antique copper. less than case 
lots, 3 in. x 3 in., $17 per 100 pair; 
in. x 3% in., $17.50; 4 in. x 4 in., 
ae. §-in., 
; 10-in., 

, $1.87 p 


Hinges.—Heavy 
per doz.; & 
extra heavy, , 
S-in., $3.18: 10-in., : light strap, 
with screws, packed one pair in a 
box, 3-in. $9.27 per 100 pair; 4 in.. 
$11.20; light , A - $10.67 per 100 
pair; 4-in., $12.6 

BT ga 


in., 


a screws, sin- 


gle dozen lots, 3-in., 64c. per doz.; 
4% in., 76c.: 6-in., $1; safety, 3-in., 
S7c. per doz.; 4%%-in., $1.14: 6-in., 
$1.60. 


eee Sets.—-Swinging hinges, 10 


, $2.50 per set. 
CARPET SWEEPERS.—tTo the usual 


demand is added the extra require- 


Change in the mode of selling nuts | 


from a pound to a piece basis is par- 
ticularly bothersome, and there is still 
objection to the 10 per cent extra 


charge for broken over full case lots | 


of bolts. Jobbers quote: 


Boits.—All styles except stove and 
tire bolts, 
cent off list: 
per cent off list: 
per cent off list. 


per 100 pieces, 62% per 
stove bolts, 75 and 10 
tire bolts, 40 and 10 


ments that come at this time of year 
when so many families change residence 
and when house-cleaning is in full 
blast. Jobbers quote: 

Bissell’s Grand Rapids, japanned 
trim, $44 per doz.: nickel-plated trim, 
$48: Universal, $42: standard, $36; 
Junior, $36: Little Gem, $4: Sterling 
sweepers, $24 per doz. 

GALVANIZED WARE.—tThis line is 
feeling the usual spring stimulation to 
demand. Jobbers have not yet changed 
prices to conform to the recent 5 per 
cent advance in wholesale prices of 
tubs and pails. They quote: 

Washtubs.—With wringer attach- 


ment, No. 22, $8.50 per doz.; No. 23, 
$10: without wringer attachments, 
No. 2, $7.75: No. 3, $9. 


$2.65 per doz.; 
$4: cement, 14- 
$7.20; 12-qt., 
“* 
‘ens per 


Se- 


Pails.—Water, 12-qt., 
14-qt., $3; fire, 12-qt., 
qt., $10: chamber, 10-at., 
$8: well buckets, 10-qt., 

Refrigerator Pans.—No 
doz.: No. 3, $6: No. 4, $7. 

Garbage Cans.—Cans with lids, 





| 





rn 


ay i No. 1, $3 each; mo 2, $3.5 
No. $4; Hercules, No. 1, $3: No: 
181, $3. 25; No. 191, $3.60. 


HOUSE-CLEANING SUPPLIES. — 
Spring house-cleaning is on full blast 
and with a clean up and paint up cam- 
paign on in this district, there is very 
active call for all articles needed in 
getting rid of the winter accumulations 
of dirt and soot. 


PAINTING SUPPLIES. — The trade 
here is experiencing the best movement 
of paints and painting supplies of the 
year to date. Turpentine has receded 
4c. per gallon more since a week ago 
and much of its recent sharp advance 
has been wiped out. Other items are 
holding at recent prices. 

Prices to retailers: Ready mixed 
paints, best grades, $2.85 per gal- 
lon; lower grades, $2.25; white lead, 
141%4c. per Ib. in 100-lb. lots; 10 per 
cent less in lots of 500 lb. or more 
and extra 4 per cent less in lots of a 
ton or more; turpentine, 84c. per gal. 
in barrel lots; raw linseed oil, 12.3c. 
per Ib. in barrel lots. 

SCREEN WIRE CLOTH.—Business is 
good, but competition for orders is very 
sharp, and there is some irregularity 
in prices. Jobbers quote: 

Black, $1.75 per 100 sq. ft.; 
ized, $2.10: bronze, $5.50. 

SPORTING GOODS.—Heavy demand 
is noted for baseball goods and fishing 
tackle also is wanted, but there is not 
yet much call for tennis goods. Tennis 
is strictly a summer sport in these 
parts and the demand comes later than 


that for other sporting goods. 


WIRE PRODUCTS.—tThere is no long- 
er any complaint over the way fence 
and barbed wire are moving and there 
is a women wire fence that is moving 
steadily. 

We quote from Pittsburgh jobbers’ 
stocks: 
Fence Wire 
(Per 100 Ib.) 


galvan- 


Annealed Galvanize od 
$3.0 


No. 6 to 9 gage...... 3.00 ».45 
et waded 3.05 3.50 
i 6 pags seek «Oi 3.10 3.55 
No. 12 . 3.15 3.65 
No. 13 . eee 3.80 
No. 14 . Peers | 4.00 
i SE Eas ae 3.55 4.25 
Th, J 6 eieeutessantde Gee 4.45 
Barbed wire (per 80-rod spool): 
“RE eres a $3.00 
SE SE > 9. 6 wo dhe u've 3.20 
OP CET COT a 3.20 
i ¢ gis rer .. 3.50 
2-point cattle (special) .. Bao 
Field Woven Wire Fence (per 100 
rods) 
I a i ee ee ee ow $39.00 
OS A, ee ee 
| a a 27.10 
PE touscd hadi uatacisen ewes 36.15 
Ee er 
i ee a ene eee 48.25 
Poultry: 
A ee ea ae pee eee $35.60 
EY eb coe be den un wag AeA ces 43.00 
ei hee eae ak ae 48.50 
Steel Fence Posts: 
alvanized Painted 
tubular formed 
Dn -<etses oad 50c. each ee 
a Jee 55c. each  38c. each 
7-ft. .65c. each 40c. each 
Pa De éuwads wo 45c. each 
base, per keg, $2.85 


way nails, 
to $2. 
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Demand Shows Gradual Increase— 
Chicago Prices Grow Firmer 


(Chicago office of HARDWARE AGE) 


HERE has been no material change in the conditions surround- 

ing the hardware trade during the past week. The demand 

for seasonal merchandise has experienced a slight increase 
but the general demand is still rather irregular. 

Building operations are going forward at a rapid rate and the 
number of new permits being issued indicate that this activity will 
continue for some time at least. There is a very heavy demand for 
all kinds of materials, including such items as builders’ hardware, 
sash cord, sash weights and the like, and prices are steadily grow- 


ing stronger. 


There is also a firmer trend to steel prices as the mills in the 


Chicago district maintain a heavy schedule of production. 


Ship- 


ments are just about keeping pace with the new orders being booked. 


The money market is steady with the demand active. 


are satisfactory. 


Collections 





AUTOMOBILE ACCESSORIES.— 
There is a normal demand which shows 
a steady increase as the weather be- 
comes more settled. 
We quote from 
f.o.b. Chicago: 
Spark Plugs.—Splitdorf, for Fords, 
50c. each; regular, 58c. each; Cham- 
pion X, 45c. each; Champion Blue 
Box line, 53c. each; A. C. 53c. each; 
lots of 100, 50c.; A. C., Special Ford, 


36c. each. 

Spot Light.—Appleton, No. 3280, 
$6.50 each. 

Chains.—Non-skid, dozen pair lots, 
35 per cent discount. . 

Jacks.—National Standard, 
$1.30 each, 

1% 


Tires and Tubes.—30 x 3m oversize 
cord tires, $8.75 each; regular cord 
$6.60 each; gray inner tubes, 30 x 3%, 
$1.30 each; red inner tubes, 30 x 314, 
$1.50 each. 

BASEBALL GOODS.— Dealers are 
buying heavily in an effort to keep 
their stocks up and jobbers’ stocks are 
becoming broken. 


jobbers’ stocks, 


No. 21, 


in. cylinder, 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Goldsmith Official 
League Balls, $15 dozen; Special 
Official League balls, $8.90 dozen: 


Slugger bats, $16.20 dozen. 
BOLTS AND NUTS.—The demand 
very good and prices are firm. 


We quote from 
f.o.b. Chicago: 


ae 
2) 


jobbers’ stocks, 
Carriage bolts, cut 
thread, 60 per cent discount: small 
carriage bolts, rolled thread, 60-10 
per cent discount; machine bolts cut 
thread, 60 per cent discount; small 
machine bolts, rolled thread, 60-10 
per cent discount; all stove bolts, 75- 
10 per cent discount; lag screws, 60 
per cent discount. 


BUILDERS’ HARDWARE. — Jobbers’ 
prices are still unchanged, in spite of 
the recent advance on the part of the 
manufacturers. 





We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, $1.80 
per dozen pair; 4 x 4 steel butts, old 
copper and dull brass finish, $2.62 
per dozen pair; heavy steel bevel in- 
side sets, $4.60 per dozen sets; steel 
bit-keyed front door sets, $1.35 per 
sets; wrought brass-bit-keyved front 
door sets, $2.40 per set; cylinder 
front door sets, $5.50 per set. 


CHAIN.—Sales are holding up well 
and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: % inch proof coil 
chains, $8.50 per 100 Ib. Henso Bull 
Dog and Brown coil chains, 50-10 per 
cent discount. No, 00-41%5 electric 
welded cow ties, $2.75 per dozen. 


COPPER RIVETS AND BURRS.— 


There is a good demand and prices are | 


unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 40-5 per cent discount. 


EAVES TROUGH, PIPE, ETC.— 
Prices are firm and there is a large 
spring movement. 


We quote from jobbers’ 
f.o.b. Chicago: 28 gage single bead 
lap joint gutter, 5-in., $4.50 per 100 
ft.; corrugated conductor pipe, 3-in., 
$4.80 per 100 ft.; plain ridge roll, 
1%-in., $3.65 per 100 ft.: corrugated 
conductor elbows, 3-in., $1.51 doz. 


stocks, 








ELECTRICAL MERCHANDISE. | 


—There is a substantial drop on No. 18 


lamp cord. Other prices are unchanged. | 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Electrical Merchandise.—No. 14 rub- 


ber covered wire, $6.50 per 1000 ft.; 


in 1000 ft. lots, $6.00; No. 18 lamp 
cords, $12.50 per 1000 ft.: in 1000 ft. 
lots, $12.00; sockets, 15%c.; %-in. 


brush brass key sockets, 15%c. each; 
two-way plugs, 45c. each; in lots of 
10, 40c, each; two-piece attachment 
plugs, 7'%c. each; dry cells, boxes of 


50, 32%c. each; less than case lots, 
36c. each. 


| GLASS 





Radio Supplies.—Radio B batteries, 
No. 766, $1.40 each; No. 776, packages 
of 10, $1.30; No. 767, $2.62 each; No. 
(67, packages of 5, $2.44 each; No. 
70, $3.40 each; No. 770, packages of 
, $3.17; No. 772, $3.62 each; No. 486, 
3.58 each; No. 486, packages of 3, 
3.33. 


Ri VIi-1-) 


Battery Chargers.—Apco line, lots 
of less than 10, $13.50 each. 

Loud Speakers.—Western Electric 
No. 522 W. $25.00 list. Discount, 30 


per cent. 
FIELD FENCE.—Sales are ahead of 
last season and are very good. Prices 
are without change. 

We quote from jobbers’ stocks, 
f.o.b, Chicago: 726-6-12%, $28.68 per 
100 rods; 1948-6-14%, $43.62 per 100 
rods; 2158-6-141%4, $48.98 per 100 rods. 

FILES.—There is a satisfactory volume 
of orders being placed and prices are 
firm. 

We quote from jobbers’ stocks, 

f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 
50 per cent of list. 


FISHING TACKLE.—The demand is 
extremely good as the opening of the 


fishing season approaches. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Bronson No. 100, $2.25 
each; Chicago level winding reel, 


$2.00 each; Symploreel No. 752, $4.90 
each. 


GALVANIZED WARE.—There is an 
active seasonal demand and prices are 
firm. 


We quote from jobbers’ stocks 
f.o.b. Chicago: Standard galvanized 


after-made tubs, No. 1, $6: No. 2, 
$6.85: No. 3, $8: 10 qt., galvanized 
after-made pails, $2.12; 12 qt., $2.33; 
14 qt., $2.60. One gal., all galvan- 
ized oil cans, $2.35 doz.; 2 gal... 
doz.: 3 gal., $6 doz.; 5 gal., $6.75 doz., 
1 bu. galvanized baskets, $6.20 doz.; 
No. 26% bu. bailed galvanized meas- 
ures, $4.50. 


GARDEN HOSE AND LAWN SPRIN- 
KLERS.—The demand is_ seasonally 
good and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Garden hose, good 
quality, molded hose, %-in., llc., per 
ft.; %-in., 12%4c. per ft.; 5 ply, good 
quality, wrapped, %-in., 8c. per ft.; 
*%-in., 9%c. per ft. Lawn Sprink- 
lers, Rain King,.$28 a doz.; original 
fountain sprinklers, $6 doz.; Rain- 
bow, 38-in., high, $24 a doz. 


AND PUTTY.—tThere is an 


active demand for this season of the 


year. Prices are unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 


25-in. bracket, 87 per cent discount; 
single strength A, all other brackets, 
86 per cent discount; single strength 
B up to 25 in., 88 per cent discount, 
and balance 87 per cent discount; 
double strength A, all brackets, 6 
per cent discount; double strength B, 
all brackets, 87 per cent; putty, pure 
grade, $4.25 per 100 Ib.; commercial, 
$3.50 per 100 Ib. 








Other Price 


FLY NETS AND FLY COVERS—Dute to the low 
market price of cotton, these items are approxi- 
mately 10 per cent less than last season. 


HORSE BLANKETS—Prices for this year are 5 to 10 


cent in the 





Trends Reported by Chicago Jobbers 


per cent less than last year, depending on the quality. 
HARNESS—Leather has advanced better than 20 per 
past 
prices hold, as is likely, an advance in harness may 
he expected soon. 


few months and if these higher 
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HAM MERS— 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality, 16 oz. 
nail hammers, $12 a dozen; Maydole, 
$12.60 a dozen; 16 oz., machinists’ 
hammers, first quality, $9.20 dozen; 
competitive grade, 16 doz., nail ham- 
mers, $6 to $58. 


HATCHETS— 


We quote from jobbers’ stocks, 


f.o.b, Chicago: First quality hatchets, 
No. 2 Shingling, $12.50 doz.; first 
quality hatchets, No. 2 broad, $16.40 


doz.; medium quality hatchets, No. 2 
shingling,~ $8 doz.; medium quality 
hatchets, No. 2 broad, $12.50 doz. 


HANDLES, AGRICULTURAL.—Sales 
are moving along fairly well and prices 
are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Hay Fork Handles. — Straight 
chucked and _  ~bored, best’ grade, 
4%-ft., $4.15 doz.; qa Les $5.00 doz.: 
“XK 44% ft., 65 5 ft., .45 
doz X 44 "tt”. $2.35 doz.; 5 ft, $2.75 
OZ. 


Hay Fork Handiles.—Bent-chucked 
and bored, best grade, with strap, 


ferrule and cap, 4% ft., $6.20 doz.; 
5 ft., $7.10 doz.; XX , $5.00 doz.; 
4% ft., $5.40 doz.; 5 os $6.25 . : 
+g plain, 4% ft., $3.60 doz.; 5 
$3.80 doz.; X plain, 4% *T., $2. 70 A 
5 ft., $3.25 doz. 

Manure Fork Handiles.—Bent, best 
grade, plain, 4 ft., $4.35 doz., 4% ft., 
$4.70 doz.: > aa plain, 4 ft., ¥ r doz. ; 
4% ft., $4.15 doz.; X plain, , $2.50 
doz. : 4y%, i. Sa 85 doz. 

Garden Hoe e- cy~ _ % Fine 
$2.20 doz.: 4% ft., $2. 

Garden Rake Handles mes a 5% f 
$4.80 doz.; X, 5% , $3.05; 6 ft., $4. 00° 

Shovel fF Be By Regular Pattern, 
XX, 4% ft., $6.10 doz.: X, ft.. 
$3. 50 doz.; xP handles, best ae” 

7.00 doz.: X, $5.50 doz. 


Spade Handles. — D handles, best 
grade, $6.80 doz.; X, $5.25 doz. 


HANDLES, TOOL.—Prices are firm 
and there is a good active demand. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: 

Axe Handles. — No. 1 hickory, $4 
doz. No. 2, $3 doz second crowth 
hickory, $5 ‘doz.: finest selected sec- 
ond growth hic kory. $6.50 doz. 

Hatchet and Hammer Handles. 
No. 1, 90c. doz.; finest second growth 
hickory, $1.80 doz. 


HINGES.—Jobbers’ prices have not yet 
been advanced following the recent 
raise of manufacturers’ prices. on 
hinges, but such an increase may be 
expected shortly. 


We quote from jobbers’ stocks, 


f.o.b. Chicago: Heavy strap hinges in 
bundles, 4-in., 72c.: 5-in., 98c.; 6-in., 
$1.10; 8-in., $1.85; 10- -in., $3. 10 per doz. 
pair; extra heavy T inges, in 
bundles. 4-in., $1.10: 5-in., $1.18: 6-in. 

es 8-in., $2. 38: 10-in., $3.36 per 
doz. 


ICE CREAM FREEZERS.—tThere is a 

steadily increasing demand as the sea- 

son advances. Prices are unchanged. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: hite Mountain, 1 
t., $4.80 list; 2 qt., $5.60 list; 3 qt., 
$6.75 list: 4 qt., .25 list; 6 at., 
$10.45 list; 8 qt., $13.40 list; 10 qt., 
$17.90 list; 12 qt., $21.50 list: 15 at., 
$25.60 list; 20 qt., $833.20 list; 25 qt., 
$42.60 list; Arctic, 1 qt., $4 list; 2 qt., 
$4.60 list; 3 qt.. $5.45 list; 4 at., $6.8 
list; 6 qt., $ 60 list; 8 qt., $11.10 list 


All the above less 50 per cent dis- 
count. Alaska, 1 qt., $2.05 list; 2 qt.. 
$3.45 list: 3 at., $4.10 list; 4 at., $5 
list: 6 at., $6.30 list: 8 qt., $8.20 list: 
10 qt., $10.75 list; 12 qt., $14 list; 15 
t., $17 list: 20 qt., $21.50 list. A dis- 
count of 20 and per cent on all 
above prices. Acme, 2 qt., galv., 8 
doz.; 2 at., 
qt., enamel, $1 
prices are net. 


LAWN MOWERS.—Orders are being 
placed in an increasing volume as the 
selling season approaches. 


per doz. chiwe 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 16-in. ball bearing, 
5-knife. 1l-in., wheels, $12.35 each: 
16-in. ball bearing, 4-knife, 10%-in 
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$10 each; 16-in., plain bear- 
ing, 4-Knife, 10%-in. wheels, $8.65 
each; 16-in., ball bearing, 4-knife, 
9 in. wheels, $7.85 each; 16-in., plain 
bearing, 4-knife, 9 in. wheels, $7.35 
each; 16-in, ball bearing, 4-knife, 
8-in. wheels, $8 each; 16-in., plain 
tage 3-knife, 8-in. wheels, $5.85 
eacn. 


NAILS.—There is a good spring de- 
mand. Prices are well maintained at 
the favorable base established. 

We quote from jobbers’ _ stocks, 
f.o.b. Chicago: Common wire and 
cement-coated nails, quantity orders, 
$2.95 per keg base. 


OIL STOVES.—The demand is show- 
ing a seasonal increase. Prices are un- 


wheels, 


changed. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: 
PERFECTION 
i 2 a i. . oncese see Ce 
ak: ta 2. on. | <«eecseeuncn see 22.50 
a 2 oo Pn. ... sesecsbeceees 28.50 


Perfection dealers’ discount, 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 
tae hy (Improved Model) 


Pi. <<ceenéweeegwed $17.50 
rh oe 2 Pe.  ccce pees eucens 22.50 
ON eer 28.50 
Puritan discounts the same as 
Perfection. 
NESCO—June 1 
a ee oe ee . ctcesenees $17.50 
rr rr or nd seen edeede 22.00 
Bem, BEG 4 DUTMOTB...ccccccccccce Bee 
No. 1103 high shelf only........ 6.50 


No. 1104 high shelf only........ 
With vitreous enameled stove tops 
and splash backs: 


i Se a MI, vc cesceecceuss $35.50 
Pe ee Ss oc we hccccocens 44.50 

Nesco dealers’ discount, 30 and 5 
per cent. 


Oil Ranges 


Nesco Rolo, 5 burners and oven.$90.00 
No. 400 Built in oven model.... 63.00 


Dealers’ discount, 30 and 5 per 
cent. 
Ovens 
No. 211 1 burner plain door....$2.50 
No. 211G 1 burner glass door.... 2.74 
No. 112G 2 burners glass door... 6.00 
Dealers’ discount, on 10 or more, 


30 and 5 per cent: less than 20, 30 
per cent. 
PURITAN 
No. 42G 2 burners glass door....$5.50 
Dealers’ discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 
cen 
NESCO 
No. 05 1 burner solid door...... $2.00 
No. 5 1 burner glass door...... 2.15 
No. 020 2 burners solid door..... 4.25 
No. 20 2 burners glass door..... 4.50 
No. 301 2 burners glass door 


thermometer 


Wicks, Etc. ; 


tockweave wick, 25c. each. 
Perfection and Puritan, $4 per doz. 

and $48 per gross. 
Discounts same as on 
stoves, ovens and heaters. 


PAINTS AND OILS.—tThere is an ac- 


oil cook 





tive sale on all paint items and prices 


are unchanged. 


We quote 
f.o.b. Chicago: 

Linseed Oil.—Raw, barrel lots, 90c. 
per gal.; 5-barrel lots, 87c. per gal. 

Linseed Oll.—Boiled, barrel lots, 
— per gal.; 5-barrel lots, 90c. per 
gra 


from jobbers’ stocks, 


Denatured Alcohol. — Barrel lots, 

12c. per gal.; steel drums extra, $6 

returnable. 
Turpentine.—-Drum lots, 


87c., 
White Lead.—500-Ib. lots, $13.73 per 


100 Ib., net: 100-Ib. lots, $14: 50-Ib. 
lots, $7.25: 25-lb. lots, $3.65; 121%4-Ib. 
lots, $1.85. 


Sheliac.—(4%-lb. cuts), white, $2.60 
per gal.: orange, $2.30 per gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 
hed 4 Paste.—Barrel lots, 


PREPARED ROOFING.—A very good 
volume of orders is being received. 
Prices are very firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $2.50 per 


7l4c. per 
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best grade tale surfaced, $2.65 
medium talc surfaced, 
light tale surfaced, 
red rosin sheath- 


square; 
per square; 
$2 per square; 
$1.20 per square; 
ing, $57 per ton. 


ROPE.—Sales are good and prices are 


unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 manila, standard 
brands, 23%c. to 26c. per Ib.; No. 2 
manila, 22%c. per lb.; No. 1 sisal, 
15144c. to 17c. per 1b.; No. 2 sisal, 
l444c. to 16c, per Ib. 


ROLLER SKATES.—The heavy de- 
mand continues and both jobbers’ and 
manufacturers’ stocks are broken. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Union boys’, $1.40 
pair; Union girls’, $1.50 pair; Chicago 
boys’, $1.30 pair; ‘Chicago girls’, $1.40 
pair; ‘rubber- tired skates, boys’, $2.65 
amy rubber-tired skates, girls’, $2.75 
pair, 


SASH CORD —tThere is a noticeable 

increase in sales and prices are firm. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7, standard 


brands, $6.95 per doz. hanks; No. 8, 
7.90 per doz. hanks. 


SCREEN DOORS AND WINDOW 
SCREENS.—Sales are _ increasingly 
good and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Screen doors, No. 266, 
2-8 x 6-8, $18.15 doz.; No. 296, 2-8 x 
6-8, $22. 50 doz.; a. 311, 2-8 x — 
$27.20 doz. ndow screens, No. 
1833, $4.05 doz.; No. 2433, $4.75 doz. 


SCREWS.—Prices are arm and sales 
are good. 


We 
f.o.b. 
screws, 


quote from jobbers’ stocks, 
Chicago: Flat head bright 

75-20-10-10 per cent; round 
head blued, 72%-20-10-10 per cent; 
flat head brass, 72%-20-10-10 per 
cent: round head brass, 70-10-10-10 
per cent. 


SOLDER AND BABBITT.—\There is a 
good volume of orders and prices still 
hold at the high levels effective for sev- 
eral months past. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 sol- 
der, $45 per 100 lb.; medium, 45-55 
solder, $44 per 100 Ib.; tinners’ 40-60 
solder, $43 per 100 Ib.; high speed 
babbitt metal, $20 per 100 Ib.; stand- 
“i? No. 4 babbitt metal, $14 per 100 


STEEL SHEETS.—The demand _in- 


creases and prices are firm. 


We quote from jobbers’ _ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.30 per 100 lb.; 28-gage black 
sheets, $4.20 per 100 Ib. 


WIRE PRODUCTS.—tThere is seasonal 
increase in the demand. Manufactur- 
ers complain that present prices are 
not profitable. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: No. 8 black annealed 
wire, $2.95 per 100 lb.; No. 9 galvan- 
ized plain wire, $3. 40 per 100 Ib.; 
catch weight ——- galvanized cattle 
or hog wire, $3.65 per cwt.; 80 rod 
spool of a he sg hog wire, $3.18 
per spool. — fence staples, 
$3. 40 per 100 ! 


| WRENCHES.—Prices are unchanged 


and the demand is satisfactory. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: Agricultural wrenches, 
60-10 per cent discount. Coes 
wrenches, 40-10 per cent discount; 
engineers’ wrenches, 50-10 per cent 
discount off new list; Trimo, 65-10 
per cent discount. 

Snap-on Wrenches. — Radio and 
electrical set, in metal cases, $2.75; 
No Master Service Set, $13.75; 
No. 202 Heavy Duty Set, $8. 80; No. 
404 Flexible Socket Set, $7.50: No. 
608 Crankcase Drain Plug Socket, 
$3.20; No. 90 Square Socket Set, 
$3.70: No. 1878 Giant ‘‘Snap-on’’ with 
extra heavy duty ratchet, $27.35. All 
Snap-on Wrenches less 33% per cent 
discount. 
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Warmer Weather Helping Sales 
of Spring Hardware Lines— 
Staple Lines Are Active 


ARMER weather in the Metropolitan New York area has stimu- 
lated the sale of garden equipment and other seasonal hardware 


lines. 


Current trading is considered very satisfactory in the 


wholesale market but consumer interest is relatively quiet at the present 


time. 


The dealers in this section predict improved consumer demand to 


manifest itself shortly and are preparing for a good season on spring 


lines. 


Collections are reported as being slow at the present time and in some 
quarters there is a rumor that credits are being restricted somewhat, con- 
sistent with the recent suggestions of the National Hardware Council. 

Staple lines are in normal demand with prices generally firm and 


stocks satisfactory. 


Battery Sales Very Active; 
New York Prices Firm 


Batteries are selling actively through- 
out the Metropolitan wholesale market. 
Prices are unusually firm, and the de- 
mand is good for both radio and igni- 
tion use. A continued demand is 
expected by local distributors. 


CURRENT athe i OY ol 
=_ F.O.B. NE YORK, 

Dry cells, _" 6, cadieen” _ 
321%4c.; No. 7111, same type, wae each. 


B batteries, No. 767, $2.62 each; in 
units of 5, $2.44 Pan No. 772 
(vertical type) $2.62 each: in units 


4 each; heavy duty vertical 


of 5, $2.4 
$3.40 each; in lnits of 


type, No. ing 
, $3.17 each 


Bolt Demand Satisfactory ; 
N. Y. Prices Are Uniform 


Satisfactory demands are reported 
for the various kinds of bolts in this 
market. There was some confusion in 
New York immediately following the 
new list and discounts, but at the pres- 
ent time distributors and dealers seem 
to have adopted the new schedules, and 
local offerings by jobbers are uniform. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. NEW YORK: 

Carriage bolts, % by 6 and smaller, 


50 and 10 off list. Larger, 50 per cent 


off list. 

Machine bolts, % by 6 and smaller, 
50 off list—larger to 1 by 30, 45 per 
cent off list. 1% to 1%, 30 off list. 

Coach screws, % by 6 and smaller, 
50 and 10 off list. Larger, 50 off list. 

Step bolts, 50 per cent off list. 











Screw Demand Is Normal: 
Local Stocks Satisfactory 


A normal demand is reported for 
screws in the New York market. 
Stocks are considered satisfactory and 
prices appear firm. 

JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.O.B. NEW YORK: 
Screws, flat head, bright, iron, 75 

20-10-10- 10, 

Round head, blued, 7214-20-10-10-10. 
Round head, iron, nickel plated, 
5-20-10-10-10. 


Flat head, galvanized, 60-20-10-10- 
0. 





Flat head, brass, 72%4-20-10-10-10. 

Round head, brass, 70-20-10-10-10. 

These discounts apply to standard 
screw lists. In package lots an extra 
10 is allowed. 


Sash Cord Prices Firmer; 


N. Y. Demand Very Good 


Sash cord prices appear more firm 
than in several months. We are quot- 
ing a range of prices which shows very 
little difference between the low and 
high point. Local stocks are considered 
satisfactory and the demand in this 
territory is steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Sash cord, Samson spot No. 8, 72c.; 


Aetna No. , 26%c. to 27%c., and 
Phoenix No. 8, 34%c. to 36c. 
No. 7 is le. higher and No. 6 is 


sc, higher on all brands. 


Demand Now Improving for 
Various Spring Goods 


During the past week there was a 
noticeable improvement in the demand 
for garden tools and kindred spring 
lines. The sale of this class of mer- 
chandise follows closely the trend of 
weather, and during the recent spell 
of unseasonable weather there was a 
lull in buying garden goods. Warm 
weather this past week stimulated this 
class of business. Prices are un- 
changed. 

JOBBERS’ ye fh Bs gee ae RE- 

TAILERS, F.0O.B. NEW YORK: 

Gertie Hoes 


Black finish, 7 in. steel blade, solid 
shank, 4% ft. ash handle, 49c. each. 
Same with 6 in. blade, bronze finish, 
80144c. each; and with 7 in. blade, 
bronze finish, 81%4c. each. 

Ladies’ garden hoes, 5 in. forged 
steel blade, solid shank, 4 ft. handle, 
63c. each. 


Meadow hoes, forged steel blade, 19 
gage, polished and bronze _ socket 
shank, 4% ft. handle, 91%c. each. 

Nursery hoes, forged steel blade, 
polished and bronzed, solid shank, 
4% ft. handle (ash), 7 in. blade, 80c. 
each. 

Onion hoe, square top, polished 


forged steel blade, 7 x 1% in., bronze 
finish, 4% ft. handle, 80c. to S88c. 
each. 
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packed 12 in a 


to $1.13 
each. 


Garden hoes are 
bundle. ‘ 
Warren type hoes, 9c. 


each. Scuffle type hoes, 89c. 


Cultivators 


Floral cultivator, adjustable 3 
forged steel prongs, malleable iron 
socket, enamel finish, 4 ft., ash hand- 


dles, 59c. each; same with 5 forged 

steel adjustable prongs and 4}: ft. 
ash handle, 84%4c.. each, 
Packed 6 in ‘a’ bundle. : 
Hay Forks 

Strapped ferrule, selected ash hin- 


dles, bronzed and polished, 3 oval 12 
in. drop forged tines, with 5 ft. bent 
handle, $1.13% each, and with 6 ft. 
bent handle, $1.37 each, 

Hay forks are packed 12 in a 
bundle. 

Five per cent discount off all prices 
on spring goods in bundle lots. 


Manure Forks 


Strapped ferrules, oval drop forved: 
tines, selected D ash handles, 4-12. 
in. tines, bronze finish, $1.53% each. 
Same, 5-12% in. tines, $1.86% each. 

Strapped ferrules, steel capped 
drop forged oval tines, polished and 
bronzed with 4 ft. ash handles, 4-12 
in. tines, $1.34 each. Same with 5-13 
in. tines, $1.52 each. 

Heavy mill or street forks, strapped 
ferrules, bronze finish, wood D han- 
dles, with 4 oval 15 in. heavy tines, 
$2. 20 each. All of these manure forks 
are packed 6 in a bundle. 


Mortar Hoes 


: Polished forged steel blade, bronze 
finish, solid shank, 6 ft. ash handle, 
9 in. blade, $1.15 each. Same with 
2 holes and 10 in. polished steel 
blade, $1.15 each. 

Mortar hoes are packed 12 in a 
bundle. 


Potato Hooks 


Solid steel, goose neck, black and 
gold finish, 4% ft. handle, 5 round 
tines, $1.01 each, Same, with bent . 
head, polished and bronze finish, 4 
angular back tines, 94%c. each. 


These are packed 12 in a bundle. 


Steel Rakes 


Light weight, black finish, ash 
handle, 12 teeth, 45%4c. each; with 14 
teeth, 50c. each; with 16 teeth, 54'M%4e. 


each. 
Medium bronze (finish, ' straight 


teeth, 5% ft. ash handle, 12 teeth, 
75%c. each; 14 teeth, polished, S2c. 
each; 16 teeth, 8614c. each. 

Steel bow rakes, curved teeth, pol- 
ished bronze head, 5% ft. ash handle, 
as a $1.07% each: with 14 tecth, 

ea 

Fo Sone packed 6 in a bundle. 


Wire Cloth Sales Fair; 


Future Datings Discontinued 


Wire cloth sales are reported as fair 
in the New York market, and future 
datings have been discontinued by the 
majority of local distributers. There 
has been quite a good volume of busi- 
ness written, and it is believed that 
warmer weather will stimulate addi- 
tional business. Prices quoted are rep- 


' resentative of local offerings. 


JOBBERS’ pag Ag. hg RE. 
TAILERS, F:O NEW YOR 

Wire r= dae ie 12 res "$1.80 
to $1.85 per 100 sq. ft.; galvanized, 14 
mesh, $2.45 per 100 sq. ft.; copper, 
14 mesh, $4.80 to $4.90 per 100 sq. ft.: 
16 mesh, $5.30 per 100 sq. ft.; golden 
bronze, 14 mesh, $5.35 to $5.40 per 
100 sq. ft.; 16 mesh, $5.80 to $5.85 
per 100 sq. ft.; dark bronze, 14 mesh, 
$5.50 to $5.55 per 100 =a, ft.; 16 mesh, 
$5.95 to $6 per 100 s 

Poultry Netting. he Mi store, 50 
and 5 off list of Sept. 19, 1926: from 
factory, 57% off same list. 
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Slight Improvement in Movement of 
Hardware Into Consumers’ Hands 


A 


(Boston office of HARDWARE AGE) 


SLIGHT improvement in the movement of hardware into con- 
sumers’ hands is reported by the retail trade, thanks to more 
favorable average weather conditions the past week. The 


improvement not only applies to the previous week, but to the corre- 


sponding week last year. 


Business could be a whole lot better, how- 


ever, because it can be hardly said there is as yet any real pep to it. 
Reports from numerous other retail lines disclose business as still 
unsatisfactory, consequently the New England hardware dealer has 


a lot to be thankful for. 


Many retail dealers, feeling that the 
mountain would not come to them, have gone to the mountain. 


In 


other words, they have discarded the familiar glass show case and 
have substituted the table method of displaying and selling mer- 


chandise. 


In addition, they have changed the general layout of 


their stores, making it easier for patrons to move about the store 


to inspect goods. 


Circulars, local newspaper advertising and other 


methods of acquainting the public with goods carried are used 


more freely than last year. 


The retail dealer is going after busi- 


ness, instead of sitting down and waiting for it to come to him. 
Jobbers’ sales also show expansion, particularly those of spring 


goods. 


trade in futures; more so than it was a year ago. 


The jobbers state it is still difficult to interest the retail 


Year by year 


there is a growing tendency among retail dealers to confine buying 


activities to immediate requirements. 


Less risk is taken by the re- 


tail dealer by so doing, and his business is kept in a liquid condition 
during those periods when it is difficult for him to secure money due 
on charge accounts and over-the-counter sales are slow. To be 


sure this method of doing business is more costly to the jobber. 


On 


the other hand, retail store failures are remarkably small in num- 


ber. 


Jobbers report collections better than early in April, but add 


there is still much room for improvement. 


AXES. — Jobbers, 
from manufacturers, 
prices on standard makes of axes. 


following advices 


We quote from Boston jobbers’ 
stocks 

Axes.—Standard makes, without 
handles, $14.50 per doz. net. The 
usual extras for weights and handles 


obtain. 
BICYCLES AND TIRES. 
pears to be a broader movement out 
of jobber’s stocks of bicycles and tires, 
yet business is by no means brisk. It 
is sufficiently improved, however, to 
warrant special mention. 





We quote from Boston jobbers’ 
stocks: 

Bicycles.—Men’'s, 20 in., $30.50 each 
net; 22 in., $30.50; arched bar, $31.25; 
motor bike type with double bar, 
$32.75. Women’s, 20 in., $32.75; boys’ 
18 in., $29. 

Tires.—Guaranteed, lots of 25 pair, 
$2.75 per pair net; Thornproof lots of 


25 pair, $3.40 per pair. 
BLACKSMITH SUPPLIES. 
quotations on hoof packing have been 
reaffirmed. 

We quote 
stocks: 

Hoof Packing.—Standard makes, 15 
lb. pails, $2.25 each net: 50 Ib. tubs, 
$6.50. 


BOUQUET HOLDERS.— Mention 
made in jobbing circles of the better 
demand for bouquet holders for the 
Memorial Day trade. People are mak- 
ing more and more of that day each 
year. 





from Boston jobbers’ 


is 


have reaffirmed | 





} 
We quote from Boston jobbers’ 
stocks: 
Bouquet Holders.—Glass, No. 14. 
60c. each net; iron, tulip, No. 2, 
35c. each net; tin, No. 22, $1.25 per 
doz. net. 


‘BUTTS AND HINGES. —New prices 
have been issued by jobbers on stand- 





ard makes of butts and hinges, which 
show a slight advance. 

We quote from Boston jobbers’ 
stocks: 

Butts and Hinges. — Standard 
makes, in case lots, of one size, one 
finish and delivery at one time, 3% 
x 3% in., 18c. per pair net; 3 x 3 
in., 18c. In less than case lots, 3% 
x3 in., 32c. per pair list; 3 x 3 in., 
Sl%ec. Discount, 33% per cent. 


CARPENTERS’ APRONS.—tThere is 
a steady, although not large, demand 
for carpenters’ aprons, it being quite 
evident the average retail dealer is 
carrying small stocks. 


We from Boston jobbers’ 
stocks: 

Aprons.—Carpenters’, 30c. each net. 
‘CHALK AND CHALK LINES.—In 
‘common with most merchandise asso- 
ciated with builders’ hardware, there 
is a call for chalk and chalk lines. 
Buying is conservative in character, 
however. 


quote 





We quote from Boston jobbers’ 
stocks: 

Chalk Lines.—In 50-ft. balls, 60c. 
per doz. net; in 100-ft. balls, $1.15. 
Twisted, in 100-ft. hanks, $15.50 per 
vross.,. 
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Carpenter’s Chalk.—White, $1.54 per 
gross; red, $1.88; blue, $1.88. 


CHIMNEY CLEANERS.—Retail deal- 
ers in certain localities have placed 
some fairly good-sized orders for 
chimney cleaners the past week or 
ten days. The trade in general is 
purchasing sparingly. 


ee quote 
stock 


jobbers’ 


Chimney Cleaners.—Imp Soot De- 
stroyer, $4 per doz. packages, net. 


CLOCKS.—The clock market appears 
slightly more active than it was a 
month ago. Retailers, in making pur- 
chases, apparently are filling in stocks 
rather than increasing their holdings. 
Sales for the first quarter of 1927, ac- 
cording to most jobbers, were slightly 
less than for the first three months 


from Boston 


of 1926. 
We quote from Boston jobbers’ 

stocks: 
Clocks. — Westclox line, Ben Hur, 
plain dial, $2.50 each list. In lots of 
less than 12, $1.76 net; in lots of 12, 


$1.70; in lots of 24, $1.65. Luminous 
dial, $3.50 each net. In lots of less 
than 12, $2.46 each net; in lots of 12, 
$2.38: in lots of 24, $2.32. 


CROQUET SETS.—Jobbers continue to 
round up croquet set business, but the 
process is a slow one. Retail stocks, 
it is commonly understood, are small. 


We from Boston jobbers’ 
stocks: 

Croquet Sets. 
5% in. mallet, 4-ball, 
set net: No. H, $2.75; 
$3.38; 6-in. mallet, 8-ball, 
8-in. mallet, 4-ball, No. AA, 
No. AAY $5.75. 


CULTIVATORS.—Filling in orders are 
reported by jobbers, this class of buy- 
ing comparing favorably with that of a 
year ago. Considering weather condi- 
tions so far this spring, retail dealers 
have done remarkably well with culti- 
vators. 
We 
stocks: 


Cultivators.—Three-prong, $6.72 per 
doz. net; five-prong, $9.60. 


FILES.—The flow of all kinds and 
makes of files out of retail and job- 
bing stocks goes on without interrup- 
tion. There is nothing spectacular 
about trade, yet it is quite satisfactory. 
We jobbers’ 
stocks: 
Files.—Nicho!son line, 50 per cent 
discount; Arcade, 60 and 10 per cent. 


FLOWER BOXES.—Additional book- 
ings have been made this month of 
flower boxes. Sales, as compared with 
a year ago, are about on a par. 


quote 


— Standard makes, 
No. 0, $2.38 per 
8-ball, No. B, 
No. N, $4; 
$4.50; 


quote from Boston jobbers’ 


quote from Boston 


We quote from Boston jobbers’ 
stocks: 
Flower Boxes. — Galvanized steel, 


painted dark green, 24- 
30-in., $13.90; 


water tight, 
in., $10.60 per doz. net; 
36-in., $20.90. 


GARAGE HARDWARE.—A slight ad- 
vance has been made in the Stanley 
line of holders, but no change is noted 


in quotations on garage sets. 

We quote from’ Boston 
stocks: 

Garage WHardware.—Sets, in small 
lots, No. 1776J, $2.25 per pair net; in 
lots of 12 sets, $2.10. Holders, in 
small lots, $2.80 list, less 33% per 
cent discount: in large lots, $1.65 net. 


jobbers’ 
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A Complete, Dependable, Money Making Line 


Every item in this complete, known 
quality line possesses real salability. 

Improvements and refinements have 
been made in the Wood Products. The 
new steel cots, chairs and double steel 
bed present especially attractive values. sncniitaticillinas 
The new, colored lacquer arm chairs Chair 


No. S84 — Folding s e j ically adjusts 
Steel Arm Chair meet the demand for a folding chair anit to tam bole. te 


Combines comfort and suring genuine comfort. 





style with extreme dur- durable enough for camp use, yet attrac- Folds compactly ; light ; 
ability. . > - convenient to carry, 
tive enough for home use, both indoors serviceable. 


and out. 
Remember, “Gold Medal” has been The 


Recognized Standard for 35 years. It 
has been nationally advertised during 
all these years. Its dependability and 
durability are known the world over. 








i nie one And now you can offer it both in Steel No. 11F—Reclining 
No. 6 Chair . air 
Light, comfortable, dur- and Wood. Assures complete comfort; ad- 


justable to 3 positions. Folds 


able. Increased production has made _ sub- compactly. 
stantial price reductions possible on 
many items. There is a_ substantial 
profit on each sale. 

Sold only through legitimate Dealers. 
Get your share of these profits. Order 
from your jobber now. 


Gold Medal Camp Furniture 
Mfg. Co. 


iat icine Stee, Satine 1706 Packard Ave. Racine, Wis. 


Especially practical for camp or tour- 
ist use. Folds compactly. is light 
but sturdy. Folds to 4” x 6” x 31”. 





New No. 35R—Arm 
chair 


No. S1i—Folding Steel Colored duotone lacquer finish 
Cot with seat and back of painted 
canvas. Available in 3 popu- 
lar colors—Chinese red, jade 
green, French blue. Same 
comfort and durability as 
famous No. 35 which is fin 
ished with filler and varnish 
Has rubber cushioned legs 


A rigid cot of super-strength. 
Equipped with tubular’ steel 
frame and_ special leg-lock 
joints. Has non-scratching, 
rounded legs; heavy-weight 
double filled tan canvas cover. 
Weighs only 18 Ibs. 








“GoL_pMEDAL” 
















No. SO—Folding Steel No. 1—The Famous 
Double Bed “Gold Medal” Folding 
Strength tested; extremely ‘ot 
rigid. Kquipped with special An old favorite that is going 
shur-lock leg braces and in- bigger than ever. Sturdy wood 
destructible, non-rusting steel frame, well reinforced at all 
fabricated mattress. Folds joints and points of stress 
easily and compactly to only Constructed for maximum 
48” x 4%” x 4%”. service with minimum weight. 


eS _ ‘ FOLDING__#= = 
—=—"GOLD MEDAL FOLDING 


TRADE MARK REG. 
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HANGERS.—Although a falling off in 
building construction in New England 
is reported, the sale of hangers appar- 
ently is holding its own. Retail stocks 
are far from large, consequently deal- 
ers are constantly in the market for 
fresh supplies. 


We quote from Boston jobbers’ 
stocks: 

ayn —Timber or joist, No. 300, 
for 2 6-in., timber, 18c. each net; 
No. “301, for 2 x 8-in. timber, 20c. 
each net; No. 302, for 2 x 10-in. tim- 
28c. each net; No. 403, for 2 x 
. timber, 56c. each net; No. 213, 
for 3 x 8-in,. timber, 23c. each net; 
. 214, for 3 x 10-in. timber, $1c. 
each net; No. 315, for 3 x iz-in. tim- 
ber, 60c. each net; No. 319, for 4 x 
S-in. timber, 36c. each net; No. 320, 
for 4 x 10 in. timber, 45c. each net; 


No. 321, for 4 x 12 in. timber, 64c. 
each net. 
LATCHES.—Jobbers say they have 


been advised by the Yale & Towne 
Mfg. Co. that a new list of prices is 
on the press. Jobbers take it for 
granted that at least some numbers 
in this line will be Wigher, although 
they admit they have no definite report 
on this subject. 


LOCK SETS.—Inside lock sets, with 
wide bevel, only recently selling in a 
jobbing way at $4.50, are now quoted 
at $5.75. 

PAINTS AND SUPPLIES.—Weather 
conditions of late have been more 
favorable for many kinds of outside 
work, and that fact is reflected in a 
somewhat better demand for all kinds 
and makes of paints as. well as for 
paint supplies, according to jobbing 
houses. 


We quote from Boston jobbers’ 
stocks: 
Ready mixed paints, per gallon, 


Gallon containers, 





et: 
Regular Colors. 


$3.10; %-gal., $3.25; %-gal., $3.40; 
pints, $3.70; 1, - pints, $4.30. 
Outside White.—Galion containers, 
$3.30; W%-gal., $3.45; %-gal., $3.60; 
pints, $3.90; %4-pints, $4.50. 
¢ , 
AMERICAN HARDWARE MANUFACTUR- 


ERS ASSOCIATION AND SOUTHERN HARD- 
WARE JOBBERS ASSOCIATION, Memphis, 
Tenn., week of May 10, 11, 12, 13, 1927. 
Hotel headquarters, New Peabody Ho- 
tel, Memphis. Charles F. Rockwell, 
secretary-treasurer, 342 ,Madison Ave- 
nue, New York City. 


ARKANSAS RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Hotel Marion, 
Little Rock, May 10, 11, 1927. L. P. 
Biggs, secretary, Little Rock. 


HARDWARE ASSOCIATION OF THE CAR- 
OLINAS AND VIRGINIA RETAIL HARDWARE 
ASSOCIATION JOINT CONVENTION at Vir- 
ginia Beach, Va., June 7, 8, 9, 1927. 
Headquarters, Hotel Cavalier, Arthur 
R. Craig, secretary-treasurer, 804-806 
Commercial Bank Building, Charlotte, 
N.C 

LOUISIANA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION, New Iberia, June 6, 7, 8, 
1927. §S. H. Sale, secretary, Shreve- 
port, La. 


| 
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Inside White.—Gallon a er FF 


$3.30; 4%-gal., $3.45; A-gal., 
pints, $3.90; 1 pints, $4.50. 

Dark reen.—Gailon containers, | 
$3.55; %-gal., $3.70; oe $3.85; ~ 
pints, $4.15; 4 -pints, 


Permanent ja ny —Gallon contain- 


ers, $3.55; 4e-gal., $3.70; %4-gal., $3.85; 


pints, $4.15; %-pints, $4.75. 

Vermilion.—Gallon containers, $4.30, 
%-gal., $4.45 %-gal., $4.60; pints, 
$4.90; %-pints, $5.50. 


RADIO GOODS.—Radio sets, tubes, 
etc., are selling better than they were 
a year ago, presumably because 
weather conditions have been better 
for reception. Recently there was a 
downward revision in some styles of 
Cunningham tubes. 
We quote from Boston jobbers’ 


stocks 
Tubes.—Cunningham, No. Cas. 
No. C12, $2.50; No. 


$2.50 each list; 
C299, $2.25; No. X299, $2.25; No. 


CX300, $2.50; No. CX301A, $1.75; No. 
CX300A, $4; No. CX112, $4.50; No. 
CX316D, $7.50. Discount, 30 per cent. 


REFRIGERATORS. —Some of the 
largest retail dealers have covered 
their refrigerator requirements for this 
season. The rank and file of the trade, 
however, is slow in placing its orders. 
Jobbers anticipate a rush to buy by 
the stay-laters next month. 


We quote from Boston 
stocks: 

Refrigerators.—Eddy line in lots of 
less than five, 50 per cent discount. 
Prices range from $24.50 to $170.50 
each list. 

Refrigerator Tools.—Awls, $11 per 
gross; picks, $1.58 and $6.18 per doz. 
net. 


RUBBER BALLS.—In quite a few in- 
stances, retailers who bought rubber 
balls earlier in the season have been 
in the market with repeat orders. Job- 
bers’ sales this season have exceeded 
expectations. 

quote from Boston jobbers’ 


jobbers’ 


stocks: 
Rubber Balis.—Inflated, Red 
2-in., No. 8174, 42c. 
White Star, 2-in., 
31%- or No. 8386, $2; 
$4; 7 No. 8775, $8. 


5- x iy No. 


-in., Return, 1%- 
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in,, No. 8150, 40c.; Junior “i oN 
No. 888, 80c.; League baseball, No 
88, $1.50; Educational, No. 8399, 
assortment No. 8010, one dozen, $2. i 
No. 8025, thirty-four balls inalndine 
display stand, $11.50. 


SCREWS.—As is to be expected at 
this season, there is a livelier interest 
shown in wood screws. The average 
retail dealer is not stocking up heavily 
with any one size or style of screw. 
Rather, he is endeavoring to maintain 
a good assortment. 


We quote from Boston jobbers’ 
stocks: 

Wood Screws.—Flat head bright, 
75, 20, 10, and 10 per cent discount; 
flat head blued, 75, 20, 10, and 10 per 
cent discount add 5; round head 
blued, 72, 20, 10 and 10 per cent dis- 
count: flat head brass, 72%, 20, 10 and 
10 per cent discount; round head, 
brass, 70, 20, 10 and 10 per cent dis- 
count; nickel plated on iron, 65, 20, 
10 and 10 per cent discount; flat head 
galvanized, 60, 20, 10 and 10 per cent 
discount; flat head brass plated, 62%, 
20, 10 and 10 per cent discount; flat 
head bronze, 67%, 20, 10 and 10 per 
cent discount; round head bronze, 65, 
20, 10 and 10 per cent discount; an- 
tique copper plated, 47%, 20, 10 and 
10 per cent discount. 


TOOL BOXES.—Those local jobbing 
houses making a drive on tool boxes 
report fairly good success. Jobbing 
stocks are in good condition, conse- 
quently quick deliveries are made. 


We quote from Boston jobbers’ 
stocks: 

Tool Boxes.—Union line, not cov- 
ered, No. N216, 16-in., _ 90 each list; 


No. N219, 19-in., $4; No. N222, 2-in., 
$4.20: No. N225, 25- -in., _. 

Zinc Covered.—No. Z21 16, 6-in., 
$5.80 each list; No. Z219, 19- in., 36. 10; 
= rib. 22- in., $6.50; No. Z225, 25- 

"Steel Top.—No 2014, 14-in., $4.75 
each list; No. 2016, 16-in., $5; No. 
gel 19-in., $5.25; No. 2022, 22-in., 

mal Steel.—No. 3014, 14-in., $4.50 
each list; No. 3016, 16-in., $4.75; No. 


3019, 19-in., $5; No. 3022, 22-in., $5.25. 
Above prices apply to boxes without 
trays. For boxes with one and two 
trays there is an extra charge. Dis- 
count on less than crate lots, 30 per 
cent; on crate lots, 33% per cent. 





Hardware Conventions 


MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Detroit, Feb. 7, 8, 9, 10, 1928. Head- 
quarters, Hotel Statler; Exhibition, 
Convention Hall. A. J. Scott, secre- 
tary, Marine City. 


MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, White House, Biloxi, 
June 13, 14, 15, 1927. Guy Nason, sec- 
retary, Columbus. 


MISSOURI RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Hotel Statler, St. Louis, Jan. 23, 24, 25, 
1928. F. X. Becherer, secretary, 5106 
North Broadway, St. Louis. 


NATIONAL RETAIL HARDWARE ASSO- 
CIATION CONGRESS, Mackinac Island, 
Mich., June 27, 28, 29, 30, 1927. H. P. 
Sheets, secretary-treasurer, 130 E. 
Washington St., Indianapolis, Ind. 


NEw ENGLAND HARDWARE DEALERS 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mechanics Building, Boston, Feb. 





20, 21, 22, 1928. George A. Fiel, secre- 
tary, 80 Federal St., Boston 9, Mass. 

PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 
rillo, Tex., April 19, 20, 21, 1927. 
C. L. Thompson, secretary-treasurer, 
Canyon, Tex. 

SOUTHERN HARDWARE JOBBERS ASSO- 
CIATION AND AMERICAN HARDWARE 
MANUFACTURERS ASSOCIATION, Mem- 
phis, Tenn., week of May 10, 11, 12, 13, 
1927. Hotel headquarters, New Pea- 
body Hotel, Memphis. John Donnan, 
secretary-treasurer, Richmond, Va. 

TEXAS HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Dallas, Jan. 
17, 18, 19, 1928. Dan Scoates, secre- 
tary, College Station. 

VIRGINIA RETAIL HARDWARE ASSO- 
CIATION will hold a joint convention 
with the Carolinas Association at Vir- 
ginia Beach, Va., June 7, 8, 9, 1927. 
Headquarters, Hotel Cavalier. Thomas 
B. Howell, secretary, 301 E. Grace 
Street, Richmond. 


Reading matter continued on page 70 
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aybe youre on 
the wrong track 


If you have anything to do with doors that slide—heavy doors or light 
ones— you know that the door-hangers run on metal tracks. If the track is 
wrong the doors don't work properly. 

Richards-Wilcox door-hardware—hangers, brackets and track—is so 
well-made, so carefully and scientifically designed, that when it’s properly 
installed it works right; almost never gives any trouble. We know it’s right. 

Lately we've been getting trouble calls; and when we send an engineer to 
straighten things out, he finds that the job has been “botched” by putting up 

some other track than ours. There are cheap substi- 
m tutes being made, and sold to unwary buyers by deal- 
ers who care more for an extra profit than for an 
honest value to a customer. 
The hangers and brackets have our trade-mark 
and name stamped on them; so has 
the track we make. It isn’t a real 
Richards-Wilcox job unless our 
name is on the hangers, brackets 
and track, 















You'll avoid trouble by being sure 

of our mark. Look out for any 

attempt to sell you anything else. 

The guarantee does not apply un- 

less hangers, brackets and tracks 
are Richards-Wilcox. 





AURORA, ILLINOIS, U.S.A. 


New York Boston Philadelphia Cleveland Cincinnati Indianapolis St.Louis New Orleans 
h 


Chicego Minneapolis Kansas City LosAngeles SanFrancisco Omaha Seattle Detroit 
Montreal - RICHARDS-WILCOX CANADIAN CO.,LTD., LONDON,ONT. + Winnipeg 














69 











HARDWARE AGE 





April 21, 1927 


Crop Outlook in Northwest Indicates 
Prosperous Times—Prices Stable 


(Minneapolis Office of HARDWARE AGE) 


ENERAL conditions are slightly improved in the Northwest 
tributary to the Twin Cities during the past week. Roads 


are still nearly impassable, but show some improvement. 
some sections of the country seeding has been started. 


In 
It is said 


that the tone of the buying public always undergoes a change for 
the better as soon as the new season’s crops begin to show through 
the ground. Right at the present time the winter wheat crop is said 
to be in the best condition for several years. 

The one thing that was lacking last year to produce a good crop 


was moisture, and that is present in abundance this year. 


Again 


we wish to emphasize the fact that this is primarily an agricultural 
district, and the whole tone of the market depends on this condition. 


Prices for the most part are stable. 


The change in the price of 


bolts, indicated in the last letter, is shown in the prices quoted below. 
Collections show but little variance from the general tone of the 


last few months. 


AUTOMOBILE TIRES. — Demand is 
increasing steadily. Stocks are well 
filled ready for the spring havest of | 


sales. Prices are steady. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Mansfield tires, 30 
x 3% Liberty cord, $3.60; heavy duty 
oversize, $8.75; 32 x 4 Liberty cord, 
$11.15; heavy duty oversize, $14.50; 
balloon tire, 29 x 4.40, $9.65; 30 x 
5.25; $15.95; heavy duty, 32 x 6.20, 
$26.75: tan tubes, 30 x 3%, $1.70; 39 
x 4, $2.60; 34 x 4%, $3.25; balloon 
tire tubes, gray, 27 x 4.40, $1.90; 29 x 
4.40, $2.95: 30 x 5.25, $2.70; 32 x 6, 
$3.20; 32 x 6.20, $3.70 each, net. 
AXES.—Demand is fair, with stocks | 


ample for the present call. 
not changed. 

We 

f.o.b. 


jobbers’ stocks, 
Single bit base 
weight axes at $16 per dozen and 
double bit base weight at $21.50; 
Plumb’s Dreadnaught unhandled sin- 
gle bit. $14.50: double bit, $19.50: 
handled, single bit, $19.50; double bit, 
$24.25 doz. net. 


BOLTS.—Stocks are well filled for the 
spring trade. Prices are changed to a 


from 
Cities: 


quote 
Twin 


lower level on all but stove bolts on the | 


items quoted below. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities; 
cent; Machine bolts at 60 per cent; 
stove bolts at 75 per cent; 
screws at 60 per cent from new lists. 


BUILDING PAPER. — Prices. are 


filled. 
crease, with the gradual increase in the 
building operations. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Red rosin sized 
paper at $2.90 and tarred felt at 
$3.10 ewt., net. 


CHURNS.—Dealers have bought with 
the thought of the coming demand. Re- 
tail sales are still light, with prices un- 


changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel type churns 


at 45 per cent from lists. 
EAVES TROUGH CONDUCTOR PIPE 
AND ELBOWS.—Demand is slightly 


better, with stocks ready for the spring | 
sales. 


season. Prices have not changed. 


FIELD FENCE.—Retail 
awaiting the time when roads are more 


FILES. 


Prices have | 


Carriage bolts at 60 per | 


and lag | 


ing of the building season. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 28 ga., slip joint, 
single bead, 5-in. eaves trough, $5.50 
per 100 ft.; 28 ga., 3-in., conductor 
pipe, $5.40 per 100 ft., and 3-in., con- 
ductor elbows, $1.73 per doz., net. 
sales are 
passable. Stocks are ready for the 
call, with prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 10 ga. top and 
bottom, 13 ga. intermediate, 26 in. 
fencing at $30.04 per 100 rods. 


Demand is slightly increased, 
with stocks well filled. Garage trade 
and shop trade show some improve- 








stocks, 


% in., 


We quote from _ jobbers’ 
f.o.b. Twin Cities: Bull Dog, 
: oe eo Fi in., 
; Good in., 6- 
"Electric Goubie braid, 


, 50-ft. lengths coupled, 14%c. 
Be 


ICE CREAM FREEZERS.—Jobbers 
and dealers are shaping their stocks for 
the call which will come with warmer 
weather. Prices are firm as quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: White Mountain 
4-qt. freezers at $4.13 and 8-qt., at 
$6.75 each, net. 


LAMPS AND LANTERNS — Dealers 


_are getting their stocks in shape for 


the outing and tourist trade, for there 
is a growing demand in the Northwest - 


for camp lanterns and lamps for sum- 


ment, with carpenter trade beginning | 


at 50 per cent and second grade files 


at 60 per cent from lists. 


GALVANIZED WARE. — Sales are 
steady, with stocks well filled. ‘ Prices 
are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
galvanized tubs at $7.25: No. 2, $8.00 
No. 3, $9.25: heavy tube, No. 1 
$12.60: No. 2, $13.80; No. 3, $15: 
Standard 10-qt. pails, $2.55; 12-qt., 
$2.90; 14-qt., $3.25; stock pai's. 16- 
qt., $5, and 18-qt., $5.50 per doz. net. 


GLASS AND PUTTY.—Spring busi- 


ness in glass is starting to some ex- 
tent. 
steady on this line, with stocks well | 
Sales are showing a steady in- | 


Stocks are being filled up. Prices 
are firm as quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minnesota prices, 
single strength glass, 87 per cent, 
double strength, 88 per cent, and 


strictly pure putty in 50 Ib. drums at 
$4.85 cwt., net. 


to show in sales. Prices have not | 
| changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files 


OIL HEATERS. 


HAMMERS AND HATCHETS. — De-_ 


mand is slightly better, with the open- 
Prices show 


no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole, No. 11% 
nail hammers, $12.60; Plumb No. FH- 
81, $12. Riverside, No. 611%. $12: 
Plumb Broad, No. 2 hatchet, $16.40: 
No, 2 shingling, $12.50; No. 2 claw, 
$13.75 per doz. net. 


HOSE.—Call for hose is = still 


mer cottages. Prices are firm as 


quoted. 
We 
f.o.b. 
globe 
doz.; 


jobbers’ stocks, 
Twin Cities: Long or short 
tubular lanterns, No. 2, $13 
No. L327 Coleman lanterns, 
No. L427, $6; No. C329 lamps, 
No. C318, $7; No. C317, $7.40 
each, net. 


LAWN MOWERS.—Showings of lawn 
mowers are being made in some of the 
city stores, but not to any great ex- 
tent yet. Stocks for dealers are going 
out at a fair rate. Prices have not 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Philadelphia 
Styles A and C, 45 per cent; Style 
K, 40 per cent, Riverside ball-bear- 
ing, 14 <in., $7.90; 16-in., $8.15, and 
18-in., $8.45 each, net. 


NAILS. — Sales are fair, though not 
heavy yet. Prices are unchanged. 


quote from 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.15 per keg, base and 


cement coated wire nails in 100-lb. 


kegs at $3.15 per keg, base. 
MILK CANS.—Demand is normal for 
this time of the year. Stocks are 
ample for present call, with prices un- 
changed. 


We quote from _ jobbers’ 
f.o.b. Twin Cities: Railroad 
milk cans at $2.65 each, net 


Demand is in- 
creasing with the approach of milder 
weather, the oil heater being a most 
useful adjunct to the regular heating 
plant at this time of the year. Dealers 
are filling their stocks, in preparation 
for the opening of the lake and sum- 
mer home season. Prices show no 
changes. 

We 


stocks. 
5-gal. 


jobbers’ stocks, 

Twin Cities: Nesco Perfect 
heaters, No. 12, $5.50: No. 15, 
$7.00: No. 016, $8.25; No. 0190, 
$10.50; No. 151, $7.50; No. 0161, $8.75: 
No. 0191, $11.00; No, 505 Giant, $11.25: 
No. 605, $12.75 each, with discount in 
quantities less than ten, 30 per cent; 
ten or more, 30-5 per cent. 


PAINTS AND WHITE LEAD.—At- 


quote from 


tention of the dealers is still upon the 


very | 


light, with stocks in readiness for the | 


Prices show no changes. 


Reading matter continued on page 72 


materials for interior finishing, as 
that is where the greatest buying is 
at the present time. Stocks of out- 
side finishes are being built up for the 
Paint Up and Clean Up time which is 




















April 21, 1927 













v1 
athe 2 ae 
~ te, ee 
~ ee . “ % 


ae 
~ es 


nadir aan Pe KE oe 
Ss 
. 
” 7 a el 


— 


a 
_ 


- 


a 


ae ee rae 
* -wllaing, 

> PM RIES. . 
ceo i, 


eee 


4 a 
Pte on 
Pes nibs os 
SR. Aa 
aes ees 


- sufi 
weAK Sy Be 
= OR . 
a2 
“ 


HARDWARE AGE 





~_ 


Columbian Tape-Marked Rope is preferred by the trade which has used this Guaran- 
teed Rope for years, as they realize that they are obtaining maximum value. 


Features specially heralded as something new, such as waterproofing and flexibility 
are found in all 


Columbian Rope 


and these have been a regular part of Columbian quality for some time. The added 
protection of the Columbian Guarantee which is found on the red, white and blue Tape- 
Marker, is a feature which no other rope includes. This Guarantee alone gives Colum- 
bian the preference in a majority of cases. The added knowledge that Columbian is al- 
ways up-to-date, together with its own distinctive and exclusive characteristics assures 
preference for the Tape-Marked Rope. 


Ta pe-Marked 


Pure Manila 


If your jobber can not supply you with the Columbian brand, write direct to us. 


ore es 


Columbian Rope Company 


352-80 Genesee Street 
Auburn, “The Cordage City,” .N. Y. 


Branches: New York Chicago Boston New Orleans 
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Seasonal Hardware Improves in Cleveland 


Territory—Prices Show Few Changes 


(Cleveland office of HARDWARE AGE) 


HE demand for seasonal hardware shows an improvement. 


This is particularly true of garden tools. 


Staple lines are in 


fair demand. Salesmen for jobbing houses report a gain in 
orders from the rural districts. However, a large share of retail- 


ers are buying close and many orders are for small lots. 
Builders’ hardware, plumbing equipment 


plies are quite active. 


Mill sup- 


and other supplies used in building construction are rather slow. 
Local building work has been retarded by the still unsettled situa- 
tion in the labor field, wage agreements with some of the unions 


not having yet been made. 


Roofing material is in fair demand. 


Automobile tires, fishing tackle and baseball goods are moving well. 


The market generally is firm with few price changes. 


The price 


situation on bolts and nuts remains unsettled and one local jobber 


is still quoting the old discounts. 
counts on the new price basis. 
Collections are only fair. 


There is some irregularity in dis- 


_ eee 


ALABASTINE.—tThis is still in con- 
siderable demand for the spring clean- 


ing up. 
Cleveland jobbers quote alabastine 
at 15 cents per lb. for white and 16 
cents per Ib. net in 5-lb. packages, 
subject to a 35 per cent discount for 
less than case lots; 40 per cent for 
case lots and 45 per cent for 20 cases 
and over. 
AUTOMOBILE TIRES AND ACCES- 
SORIES.—tTires continue to move im 
very good volume. Dealers are stock- 
ing up freely and retail sales are re- 
ported good. There has been no new 
talk of price advances. 


Cleveland jobbers quote Mansfield 
tires, f.o.b. Cleveland: 30 x 3% in. 
Liberty cord, $6.60; heavy duty over- 
size, $8.75; 32 x 4 in. Liberty cord, 
$11.15: heavy duty oversize, $21.25; 
balloon tires, 27 x 4.40, $9.15; 29 x 
4.40, $9.65; 30 x 5.25, $15.95: 32 x 6, 
heavy duty, $22.50; 32 x 6.20, heavy 
duty, $26.75: tan tubes, 30 x 3%, 
$1.60; 32 x 4, $2.50; 34 x ff $3.10; 
balloon tire tubes, - Stay, 27 4.40, 
$1.80; 29 x 4.40, $1. 30 x 5.25, $2.50; 
33 x 6, $3.10; 32 x B00, $3.50 
We quote from jobbers’ stocks, 
f.o.b. Cleveland: Millers Falls, No. 
145 jacks, $3.75. Derf spark plugs, 
96c. each for all sizes in lots of less 
than 50: Champion X spark plugs, 
45c. each for less than 100, and 4lc. 
each for over 100; Champion regular, 
53c. each for less than 100, all sizes; 
50c. each for over 100. 


AXES.—The demand is slow. 


Jobbers quote f.o.b. Cleveland: 


First grade single bitted rustless 
black finished, handled axes, $19.50 
base per doz.: unhandled, $15.50 per 
doz.; double bitted, handled, $24.50 


unhandled, 
for dozen 
and sim- 
additional 


per doz.: double bitted, 

$20 per doz.; 60c. increase 

lots weighing 42 to 48 Ib., 

iliar advance for each 6 Ib. 

weight increase. 
BATTERIES.—tThere is a very good 
seasonal demand for the ignition type 
of batteries, but radio batteries are 
quiet. Prices are unchanged. 

Jobbers quote f.o.b. Cleveland: 
B and C radio batteries. 


Unit Broken 

Packages Lots 

EE 6 eo van wee eee $1.14 $1.22 
a Ce pateaneseteséued 1.30 1.40 
a ce ke. ce 2.44 2.62 
et SN ae 3.17 3.40 
a SP wibeos ales usa’ 3.33 3.58 
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Dry cell A_ batteries, No. 7111; 
35%c. in standard packages; 40c. in 
broken lots. Columbia igniter dry 
cell batteries; 32%c. in standard 
packages: 36c., broken lots. 


BINDER TWINE.—Jobbers are taking 
a fair volume of business for early 
summer shipment. Regular prices are 


being maintained. 

Cleveland jobbers quite binder 
twine at $6.48% per 50-lb. bale, Cleve- 
land, and $6.37%, Chicago and North 
Plymouth, Mass. Auburn, N. Y., has 
been eleminated this year as a basing 
point. 


BOLTS AND NUTS.—tThe price situa- 
tion on bolts and nuts is still in a some- 
what unsettled state. One jobber is 
quoting less than case lots at 62% to 
66 2/3 per cent off list and in some 
cases is naming the regular manu- 
facturers’ discount of 70 per cent for 
full case lots. Another jobber who 
has a good stock bought at ‘the old 
price is still adhering to the old dis- 
counts. Based on these quotations, 
f.o.b. Cleveland are as as follows: 


Large machine bolts, cut threads, 
50 and 10 per cent off list: small 
rolled threads, 60 and 5 per cent off 


list; carriage bolts, large and small 
eut threads, 45 and 5 per cent off 
list; stove bolts, 75 and 10 per cent 
off list: hot pressed nuts. $6.90 off 
list: small rivets, 65 and 5 per cent 
off list. 


BLANKETS AND ROBES.—Jobbers 
have commenced to take orders for 
blankets and robes for fall shipment. 
With few minor revisions, prices are 
the same as a year ago. 

CORRUGATED ROOFING.—tThe sea- 





sonable demand is quite active. Prices 
are unchanged. 

Cleveland jobbers quote No. 28 
gage 1%-in. corrugated roofing at 
$4.91 per square, f.o.b. Pittsburgh. 

FERTILIZERS. buy- 
ing is over, these are still in fair 
demand. 

Jobbers quote f.o.b. Cleveland: Old 
Gardner, 1 Ib.. 17 cents: ® Ib.. 45 
cents: 10 Ib., 70 cents; 25 Ib., $1. 40; 
50 Ib., $2.45: 100 Ib., $3.85. 


GARDEN HOSE.—Jobbers are getting 


quite a few fill-in orders. Prices are 


unchanged. 
Cleveland jobbers quote standard 
5g-in. double braid molded hose at 


9%c. per ft.; the same in higher 
grade, 10% c. per ft.; standard %-in., 
lle. per ft. 


GLASS BAKING WARE.—This is 

moving in moderate volume, sales be- 

ing larger than a few weeks ago. 
Jobbers quote f.o.b. Cleveland: 


Casseroles.—Round or oval, 1 @qt., 
$1.17; 2 qt., $1.33; 2% aqt., $1.66; 
square, $1.50; casseroles with fancy 
covers, 35c. higher. 

Pie Plates.—8 in., 50c.; 9 in., 60c.; 
10 in., 67c. 
ae Pans.—No. 212, 60c.; No. 214, 

Utility Dishes.—No. 231, 57c.; No. 
232, $1.17. 

Tea Pots.—2- -cups, $1.67; 4-cups, $2; 


6-cups, $2.33. 

GALVANIZED WARE.—Jobbers have 
been advised of a small advance on 
galvanized tubs, pails and sprinkling 
cans, but have not yet changed their 
prices. 
GRASS HOOKS AND SHEARS.— 
Quite a few of these are moving, but 
a better demand is looked for later. 

Grass Hooks.—Little Giant, $5 per 


doz.; Village Blacksmith, $4.50 per 
doz.; Forest City, $4 per doz.; Clear 
Cut, $5 per doz.; 25 cents per doz. 


extra for broken lots. 

Grass Shears.—No. 1, $2.85 per doz.; 
No. 2162, $3.25 per doz.; No. 1269, 
$5.50 per doz.; Pexto, $8 per doz. 


HOSE REELS.—tThese are only mod- 


erately active. 

Cleveland jobbers quote all meta! 
reels with galvanized drums at $18 
per doz. for the plain reel and $21 
per doz. for reels with ratchet. 


ICE CREAM FREEZERS.—tThese are 
not very active. 


Jobbers quote f.o.b. Cleveland or 
factory with freight allowed to des- 
tination on 12 or more as follows: 
White Mountain, 2-qt., $5.65 each; 
4-qt., $8.25 each; 6-qt., $10.45 each; 
8-qt., $13.50 each; this price is sub- 
ject to 50 per cent discount. 

Lightning, 2-qt., $5.50 each; 4-qt., 
$8 each; 6-qt., $10 each; 8-qt., $13 
each; subject to a 55 per cent dis- 
count. 

Blizzard, 2-qt., $5.50 each; 4-qt., $8 
each; 6-qt., $10 each; 8-qt., $13 each; 
subject to discounts of 55 and 7% per 
cent. 

Acme, in half dozen lots, $8 
per doz.: $8.40 
per doz. 


ICE SKATES.—Last year’s prices have 
been reestablished on Alumo_ shoe 
skates, and jobbers have commenced 
to take orders for fall shipment. 


Cleveland jobbers quote Alumo 
skates: standard polished, $6.75 per 
pair; special satin, $5.50 per pair: 
Crusader, men’s and women’s, $4 per 
pair; professional hockey, $8 per pair. 


INCUBATORS AND BROODERS.— 
Brooders are still moving fairly well. 


2-qt. 
in broken packages, 


|The incubator season is over. 


Cleveland jobbers quote incubators 
and brooders at 35 per cent off list 
f.o.b. factory. 


NAILS AND WIRE.—The demand is 





by no means brisk. Building work is 


/not very active and retailers generally 


have fair stocks. 
Jobbers quote 
stocks: 
Nails.—Less than car lots, $2.90 per 


as follows from 


Reading matter continued on page 74 
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teal Profit 
for Grebe Dealers 


Easy Selling 


because the unusual features of the 


Grebe Synchrophase produce superior 
reception. | 


Minimum Servicing 
because sound design and construc- 


tion assure extremely satisfactory 
performance. 


Booklet. HA gives full details. 
Send for it. 


A. H. Grebe & Co., Incorporated 
109 West 57th Street New York City 
Western Branch: : 
443 S. San Pedro St., Los Angeles, Cal. 


Factory: Richmond Hill, New York 
The oldest exclusive radio manufacturer 


—Synchrophase | 
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The Synchrophase 
is also supplied in 
five console models. 
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keg; No. 9 galvanized wire, $3.35 per 
100 Ib.; No. 9 annealed wire, $2.90 per 
100 Ib.; cement-coated nails, $2.90 per 
100 Ib.; polished fence staples, $3.60 
per 100 1lb.; galvanized fence staples, 
$3.85 per 100 Ib. 

Barbed Wire.—Barbed wire stock 
shipment, Lyman, 4 point, $3.20 per 
80-rod spool. Hog wire, $3.45 per 80- 
rod spool. 


OIL AND GASOLINE STOVES.—Oil 
stoves are selling well. Gas stoves are 
only moderately active. 


Jobbers quote f.o.b. Cleveland: 

Oil stoves, Nesco, No. 212, 2-burner 
$11.85 each; No. 215, 3-burner, $14.60 
each; No. 214, 4-burner, $18.60 each; 
Harvard, 2-burner, $11.75 each; 3- 
burner, $14.75 each; 4-burner, $18.85 
each; Harvard range, $48. 

Gasoline stoves, Nesco, No. 82, 2- 
burner cook stoves, $18. 80 each; No. 
83, 3-burner, $23.25 each: No. 84, 4- 
burner, $40.65 each; No. 840 gasoline 
range, $53.25 each. 


PAINTERS’ SUPPLIES.—The demand 
shows more life. Dealers who have not 
good stocks are placing fill-in orders. 
Turpentine is slightly lower, but lin- 


seed oil is unchanged. 

Cleveland jobbers quote as follows: 
Mixed paints, regular shades, best 
grade, $2.90 to $3 per gal. in 1 gal. 
cans. Outside white, $3 to $3.15 per 
gal. in 1 gal. cans. 


Turpentine in bbls., 84c.; less than 


bbl., $99c. per gal. 

Linseed oil in bbls., 95c.; less than 
bbl., $1.10. Boiled, 3c. extra per gal. 
White lead in 100 Ib. kegs, 14%%c. 
per Ib.; in 50 and 25 Ib. kegs, 14%c. 
per Ib.; in 12% Ib. kegs, l5c. per 
Ib.; in 500 Ib. lots, 10 per cent dis- 
count; other prices are net. 
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feed troughs are still in very good 


demand. 

Jobbers quote f.o.b. Cleveland: 8- 
hole round chick feeders, 80c. per doz.; 
12-hole, $1.60 per doz.; 8-qt. Delphos 
galvanized feeders, $9.60 per doz.; 12- 
ho'e Delphos feed troughs, $1.60 per 


doz.; 18-hole, $2 per doz.; 24-hole, 
$2.50 per doz. Strap handle wall 
fountain, 2-qt., $7.50 per doz.; 4-qt., 
$8 per doz.; 8&-qt., $11 per doz. Del- 
phos bottom fill fountains, 1-qt., $2.50 
per doz.; 2-qt., $3.15 per doz.; 4-qt., 
$3.75 per doz.; Delphos thermic foun- 
tains, 2-gal., $2.30 each; 3-gal., $2.60 
each; 5-gal., $3.30 each. 


POULTRY NETTING AND WIRE 
CLOTH.—Wire cloth is in good de- 
mand and there is still a fair call for 


poultry netting. Prices are firm. 

Cleveland jobbers quote: 12-mesh 
black wire cloth at $1.65 per 100 sq. 
ft.; 12-mesh galvanized, $1.95 to $2 
per 100 sq. ft.; 14-mesh galvanized, 
$2.45 per 100 sq. ft.; 16 mesh, $2.75 
per 100 sq. ft.; bronze, 14 mesh, $9.50 
per 100-ft. rolls; 50-ft. rolls, 10c. ad- 
ditional. Poultry netting galvanized 
after weaving, 50 and 7% per cent 
off list: galvanized before weaving, 
50, 10 and 7% per cent off list. 


PREPARED ROOFING.—This is in 
good seasonal demand. A price reduction 
was made a few days ago, but after 
being in effect about a week the old 


prices have been restored. 

Cleveland jobbers quote light as- 
phalt roofing at $1.10 per roll; me- 
a $1.30 per roll; heavy, $1.55 per 
roll. 


PRUNING SHEARS AND SAWS.— 


_ The seasonal buying seems to be about 
POULTRY SUPPLIES.—Fountains and | 


over. 
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Cleveland jobbers quote: 
Pruning shears, Clearcut No. 1004, 
$11.50 per doz.; Pexto, R85, $20 per 


doz.; No. 50, $6 per doz.: No. , 
$3.75 per doz.; Wiss, No. 109, $28 per 
doz.: tree pruners, Handy Andy, 


$12.50 per doz.; No. 5402, Clyde; $25 
per doz.; No. 3, Disston Bulldog, $23. 25 


per doz.;: hedge shears, Disston, 8-in., 
$1.75 each; 9-in., $1.90 each; 10-in 
$2 each. 


ROLLER SKATES.—The seasonal de- 
mand has tapered off. Spring sales 


have been good. 

Jobbers quote f.o.b. Cleveland: No. 
$1.55 each; Nos. 4 
2 each; No. 3, 75c. each. 


ROPE.—Spring sales have been heavy 
and the demand is holding up well. 


Prices are firm. 

Cleveland jobbers quote best grade 
of manila rope at 24%c. per Ib. for 
factory shipment and 25c. per Ib. for 
stock shipment; sisal rope, 15%c. per 
lb. for factory shipment and lé6c. for 
shipment from stock; fodder twine, 
21 oz. and coarser, llc. per Ib. 


STEEL SHEETS.—The demand is only 


moderate. Prices are unchanged. 
Cleveland jobbers quote out of 
stock: No. 24 galvanized sheets, $4.50 
per 100 lb.; No. 24 black sheets, $3.65 
per 100 Ib.; No. 10 blue anneates 
sheets, $3. 25 per 100 Ib. 


SWEEPERS.—Jobbers report a very 


good volume of business. 

Cleveland jobbers quote: Bissell 
standard japanned sweeper with plain 
bearings, $36 per doz.; Grand, with 
ball bearings, japanned, $60 per doz.; 
Universal, japanned, with ball bear- 
ings, $42 per doz. 

Toy carpet sweepers: Little Helper, 

per doz.;: Little Gem, $3.75 per 
doz.; Little Jewell, $10 per doz.; The 
Junior, $16 per doz. 








Twi 
almost upon us. Prices show no’ 
changes. 

We quote from jobbers’ stocks, 


f.o.b. Twin Cities: First grade house 
paint at $2.80 per gal. in 1 gal. cans, 
and white lead in 100 Ib. containers 
at $12.64 cwt., net. 


PUMPS.—Call - still 


stocks in jobbers’ 


is light, 
hands well filled. 


with | 


Dealers are ordering at a rate in keep- | 


ing with sales. It is anticipated that 
there will be a very good trade in all 
water supplies this year. Prices show 
no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Deming, No. 440, 
plain spout windmill force pumps, 


6-in. stroke, $6.85; adjustable stroke, 
$7.50; No. 495 “en discharge 


windmill force, adjustable. stroke, 

$14.35; No. 415, $14 4.65; ‘No 103, hand 

lift, 6-in. stroke, $14.2 No. 182 hand 

lift, 6-in. stroke, 6-ft.. set length, 

$5.25 each, net. 
REGISTERS.—Demand is fair, with | 
stocks well filled. Prices have not 
changed. 

We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Cast iron regis- 
ters, 20 per cent, and wrought steel 
registers, 40 per cent from lists. 


ROPE.—Call for rope is steady, with 
no high spots at present. Prices are 
firm as quoted. 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Best grade manila 
rope at 25c. Ilb., base, and best grade 
sisal rope at 18e. Ib., base. 


SANDPAPER.—Demand is fair, with 


stocks well filled. Prices have not 
changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best Grade No. 1 


sandpaper at $5.10 per ream: second 
grade No. 1, $4.70 per ream, and gar- 
net No. 1, $16.75 per ream 


are unchanged. 





Cities Market—(Continued) 


(Continuted from page 70) 


Dealers are ready for the spring sales 
in this line, with stocks well filled. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Common 2-8 x 6-8 
screen doors, $1.58; and fancy 2-8 x 
6-8 screen doors, $1.97 each; Sher- 
wood adjustable 24-in. window 
screens, $6.20; and Wabash extension 
24-in, screens, $5.00 per doz., net. 


SCREWS—Sales are showing the ef- 
fect of the opening of the building 
season, with stocks well filled. Prices 


‘ 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws at 80-20 per cent: flat 
head, japanned, 72%-10 per cent; 
round head blued, 7744-10 per cent; 
flat head, brass, 774%-10 per cent; 
round head, brass, 75-10 per cent 


from lists. 


| SCYTHE SNATHS.—Stocks are ready 


for the sales which will start in the 


next few months. Prices are un- 
| on 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Scythe snaths. 
$13.20 doz., net. 
_ SOLDER.—Call is steady, with but 


little change from that of the last 
few weeks. Stocks are ample for the 
demand, with prices slightly lower than 
last quoted. 


We quote from 
f.o.b. Twin Cities: Warranted half 
and half solder at 44c. Ib., and strict- 
lv half and half solder at 43c. Ib., 
- net, in 100-lIb. lots. 


jobbers’ stocks, 


STEEL SHEETS.—Here also the open- 


ing of the building season shows some 


effect. Stocks are well filled, with 
' prices firm. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized steel 
sheets at $5.15 ecwt., base (24 ga.) 


SCREEN DOORS AND WIN _DOWS.— | 
Reading matter continued on page 76 





and black sheets, $4.30 cwt., 

base (24 ga. 
WHEELBARROWS. — Sales to con- 
tractors. have started, with perhaps a 
slight demand from the homeowner. 
Stocks are ready for the trade, with 
prices steady. 


We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: Queen “B,”’ fully 
bolted barrel type tray wheelbar- 
rows, $40.00; Meteor, fully bolted, 
$36.50 doz.; No. 2T tubular, $7.33; 
No. 1 garden, $4.00 and No. 1G Amer- 
ican Garden, $6.25 each, net. 


WIRE. — Barbed wire movement is 
starting, with a fair demand for wire 
for construction purposes. Stocks are 


steel 
) 


in good condition, with prices un- 
changed. 
We quote from jobbers’ stocks, 


Painted cattle wire 
at $2.93 per 80-rod spool; painted hog 
wire at $3.13 per 80-rod spool; gal- 
vanized cattle wire at $3.13 per 80- 
rod spool; galvanized hog wire at 
$3.34 per 80-rod spool; smooth black 
wire, No. 9, $3.15 cwt., and galvanized 
smooth wire at $3.60 cwt., net. 


WIRE CLOTH.—Sales in a retail way 
have not yet started, but the major- 
ity of the dealers have the _ initial 
stocks ready. Prices have not changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black painted wire 
cloth, 12 x 12 mesh, $1.70 and alumi- 
num, 12 x 12 mesh, $2.10 per 100 ft., 
net, base. 
WRENCHES. — Sales are fair, with 
stocks well assorted. Prices have not 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Agricultural 
wrenches, 60-10 per cent; key model 
wrenches, 45 per cent; engineers’ 
wrenches, 50-10 per cent, and Trimo 
pipe wrenches, 65 per cent from list. 


f.o.b. Twin Cities: 
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‘Move ithere move tt there move 1t everywhere 


if the floor is : finished with 


HE only damage 
is to the family 
temper! “61” 
Floor Varnish was made 
to withstand abusive 
treatment on floors. The 
moving of furniture, the 
constant tramp of heavy 
feet, the boisterous play 
of children and the usual 
household accidents are 
all in the day’s work for 
“61.” It is heelproof, 
marproof and of course, 
waterproof. Send forthe 
sample panel and test it 
witha hammer. You may 
dent the wood but the 
varnish won't crack. 
“61” floors are a relief 
to the tired housewife. 
Simply clean when de- 
sired, with a dust mop or 
soap and water. Lino- 
leum lasts indefinitely 
if protected with an oc- 
casional coat of ‘‘61.” 


PRATT @ IAMBERT 1 C 











- 


FLOOR VARNISI 





\ 
\ 
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Everywhere in your 
home, on furniture and 
| woodwork, “61” Floor 
| Varnish will wear even 
longer than on floors and 
linoleum. 

There are six semi- 
transparent woodstain 
“61"’ colors which stain 
and varnish in one stroke 


of the brush, besides the 


a 2 


PAE nfs 





well known Clear Gloss 
! . and theever popular Dull 
} | Finish. They flow on 
Nj smoothly and dry with- 
; _# out showing laps, streaks 
se or brush marks. 

; j GUARANTEE: If any 
4 A} «Pratt & Lambert Varnish 
—————————ee Product fails to give sat- 


From a painting by M. Stocaton Mulford Copyright 1927, P&L 


FREE SAMPLE PANEL finished with “61” Floor Varnish 
will be sent on request. Try the ‘hammer test” on the panel! 


Color Card and iiumes of local dealers will also be sent you. P&L Vapagh Prod- 
PRATT & LAMBERT-Inc. 


ucts amg ok painters, 
114 Tonawanda Sireet, Buffalo, N.Y. itects 


Canadian Address: 20 Courtwright Street, Bridgeburg, Ontario . 
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isfaction youmay have your 
money back. 
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G1" LACQUER E@ 
Wherever a quick, durable, 


JY finish is desired, use “61” Lacgut 
Most recent development of the Prat 
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MODERATE 
PRICED 


for Farmers, 


Householders, 
etc. 








ime up 
your tool line 


or this 
moderate priced 
market 


Ne every man can buy a Packard 
+ “or needs one. Same with tools. 
Chain-stores have brought down price- 
levels on thousands of items, including 
tools. Moderate pursed people want 
moderate priced tools. They haven't 
a mechanic's need for super-quality. 

















A lot of new buyers and big ones added 
Craftsman Tools in 1926 to their line. 
They did it to broaden their market. 
We make moderate 





priced goods for JY \ 
farmers and house- Sie dinaieeealils 
holders who use a meunnee, teen, 
. house XPS, en's 
tool occasionally. ren paced pocctg 
‘ . yitchineg horse 
Send for catalog . 44 : oa BER whe 
: 5 iron washers, tool 
and prices. kit assortments, 
ball pein hamuners, 
° enginee rrenches., 
Moderate Priced Tools auto wrenches, 
| for Moderate Priced ee eee 
| Buyers 




















Cralisman fools 


Craftsman Tool Company 
Champaign, Illinois 
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Put On a Demonstration Sale 
(Continued from page 51) 


stration will assist you in preparing your advertising 
program. It is to their interest to do so. The more 
goods you sell the more they will help you. 

Demonstrations stamp you as a progressive dealer 
in your community. People who read your ads, who 
attend your exhibit, who hear about what you are at- 
tempting to do will remember you. It is only logical 
that they will assume that if you are a progressive and 
intelligent merchandiser of automobile accessories that 
you will be equally well stocked and well informed in 
regard to other lines of hardware merchandise. ‘Thus, 
a demonstration on auto accessories invariably has the 
effect of stimulating interest and sales in other depart- 
ments of your store—provided that you actually do keep 
the other departments of your business up to the same 
level as the one in which you are holding a demonstra- 
tion. 

It is not necessary to have a demonstration on a com- 
plete line of accessories at the same time. Hold a 
demonstration on one or two at a time, until you have 
built up your business sufficiently to warrant a larger 
undertaking. 


Training the Builders’ Hardware 
Salesman 


( Continued frow page 49 ) 


That’s the story as we traced it from Michigan and 
Florida to the hardware city of Connecticut. It demon- 
strates the value of knowledge from a merchandising 
standpoint, and it likewise illustrates the interest which 
manufacturers, wholesalers and retailers are giving to 
the great problem of employee education. 

It indicates a new trend in merchandising; a trend 
which will in time lead all makers of lines involving tech- 
nical knowledge for proper selling to become educators 
as well as manufacturers. This will eventually mean 
better profits for retail hardware merchants and greater 
efficiency of men behind retail counters, whose lack of 
knowledge has always been one of circumstance rather 
than choice. 





Now, when the motor camping season is commencing and sum- 
mer homes are soon to be opened, is the time for you to stimu- 
late sales on motor campers’ and summer vacationists’ equipment 
and outdoor sporting goods by making your window display such 
as that featured above. This display was made bv F. C. Monier 


& Bro., New Britain, Conn. 











April 21, 1927 


Mechanics Needs Do Not End 
with the Purchase of Tools 


(Continued from page 47) 


This scheme met with approval and the workmen be- 
gan to give the firm orders in exchange for the courtesy. 
On Aug. 27 letters were sent to all mechanics inviting 
them to the store for a tool demonstration. Manufac- 
turers’ agents were present to demonstrate their lines and 
to offer solutions to any tool problems which the me- 
chanics might bring up. A number of good tools were 
given away and out of some 500 who had received cards, 
189 registered at the first demonstration and one clerk 
sold $245 worth of tools on the Saturday afternoon. 
Tool sales regularly doubled on Saturday afternoons. 

It was necessary to have it thoroughly understood 
‘hat such a plan would refer to tool sales only and that 
cards would be issued only to mechanics who made their 
living with tools. 

The window used in connection with the tool demon- 
stration is illustrated. The panel boards at the back of 
the window furnished a fine way of showing these tools 
to the best advantage. The elevated platform and the 
sloping approaches also gave a large amount of room 
for display. The large drill made of wood, which rotated 
in the center of the window, furnished the necessary 
motion to arrest attention. Wm. H. Owens trimmed the 
window and made the signs. 

The whole plan of the Hennipin Hardware Co. has 
proved successful and has helped to build up not only 
tool sales but has increased business in other lines. 

The big feature of the whole plan does not have to 
do with the issuance of the discount cards. These cards 
are used as levers to arouse the interest of the mechanic 
as well as afford him some saving on the tools with which 
he earns his daily bread. The big idea was, however, to 
vet all mechanics interested in the tool department and 
to bring as large a share of that business to the store 
as possible. This meant increased business all the way 
‘round. The majority of mechanics are auto owners 
and they need accessories. A great many of them hunt, 
fish or enjoy some other outdoor sport and the supplies 
for these trips are on sale at the Hennipin Hardware 
store. Consequently, the big feature of the scheme was 
to make the mechanic consider this particular hardware 
store his own individual headquarters and source of 
supply. 

Mechanics of all kinds, and this would include skilled 
labor, have never received as high pay as they are getting 
today. They have more money and this money is being 
put into circulation for the things they need and enjoy. 
Now is the time for the hardware store to make a bid 
for the business of those classes of trade. It ought to be 
all cash business and is decidedly worth going after. 
First quality tools will be the only thing that will keep 
these customers coming back week after week. 


THE RAIN 


I never cuss the gentle rain, 
It is the friend of man, 
It brings the watermelon up, 
It gives us oats and bran; 
But best of all it lures from out 
Their deep and darkened holes 
The agile angle-worms to dance 
Around our fishing poles. 
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Setting the Stage 
For Faster Selling 


Literally thousands of retail hardware dealers have 
proven there’s one sure, infallible, practical way to 
increase sales and make more money: Display your 


merchandise out in the open, in Warren Fixtures 
and on Warren Display Tables, where customers can see you 
carry the merchandise they want. They buy more; you will make 
more—and with less stock, less labor—attract new trade. 


Warren Nickel Plated Sample Holders 





No more rusty, shopworn or tarnished samples to be 
sold for less than cost. 





Warren Nickel Plated Sample Holders, with a wide 
variety of styles and sizes, are simple, practical and 
designed expressly to hold and display samples of 
merchandise on Swing Panels, Drawers, Sample 
Boards, Wall Fixtures, etc. Especially desirable where necessary 
to exchange, remove and sell samples. Made of English Spring 
Steel, nicely nickel plated. Folder No. 65 illustrates and describes 
our complete line. Check and mail the coupon. 


If planning store changes, send for the Warren Catalog 
of Store Fixtures. Check and mail the coupon. 


“Sell From Display Tables’’—a folder showing the 
possibilities in this method of displaying and selling 
merchandise. Check and mail the coupon. 


“THE WARREN BLUE BOOK” of practical store 
plans is full of ideas for making store changes. Sent 
free on request. Check and mail the coupon. 


J. D. Warren Mfg. Company 
159 No. State St. 


Oe oe ee ee ee ee ee ee ee ee eee eee ee ee ee eee ee eee eee ees ses 


J. D. WARREN MFG. CO., Chicago, III. 
[}] The Warren Fixture Catalog. 
(j] Display Table Folder—-‘‘Attract More Sales."’ 
[] The Warren Blue Book. [] Sample Holder 
Folder No. 65, as featured in Hardware Age. 


Chicago, Illinois 


Please send me: 


DN  ~ otd-o og ROU OG e bbe se Oss 4600S 6 0646666 66R OOOO : 


SR Rte s oo bs pees De ae ead dw oes 60 606.0604 ' 
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No. 4 CRYSTAL 
COFFEE MILL 
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Why Authorities Agree on Good Coffee 


The chefs who preside over the 
Cuisines of our many famous hotels 
and restaurants, are unanimous in 
declaring that freshly ground coffee 
beans make the best coffee. These 
authorities fully appreciate’ the 
many chances for adulteration in 
ground coffee. They take precau- 
tions accordingly, by grinding only 
the amount of coffee necessary just 
before using. 

The same excellent results ob- 
tained by these precautions can 
also be obtained in the home by 
means of the Arcade Crystal Coffee 
Mill. Arcade National Advertising 
has told millions of housewives 
everywhere how to make better 
coffee. Asaresult this has created 
a large potential market for these 
mills. It remains only for you to 
close these sales. Write us for a 
supply of our attractive folders— 
“6 Rules for Making Better Coffee.’”’ 
Distribute them to your customers 
—they will be interested. 

The No. 4 Crystal Coffee Mill is 
finished in blue, white or black 
enamel. Adjustable grinding burrs, 
air tight glass canister and grad- 
uated receiving cup are features 
of real merit. Handsome, yet al- 
ways serviceable. 


Write us for catalog. Ask your jobber 
jor prices 





ee . —~. 


Proper display is half the secret of successful selling. 
The white enamel display stand shown above makes it 
possible to present Arcade Crystal Coffee Mills effectively. 
Furnished without cost to you—the only charge being 


ARCADE MANUFACTURING CO. 
Freeport, Illinois 
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“Under the Whip” 


H. W. Noren, 546 Greenfield Avenue, Pittsburgh, 
writes the editor of HArpWARE AGE as follows: 


Dear Sir: This is one storekeeper’s reaction to your 
and Mr. Mappes’ addresses at the Pittsburgh Whole- 
saler’s Market Week. You both gave us the same advice 
and it was good advice. It can be boiled down to two 
words: “Work harder.” But none of us will take your 
advice and for this reason—that no person applies the 
whip to himself. 

The chain store is rapidly putting both the indepen- 
dent retailer and the jobber out of business. Market 
Week blow-outs may blow a little glow into the dying 
embers but unless more fuel is forthcoming the fire dies 
out. 

I know personally a middle aged gentleman who con- 
ducts a chain store. His store is order itself. Every 
morning he dresses the front with great care, stacks the 
goods and marks the prices. He keeps the store spot- 
lessly clean. Every few days he cleans the windows 
and changes the display. He does all this because 
another man holds the whip and his job lasts only so 
long as he does all these things and not one day longer. 
This gentleman had a store of his own of the same kind 
for many years. If he had done all these things for 
himself he would still have owned that store. But no 
man applies the whip to himself. 

The chain stores will grow and prosper just so long 
as jobs are so scarce that there is an ample supply of 
fairly competent men who are willing to stand the whip 
in order to have a job. 

Within the six blocks of Greenfield Avenue that makes 
up this little business district are thirty store rooms with 
twenty-nine merchants doing business of one kind or 
another. Seventeen years ago when this writer came 
here there were sixteen. In these seventeen years there 
have been engaged in business here, all told, eighty-two 
merchants. Fifty-three have sold to successors, quit or 
failed. Of the original sixteen three are still in business. 
Of these three, two owned their real estate when they 
started and the third acquired his eight years ago. Of 
those who started as tenants none remains save the one 
who later acquired his business premises. 

That this condition is general throughout the country 
we all know. The loss due to the slaughter of business 
is great aud the jobber has taken his share of it. The 
chain store takes but little. 

The writer is the third one mentioned. A _ friend 
helped us get the real estate eight years ago. We can 
now sell it for five thousand dollars more than we paid 
for it. 

As merchant I have rendered great service to this 
little community. My reward has been the scantiest 
living. As a landlord I have rendered no service at all 
but my reward is fine. Were I not a landlord there is 
no likelihood that I would still be in business, for rents 
have soared since I was a tenant. 

The remedy is plain. Henry George spent his life 
teaching it to us. But who wants a remedy? If among 
those jobbers and their retail customers who heard you 
there had appeared one to explain the reason for their 
woe, he would have been thought a crank, a pest, or 
worse. 

Merchants are happy only when their heads are buried 
in the sand. Their children will be business men under 
the whip. 

And, Mr. Editor, if you want to lose your job you 
may print this letter and comment on it. But do not 
print it in part. Use the whole of it or none. 
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Philosophical Business 
Speculation 
(Continued from page 43) 


the War. Then, when their brothers in business were 
suffering in the liquidation of 1920, they were having a 
good business as a result of the building boom. Now, 
ten years after the Armistice, there are signals that 
everything is not quite so satisfactory in the builders’ 
hardware business. Production has out-stripped demand. 
Demand is contracting. 

* * * 

What are the builders’ hardware manufacturers going 
to do about it? Are we to see a war to a finish or, on the 
other hand, will moderate, deliberate and sane counsels 
prevail? Will an orderly retreat in the builders’ hard- 
ware business be carefully worked out? Will profits that 
have been earned be conserved and will losses due to 
desperate and reckless competition be minimized? Will 
both jobbers and retailers, by reason of this orderly, well- 
regulated retreat, be protected from inventory losses of 
stocks on hand? 

* * * 

In our opinion, the present situation and the future as 
we see it gives the captains at the head of the builders’ 
hardware business of this country an opportunity not 
only to show a broad and liberal vision, but also the 
ability to guide their line of business over a period that, 
while it may not be a crisis, at least is full of cross cur- 
rents that may easily result in losses. 

* . . 

It would seem that the new wisdom in American busi- 
ness will be scientific study of conditions and conferences 
of competitors to adjust production to the changing 
phases of consumption. Any student of business condi- 
tions realizes that business is becoming more and more 
of a profession. As in other professions, the basis of 
accurate knowledge is scientific study and research into 
changes that are taking place. 

* a * 

By reason of a careful study of current conditions and 
by forecasting the future drift of business, the gambling 
element or the factor of chance in many lines has been 
reduced to a minimum. Nevertheless, from time to time, 
the business analyst is surprised at the tremendous losses 
that it would seem, in a large measure, could have been 
avoided. Take, for instance, the rubber situation with 
the rubber companies. Rubber was artificially manipu- 
lated up to such a high price that the danger of the situa- 
tion should have been apparent to all. Nevertheless, 
some concerns dealing largely in rubber continued 
merrily on their way, accumulating inventories of this 
high-priced rubber stock, declaring dividends out of sur- 
plus and acting generally with a blind confidence that a 
day of reckoning would never come. It does seem, in 
the case of several of these companies that have suffered 
| so terribly from the precipitous decline in rubber, that a 
little careful foresight and preparation for what was to 
come would have minimized their heavy losses. 

* * x 

Then we have seen what has happened in the woolen 
business. In every family, it must have been evident that 
the consumption of woolen goods was almost passing out, 
but still the woolen goods manufacturers continued pro- 
duction until they were face to face with a stone wall of 
a serious financial crisis. Nevertheless, if you had asked 
any woman in the past two or threé years about the con- 
sumption of woolens in her family, she could have told 
you exactly what was happening. She would have said 
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Dealer 


ERE are three big reasons why every 
Hardware Dealer can make good profits 

on Presto Pipe Opener, Presto Bowl Cleaner 

and Presto Tile and Porcelain Cleaner. 


No cut-price competition. You won't 
find neighboring chain grocers or cut rate 
stores selling Presto Products for less than 
youcanafford to sell them. In fact, they won't 
be selling Presto at all! Presto Products are 
only distributed through hardware dealers. 

No Competition on Quality. The 
quality and efficiency of Presto Products is 
superior by far to any similar products. We 
guarantee quicker and better results with 
Presto Products. This guarantee is backed 
by 29 years of fair dealing with the hard- 
ware trade. 


A big demand and good repeats. 
There's no question about the big demand 
for this class of products. Sell customers 
any Presto Products once and you've made 
many repeat sales. 


Write today for introductory dealer 
oposition on Presto Products te 
andled through your regular jobber. 


The Cham. 
Chemical 





Company 
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AC M F THE DOLLAR 
ICE CREAM FREEZER 
Such is our confidence in the quality, work- 
manship and efficiency of the all-metal 
Acme Freezers that satisfaction is absolutely 
guaranteed. Dealers protected 
on every sale. 2-qt. Bright 
Galv., $1.00; 2-qt. and 4-qt. 


Enam. Galv., $1.25 and $2.25; 
Pint ACME Jr., 60c. 




























GREEN’S 


Improved 


_j STOCK BOXES 


For the convenient hand- 
ling of shelf hardware. 
A strong, attractive box 
at low cost. 

Made in an assortment 
of sizes to fit every hard- 
ware need. 


Write for NEW Illustrated Price List 
THE GREEN CO., 250 W. 57th St., N. Y. 











IVER JOHNSON 
EVERYDAY SELLERS 


BICYCLES 
VELOCIPEDES 
JUNIORCYCLES 
REVOLVERS 
SHOT GUNS 


Send for Catalogue and Prices. 


MAKE EVERY DAY COUNT 


Iver Johnson’s Arms & Cycle Works, Fitchburg, Mass. 
New York: 151 Chambers St. Chicago: 108 W. Lake St. 
San Francisco: 717 Market St. 








PAINE PIPE STRAPS 


In Five Pound Cartons 


Stops careless waste. 
Send out on the job in cartons. 
Balance returned in cartons. 


NO MIXED SIZES 


Uniform Gauge. Galvanized. 
Very convenient to handle. 


Order in cartons or bulk. 


ieee. Bh Prices Right. Samples Free. 
“Ft SIRAP) » Shipments Prompt. 


We Sell to Jobbers only 


THE PAINE COMPANY 


2951 Carroll Ave. Chicago, IIl. 
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that no one in these days of super-heated houses, of well- 
heated trains and of the almost universal use of closed 
automobiles, was wearing, or would ever again wear, 
heavy clothing. She would also have had something to 
say about the changes in styles. It must be understood, 
however, that even these changes in styles would not 
have taken place but for these other factors in the case. 
* * * 


The shoe business suddenly awakened to the fact that 
the sale of men’s shoes had decreased in the United 
States in the past year or two about 33 1-3 per cent. Shoe 
concerns were overstocked with leather. They were 
overstocked with shoes. What was the cause? An in- 
vestigation developed that on account of the automobile 
and the use of ridden machinery on farms, men were not 
wearing out their shoes as fast as they formerly did. In 
other words, we have become a riding, instead of a walk- 
ing nation, and riding does not wear out shoes. Now the 
shoe business is adjusting itself to a decreasing demand 


in men’s shoes. 
* * * 


(in the other hand, women, instead of wearing sensible 
shoes, have been buying light, flimsy footwear that 
quickly wears out. As a result, while the quantity of 
men’s shoes consumed has decreased, the number of 
pairs of shoes bought by women has increased notwith- 
standing the use of the automobile. However, couldn’t 
any shoe man have figured out these changes if he had 
just taken the time and trouble to size up what was hap- 
pening in his own family? 

* * * 


These meditations lead us to conclude that what is 
needed in every line of business is thinkers who will study 
the facts, figures and tendencies, not only of the current 
drift of each business, but who will especially devote their 
speculations to the future course of each industry. It is 
well-known that men active in business are so immersed 
in details that they cannot grasp general tendencies 
They are like the man whe could not see the forest be- 
cause of the trees. 

x * x 

We are receiving numerous letters asking what will 
be the ultimate outcome of the chain store system; what 
will happen to the independent retail merchant; what is 
going to happen to the national jobber ; what will be the 
evolution of the local jobber. All of these are problems, 
as our philosopher friends would say, “almost entirely in 
the realms of speculation.”” We can all have our guesses, 
but with the new factors that arise from time to time, it 
would take a great deal of self-confidence to predict that 
exactly this thing or the other thing is sure to happen. 

* * * 


On the other hand, it would certainly be interesting to 
take up any one of these problems and put on paper the 
several things that may happen. Writing down the pos- 
sibilities, putting them in black and white, would at least 
clarify our thoughts. One thing we know—that is that 
changes are taking place, and will take place, very rapidly. 
In the next twenty-five years, it is reasonable to conclude 
there will be far more fundamental changes in the dis- 
tribution of goods in this country than in the past twenty- 
five years. These changes will directly affect large in- 
vestments in our present going institutions. 

* * x 


It is evident that what we need is more merchants who 
are speculating upon the future of business. A barometer 
that records what the weather was yesterday may have 
some value, but the barometer that indicates accurately 
what the weather will be tomorrow is far more useful. 
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BOB-A-LAWN 


**The Pushless Lawn Mower’”’ 


This is the first and only 
Motorized Hand Lawn Mower. 
It’s a hand mower in the sense 
that you guide and control it, 
and walk behind it just as you 
would a regular hand mower, 
but it is operated and propelled 
by a gasoline motor. All you 
need do is to guide it and hold 
it in position. The motor does 
the rest. 


There is only one control— 
a handy lever on the handle: no 
spark or throttle to bother with; 
no complicated parts to get out 
of order. 


They All Need It 


Every Park and Cemetery, every 
Court House Grounds, every School 
House, every Country Estate, every 
fine Home Lawn needs the Bob-a- 
Lawn. It sells on sight. 

There is a market in every com- 
munity for the Bob-a-Lawn. Send for 
information as to prices, discounts, 
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Cushman Motor Works 


1005 N. 21st St. 


Lincoln, Nebr. 


Warehouse Distribution from Norfoik, Va., Jackson, Mich., and 
Pacific Coast. points. 





















“The Blade With the Reputation” 
Makers Since 1888 


CLEMSON BROS., INC, 


Middletown, 


New York 


Olive-Knuckle 


81 


The Knuckle of the Hinge is a copy 
of the popular French “Olive-Knuckle” 
Hinge which sold at about $3.50 per 


pair in iron. 


We offer this Hinge in 


iron (malleable) at a price which makes 


its use possible in competition with ordi- 


nary butts. 


Brass or Bronze Metal. 


Friction Stay 


When applied to 
Doors, Hinged Win- 
dows swinging in, or 
Transoms, holds them 
open in any desired 
position, or when 
closed absolutely pre- 
vents rattling. 

Designed on the 
principle of a multiple 
disc clutch, with 
friction surfaces 
inch in diameter; 
tion adjustable. 


Circular upon request. 


THE OSCAR C. RIXSON CO. 


4450 CARROLL AVE. 


NEW YORK OFFICE, 


CHICAGO, 
PARK AVE., N. Y. 





The Saw Test 
—proves that the locking bolts cannot 
be sawed. ade in 

ue} rim and mortise, 

P front and store 


( dow patterns. 
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ae) KEIL" LOCK 


Supplied in Malleable Iron, 


ILLINOIS 






It is guaranteed bur- 


glar-proof — it 


makes 


security doubly sure— 


it sells without effort. 


Francis Keil & Son, Inc. 


401-425 E. 163rd St. 


New York 
1876 

A Half Century of Progress 
1936 









OO 
bo 















































Casement Windows stay put with 


WY ~ . 


- 2 
> 8 
> ¥ 3s 


Control Lock 


and it creates sales that “stay put’’ too. 


“ 





Your greatest profit comes from the sale of 
products that stay sold,— products that do 
not require an endless amount of service. 


The Monarch Control Lock is gaining favor every day, 
with dealers everywhere, because a sale is a sale, not 
the beginning of aseriesof service calls thateatup profits. 


Nothing toget outof order—no pins, gears or ratchets. 
Silent and positive in action and simple in construction. 
The only Control Lock on the market that locks posi- 
tively and securely on the extreme end of the operator, 
right on the sash. Wind pressure cannot break the hard- 
ware as there is no leverage on the operator. That's 
why users like it. 


Contractors and builders like it because more per hour 
can be installed, which lowers labor costs. No specia! 
frame construction necessary. It comes completely 
assembled, packed in individual containers, ready for 
installation. Furnished in a variety of finishes. 


eS ——2 
The MONARCH Automatic Stay 


for in or out-swinging casement wind- 
ows, wood or steel, transomsor pivotal 
windows where locking feature is not 
needed. Not necessary to take apart 
to make adjustments or install. Fric- 
tion increased or decreased by slight 
| turn of outer tube. Furnished in any 
finish desired. 













i 
Write or Wire Now 


There is a complete line of Monarch Casement Hardwafe built 
and guaranteed by a factory with more than 20 years experience. 
If you are not familiar with Monarch products and the Monarch 
Profit-making Proposition for Building Hardware Merchants you 
owe it to yourself to get the facts now—before the building 
season starts. 


MONARCH METAL PRODUCTS CO. 
4961 Penrose St. St. Louis Mo. 


Makers of the famous 
< Monarch Interlocking Self-adjustring Weatherstrip y, 
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a SELLS EASY 


1927 


: 


TACiFiIC 





Combination Model Rim Tool With 
Telescopic Legs 


The fastest, easiest-to-use rim tool is earning real profits for 
many stores. Large shop model (fits all rims) $10.00 List. 


Junior Model $5.00 List. See your jobber. 


PACIFIC RIM TOOL CO. 


16606 Waterloo Road Cleveland, Ohio 
Seattic: 2339 tith Ave, N. Expert: 44 Whitehall St.. New York City 





Olive 





| 


FOR 64 YEARS A NAME REPRESENTING 


Quality and 


| . 

Service 
Bolts of All Styles—Nuts— 
Rivets — Washers — Wagon 
Hardware—Pole Line Ma- 


terial—Track Bolts—Track 
Tools—Car Forgings. 


GALVANIZED or PLAIN 


Gw9 


OLIVER IRON AND STEEL CORP. 
Pittsburgh, Pa. 
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Puts a Bathroom Above 
the Average Class 











HARDWARE AGE 


(CLEAN CUT design, executed in extruded 

polished bronze or duplex nickel plate, has 
brought the Zouri Shower Bath Door imme- 
diate recognition from the plumbing and 
hardware trades. They see in it a distinctive 
addition to existing bathroom facilities. Zouri’s 
makers are resolved to be deserving of this 


support. 


The workmanship of the Zouri Door is of 
the same high grade that has made Zouri Key- 
Set Store Windows famous. 


Send for ‘‘Shower Suggestions,” a free circular 
giving hints on dressing up the bathroom. 






Factory and Gdaael Offices 
1608 East End Ave., Chicago Heights, IIl. 








Boston—170 Summer St. 








Standard sizes carried in 
stock for prompt delivery: 
2’ wide x 6’ high 
2’ 3” wide x 6’ high 
2’ 6” wide x 6’ high 
With or without grille. Special sizes 
made to order. 








Always sure 


of the QUALITY 


Whether your customers prefer 
RINGCS Heavily Nickeled Bath Room 
Fixtures, as illustrated, or the Pure 
White Enamel Finish, they are 
always sure of the Quality. 


The Solid Brass Body appeals to 
thrifty buyers, because no RINGCO 
Bathroom Fixtures have ever rusted 
or worn out. There is no rust to 
Solid Brass. 


For lasting customer satisfaction, 
sell RINGcCO, Our Catalog shows more 
than 300 designs. 


If your Jobber cannot supply you— 
write to us, 


AMERICAN RING CO. 


Waterbury Connecticut U. S. A. 


Branch Offices: 

New York—2 Hudson St. 
San Francisco—116 New Montgomery St. 
Chicago—29 E. Madison St. 
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Makes You Do You Sharpen 
HEavo . anne coe Lawn Mowers? @ 


CI 










Do you realize the importance 
of servicing the lawn mowers 
you sell and increasing your 
sales and prolit with our 





With this carefully selected LAWNMOM ER SHARP- 
Walden- Worcester Assort- ENER. ; 

ment on your counter, your Customers are continual- 
trade soon learns that you ly asking: “‘Where is a 

can supply any needed socket, good place to have my 
handle or attachment. The lawn mower sharpened / 


Cabinet offers a convenient They hesitate about hav- 
and attractive medium for ing a high grade mower 
the display of the stock. sharpened by someone 

In a word, an investment who may not understand 
of only $54 malon your store the proper way to do the 








Socket Wrench “Headquar- job and very likely ruin 
t their mower. Here is 
ers.” 
your opportunity. 
No. 1100 Assortment of 113 Parts, In our IDEAL LAWN- 
including 75 CHROME NICKEL my - > 
Steel Sockets for Hex and Square M O W ER SHARP- 
nuts; Speeders, Offsets, Tees. kK N Ek R ( H an d or 
Assortment No. 1100 : 
Ratchets, Connectors, Universal Power), we offer you— 
Joints, ae ete. Graded in y 
proportion to demand. All parts 
interchangeable.” Net price,” in The Only Machine that will Grind the 
cluding all-steel cabinet, $54. 
8 Reel Knives to Fit the Straight Bar 
Write us for name of the Waiden- 
warcurer jobber and for Socket when the bar becomes sprung or bent, caused by inter- 
rench Catalog No. 27. ference with sticks or other obstacles. 
When this happens the reel knives or cylinder blades do 
STEVENS WALDEN-WORCESTER, INC. not make contact with the stationary bar or knife and the 
Mfrs. of Walden-Worcester Wrenches mower does not cut properly. Our machine sharpen a 
and St “‘Speed-Up’”’ Teols mower perfectly, in ten to fifteen minutes, and a boy can 
Worcester, Mass. do the work. At the usual charge of $1.50 to $2.00 you 





are assured a good profit. 


THE FATE-ROOT-HEATH Co. 
PLYMOUTH, OHIO 

















‘Perfect 


UHI itt ugma Bvt 





The Customer with a Hobby 


‘ 
He usually has one little plot, carefully cultivated, grow- 
ing every sort of a vegetable that’s sold by the package. 


Perhaps a set of tools—good tools—a few garden imple- 





ments and a deep-seated faith in his hobby—/irs home. 


He isn’t so hard to please-—just a little economizing, doing 
his own repairs during the week-end, and depending on his 


home-town dealer for supplies—and advice. 


If you pass his home some time this summer look over his 
rescreening job. “Perfect” was a good selection. You will 


he glad you recommended it. 
Your Jobber stocks “Perfect.” 
UNNI LP AEP ea 
LUDLOW-SAYLOR WIRE CO. 


St. Louis, Mo. 
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AY TRICKS 


When you buy Tacks or Small Nails 
by weight you should know that there 
is often a difference of from 10 to 30 
per cent in the count per pound in 
favor of Atlas products. 


Properly designed tacks are more 
expensive to make than miniature rail- 
road spikes. Do not let yourself be 
cheated or assist in cheating your cus- 
tomers. 





When you buy by count see that 
you get the weight. There is often a 
corresponding difference. 


Make the comparison. 


Every product ot the Atlas Tack 
Corporation has been scientifically 
designed for its purpose and stand- 
ardized. 


ATLAS TACK CORPORATION 
Fairhaven, Mass., and St. Louis, Me. 

















Better 


Machine Screws 
for the 


Hardware Trade 


HARVEY HUBBELL 
MACHINE @ SCREWS, 
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No. 202 
Real 


for Homes and Dealers 


Protection 


You sell complete security when you sell this 
ILCO No. 202—and you secure a satisfied cus- 
tomer who will help you sell the whole ILCO line. 
Most front doors have glass panels that can be easil 


ae by an expert yegg, and the inside kno 
urned. 

Turning the key in this ILCO medel once backwards 
dead-locks both the bolt and the inside knob. 

Send for new catalog No. 7. 





(i) INDEPENDENT [OCKCO,@> 


FITCHBURG, MASSACHUSETTS 


Branches 
New York Cote Philadelphia, Chicago, 
an Francisco and Los Angeles 


Manufacturers of Cylinder Locks, Padlocks, Inside Door Sets, Glase Knob 
Sets, Key Blanks, Auto Switch Keys and Hardware Specialties. 


PLASTIC WOOD 


Salable and Useful All Year 


- 





Detreit, 








Its many uses in = td 
outdoor and in- ~ ap | a 2 
door building and c 
repair work make 


PEASTIC co 


—s pale te 


— 
x a “ / A 
3 a P 


(oman 
WOOD a popu ey 
lar item all the fo AS So aS) 


year round. =e = 


~ 


As it comes from the can, PLASTIC WOOD may 
be moulded in the fingers and used to repair any type 
of wooden construction or surface decoration. Its ad- 
hesive qualities allow it to stick equally well to metal 
and wood. 


Hardening on exposure to air, PLASTIC WOOD can 
be worked with all wood working tools. It takes paint, 
stain, lacquer, and varnish like any wood. 


Every home has old screw holes, dented wood work and 


broken furniture that PLASTIC WOOD alone can re- 
pair. Ask your Jobber about it. 


ADDISON-LESLIE COMPANY 
10 Bolivar Street, Canton, Mass. 
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The garden hose 
which renders 














Maximum Service 


is advertised in the 


Saturday Evening 
a Post 





Write owr nearest branch for name 
of distributor in your territory. 


PIONEER RUBBER MILLS 


——. —— hicago San Francisco 
Sea ee Portland 
Salt _ City Denver Los Angeles 


Rapidly becoming the world’s largest manufacturer of garden hose. 


HARDWARE AGE 


CRACKPROOF 








April 21, 1927 


For RESIDENCES Sian DARD 


*} BUILT-IN 
& BUNGALOWS MAIL BOXES 4 is 


The only built-in mail 
box with a telescoping 
feature that makes it 
adjustable in size to any 
wall thickness. 





























Large mail matter is 
easier to deposit and 
remove because of the 
full capacity of 
STANDARD Built- In 
Mail Boxes. 


The Most Practical 


For Catalogue and Prices, write to 
STANDARD SALES . “d MANUFACTURING co. 
103 Park Avenue, New York, N. Y. 























LUCENTI 
Screen & Storm Sash 


HANGER 


Made of heavy gal- 
vanized wire with a 
4" offset, to take 
care of screens made 
of 7%” stock to fit on 
Standard 1%” win- 
dow frames. 

Extra eyes can be 
furnished without off- 
set for 1%” storm 
sash. 





James Lucenti 


15 Horton Ave., New Rochelle, N.Y. 























A FULLY RODDED VARNISHED 


STEP-STOOL 


AT $7.50 PER DOZEN 
ee 
A FULLY RODDED 


STEP-LADDER 


WITH RIVETED TOP, ONE-PIECE PAIL-SHELF At 
18c. PER FT. IN 3, 4, 5, and 6 ft. LENGTHS 











ABOVE PRICES ALL F.O.B. FACTORY 


STERLING STOOL & STEP-LADDER CO. 


STERLING, ILLINOIS 
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Satisfied 
§ Customers 


Profitable * 
2 Sales 
4 Russell ll Jennin ings Mfg. Co. | 


Y 
a Chester, Conn. 
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indow Screen 
and Storm Door 


N umbered 
Thumbtacks 


Numbered in sets 1 to 25- 
<6 to 50-51 to 75-76 to 100 





DOOOD 
Moore 





25c per set - $10.00 per 1000 


Send for aye folder, 
Price List and discounts. 





Moore Push-Pin Co. 


Mounted on board; enclosed (Wayne Junction), Philadelphia, Pa. 


in transparent envelopes. This 
convenient packing has dou- 


bled sales. 


Originators of Moore Push Pins 
and Moore Push-less Hangers. 
Used in Nearly Every House 

te Hang up Things. 


Wire Products 


for every need 















Twisted and Barbed Wire, 
Processed Wire, Bright and 
Galvanized Wire, and Wire 
Rods to standard or special 
analysis. 


BETHLEHEM STEEL COMPANY 
General Offices: BETHLEHEM, PA. 


[BETHLEHEM 


At Factory Prices 
From Your Jobber 









Geo. W. Diener Mfg. Co. 
400 N. Monticello Ave., Chicago, lil. 
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They Roll 


Quick Sales——-Generous Profits 


Sell these ball-bearing casters. No one wants the old-fashioned, 
out-of-date rigid caster. Dealers everywhere are building up 
a profitable caster business with— 


BALL BEARING CASTERS 


No friction. No wear. No damage to floors. Roll in any 
direction easily and quickly. Let us send a sample and full 
particulars. 


The Schatz Manufacturing Company 
Poughkeepsie, N. Y. 
Agents: J.C. McCarty & Co., 29 Murray St., New York City 
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The Wire Cloth that 


Looks as good as it Is 





Bronze and Copper 


Fly Screen Cloth 


Customers who want 
“something better’ in 
screen cloth can be easily 
convinced that “Spargo” 
is what they want. It is 
well made and attractive 
and makes a real impres- 
sion because its quality is 
so easily seen. 


Let us send you a sam- 
ple if you’re interested in 
screen cloth of this qual- 
ity. 


Spargo Wire Co. 
Rome N. ¥. 

















Once customers used to ask for 
“TACKS”. 


Now, people want BAUR 
TACKS, because a trial con- 
vinces them that they are the 
best tacks made—from Head to 
Point. 


If your Jobber doesn’t carry 
them—write us direct. 
SAMPLES sent on request. 


Our complete line also includes Staples of every descrip- 
tion, Double Pointed Tacks, Basket, Clout and Trunk Nails. 


BAUR TACK CO. 
Indianapolis 1419 Standard Ave. Indiana 











Wood 
Screws 


Rivets 
Roofing Nails 
Scratch Brush Wire 














BRIDGEPORT, CONN. 





THE BRIDGEPORT SCREW CO. 
Bridgeport, Conn., U. S. A. 


Representatives: 
Milton Pray Co., San Francisco, Los Angeles, Seattle 
George E. Quigley, Detroit 
G. M. Baird & Co., Memphis, Tenn. 
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More than 

300 Million Gallons 

Ice Cream consumed 
in the U. S. in 1925 


You Can Make This Your 


Biggest Year in Freezer Sales 


There is more Ice Cream consumed continually, every year, and a very 
large portion is made at home in our Freezers. Just feature the famous 
Lightning, or the Gem, with the Blizzard. They sell on a 35 year reputation and 
they stay sold. This means permanent profits for you. 

Women are quick to appreciate the satisfaction in having clean, pure, delicious, 
wholesome Ice Cream, made at home, under their own supervision, in our easy 
running, quick freezers. 

You have every advantage in placing your order now. Don’t wait for hot weather. 
Sales are made now, if the goods are on the shelves. Be sure to include sales helps on your order. 


THEY ARE FREE FOR THE ASKING. 
NORTH BROS. MFG. CO. Philadelphia, Pa. 




















This catalog Osborne High Grade Punches 


brings your store 
_ to your customer’s bench 


F you haven’t received a copy, 








write for it now. ’ Pur 

See our current advertising in Belt Punches Arch ches 

Popular Science Monthly, Popular Spring Punches Revolving Punches 

Mechanics, Carpenter, American : 

Machinist, Machinery, Automobile PR KB - eS RO 

Trade Journal, and Motor Service. —. ai: li ill icles, ain de sitll ie, deen 

GOODELL-PRATT CO., GREENFIELD, MASS. famous Round and Oval Punehes. 
eater ae we have had one hundred years of successful manu- 

N , Aevlomiths, experience, employ only skilled workmen and use the 
No finer tools finest mt eulty ity of materials. 


are made than 


We stand back of every tool we make. Try ws. 
chose chat beer GQQDELL PRATT Write for Catalog 
the name of C. 8S. OSBORNE & CO., NEWARK, N. J. 
Goodell-Pratt 1500 GOOD TOOLS ONE atisnkD 1826 


























Bettwoupy RE 


“Buffalo” standard hardware 
grade wire cloth is quick sell- 
ing because it is superior 


Ete kngesiog, uation. wide list of jotiooce beniling AP value—accurate mesh, uni- 
ines is staunc oof of the tact that it routy 

in Garage Door see Bally Door Hangers, Overh Car- form _selvedge, thoroughly 
riers, Fire Door Hardware, Rolling Ladders, Spring galvanized, moisture does not 
Hinges. harm it. We can also supply 


Keep an A-P catalog handy. It will help close many window screen wire cloth in 


money-making hardware jobs. Write for your copy Ti black, galvanized or bronze 
today and name of nearest A-P jobber. wire 


ALLITH-PROUTY COMPANY | Write today for catalogue No. 8-A.B. 
prac sacar Br ILA, BUFFALO WIRE WORKS CO., INC. 


518 Terrace ‘Formerly, Sehesler's Sons) Buffalo, N. Y. 

































MODEL C 


sm 
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RUBBISH BURNER = PELL 
| LLL 


The Safest Rubbish Burner Made. . iF j tf 
Woven out of High Carbon Flat Strip 
Steel. 

Householders are glad to know that a 
BETTER RUBBISH BURNER is made. 
Continued repeat orders from dealers 
tell the story. 


H. B. BORNSIDE 


Manufacturer and Patentee 


Providence, R. I. 
Write for Price List. 
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SANITARY 


The Sexton “Ajax” Garbage 
Receiver sets flush with the 
ground, and has a close fitting 
top that seals in all odors and 
keeps the garbage out of reach 
of flies and animals. 


A touch of the foot opens it. 
Frame and cover are cast-iron; 
body is reinforced concrete. 
“New low prices just out.” 
Good seller. Write for details. 
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PREMAX TENT EQUIPMENT 
Is Easily Handled 


“TOURIST campers want equipment that’s easily 
handled both in service and in transportation. 
Premax Rustless Steel Tent Stakes are packed twelve 
in a handy bag—they don’t get lost. 

Premax Telescoping Tubular Steel Tent uprights and 
Ridge poles collapse in one piece, and are completely 
adjustable for unevenness of ground and stretch of 
tent. Both Parkerized Rustproof. Send today for 
samples and prices. 


PREMAX PRODUCTS 


Niagara Metal Stamping Corporation 
Dept. HA-8 











J. L. THOMSON MFG. CO. 
Waltham, Mass. 


Tubular and Bifurcated 


RIVETS 








Niagara Falls, New York 
Makers of Every Kind 


po of Screw, Nut and Bolt 


The Corbin Screw Corporation 


The American Hardware Corporation, Successor 


229 High Street New Britain, Conn. 


Western Factory: Dayton, Ohio 




















Plug Counterbore 
Madeintwesizes, 
38 and ¥4 inch. 
The Conn Valley 
Mfg. Co. 


Centerbrook, Conn. 


U.S.A. 





A Labor Saving Tool 











BAND “J EX, NOX” saws 


QUALITY SERVICE 
UNIFORMITY OISTINCTION 





“The Jools in the Plaid Bor” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


HACK SAWS - BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 





Seat = 
HANDLES 


For Smeak Tools, Utensiis, Electrical Geods, Etc. 
Enameling, both baked ana ai dried. 


STRATTON MFG. CO. Stratton, Maine 














Confidence in Sfampion, — 


Tungsten Lamps is shown by 20,000 re- 
tailers and 5 jobbers who sell them. 
Consolidated Electric 
Lamp Co. 

DanVers, Mass. 

“Licensed under the General Electric 
Company’s Incandescent Lamp Patents.”’ 





Millner’s Wire Cloth Rack 


A Long Felt Need Satisfied 
No More Trouble in Handling Screen Wire 
VILLNER’S WIRE CLOTH RACK 
Saves Space, Time, Stock and Sells the Wire 


Rolls are easily placed in position for 
use. 

Rack holds 18 rolls for ready use ani 
18 stock rolls. 

Holds any length in any place 

Takes a floor space of Sixos8 inches, 
514 feet high. 

On ball bearing casters and can be 
easily moved to any part of the store 

Makes a first-class rack for handles, 
etce., when wire season is over. 

Neatly finished and well built Oak 


stained. 

Price $18.00 f.o.b. South Ft. Smith, Ark. 
Shipped K. D. Weight 100 pounds. 
SOLD BY ALL JOBBERS 
Send check with order if you order direct. 
MILLNER WIRE CLOTH RACK CO. 
Miami, Oklahoma 
THE HARDWARE MAN’S FRIEND 











Patented May 14, 1914 











American Steel & Wire 


Special, 











every purpose. 


Chicago, New York, Boston 
Denver, Birmingham, Dallas 
U. 8. Steel Products Co. 
San Francisco, Los Angeles, 
Portland, Seattle 


Quick Delivery. Write us for selling plans. 





















YERS 33” 


STORE LADDERS 


Insure perfect shelf service for any line of merchandise. 
tread steps, properly spaced, with convenient full 
Sk bundled on Seth idee of lnbder pemmh mounting 
on amaiay oi ome stag lage Be eee 
replace stock wit ing. Cushioned Tir 
Wheels climinate noise and prevent 
as A, B,C. Utilize 
small space. Make top shelves safely available 


c0. 
for st Dy iathed ory $ 8 8 O 
Mer rSu0- 
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Classified Opportunities 


pa: 








Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 











Samples of merchandise, literature, catalogs, etc., requirin 
be addressed to 





Classified Advertising Rates BOXED DISPLAY RATES Positions Wanted Advertisements 
Opportunity Exchange Section CC 7a eee $5.00 50% off rates quoted 
Set Solid. Minimum of 5 lines..... $3.00 Each additional imch............. 4.00 mien acca Son” ace i pn 
Each additional line........... -60 tunities, 239 West 39th St., New 
All Capitais, Minimum of 5 lines.. 4.00 Discounts for Classified Advertising York City 
Each additional line........... -80 4 insertions, 10% off; 8 insertions, 15% Harpwake Acp is published each Thursday 
Average 10 words to a line oft Forms close Ten Days previous to date of 
Allow One Line for Keyed Address Remittance Must Accompany Order publication 











more than ordinary reforwarding postage should not 


x num ° a . | 
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BUSINESS OPPORTUNITIES 








| FOR SALE 
| Following List of Glass 
B. Sgl. $2.25 B. Dbl. $2.75 
221 —Bxs. .....0005. 18x24 81—Bxs. ......... 16x18 
Serer Coe - wieeccducs 12x14 
ee ee eer ee ae eee + 18x22 
9] Terr eT oe See eee 18x24 
) 7]  ~ pie eeaeeal Re ON ee 22x26 
eee ete NE em iment 12x16 
| 28 P  tgaieeaicienel 16x28 
) Address Box H-525, care of HARDWARE AGE, New 
York 














{ 

{ 

f 

f In coal fields of Southwest Virginia. Territory served 7000 
and with no competition. Stock will invoice approximately 
$20,000.00 and is a splendid opportunity for a hustler, as 
volume could be increased 100 per cent without much 
) ) trouble. 

{ 


Address Box H-524, care of HARDWARE AGE, New York. 











| Hardware end Furniture Business for Sale | 
Fi 


| CLEAN-UP EXTRA PROFITS 


—with our Clean-Up and Paint-Up Campaign. 

4nd this is only one of the many valuable features appeari in 
the April number of the Hardware Age Service, an adver 

— planned especially for Hardware Retailers. Write for infor- 

mation 


Hardware Age Service, 243 W. 39th St., New York City (6th Fleor) {| 

















Wants to Buy Hardware Store 


Hardware dealer is interested in buying hardware stock 
inventorying from $6,000 to $10,000 in Colorado, Wyoming, 
Montana, South Dakota, Western Nebraska, Utah, New 
Mexico or Arizona. 


Address Bex H-510, care of HARDWARE AGE, New York 











BUSINESS OPPORTUNITIES 


METAL PRODUCTS MANUFACTURING PLANT for lease or 
merge. Fully equipped for HARDWARE or Electrical specialties and 
roducts requiring ETAL STAMPINGS and SCREW MACHINE 
*RODUCTS. Location Indiana. 40,000 ft. floor space. Labor and trans- 
portation good. Attractive proposition. Exceptional opportunity with un- 
any, = terms. Address Box H-511, care of Harpware AGe, 
ew York. 








FOR SALE—Hardware business established over 40 years. Good fac- 
tory section of Brooklyn, $15,000. Stock will sell for $12, 000 cash, all 
fixtures and office furniture included. Will give buyer 3 or 5 years’ lease. 
Rent $100 month. Owner wishes to retire; wonderful opportunity for man 
who understands this business; this place must be seen to be appreciated. 
Address Box H-518, care of HArpware Ace, New York. 


HELP WANTED 


CONNECTION OPEN TO JOIN FIRM selling Builders’ Hardware 
te Architects, Contractors and Owners, on profit sharing plan. Schedules 
and prices made from plans. Have New York City show — and stock. 
Westchester County and Putnam County, N. Y., and part of New Jersey 
are open. Write stating experience. An opportunity to make a success 
and get results of your efforts. Address Box H-495, care of Harpwarg 
Ace, New York. 











THOROUGHLY EXPERIENCED HARDWARE MAN with 
edge of paints. One having ability to manage large store. ~~ dig weekly 
Steady Position. Address Box H-500, _care of Harwpare Acg, New Y 





HELP WAN TED—Buikders’ Hardware estimator and salesman. State 
salary, experience, where last employed. Apply-in writing to DOUGLAS 
BROS. HARDWARE CO., 2415 Jerome Ave., Bronx, New York. 





HELP WANTED—Clerk, retail hardware. State salary, experience, 
where last employed. Apply in writing to DOUGLAS BROS. HARD- 
WARE CO., INC., 2415 Jerome Ave., Bronx, New York. 





WANTED—Good, live, experienced young salesman familiar with 
hardware trade; towns 2000 and upwards. Kentucky and Tennessee. 
Address Box H-496, care of Harpware Acg, New York. 


POSITIONS WANTED 


YOUNG MAN, single, aged 32, 16 years’ experience in all branches 
general hardware line, as purchasing agent for chain of seven stores, and 
as general manager for wholesale and retail store doing $250,000 annually. 
Resigned to embark in manufacturers’ agency, but desires connection with 
large concern in any part of country, in any capacity with outlook for 
advancement commensurate with ability. ighest references. Address 
Box H-516, care of HArpware Ace, New York. 














HARDWARE SALESMAN of ten years’ experience, all successful. 
Wants to represent live manufacturer with up-to-date lines. Familiar with 
both Eastern and Middle Western jobbers and dealers. Employed but can 
make change on short notice. Age 36, single, and can and will work. 
References will satisfy as to ability and honesty. Address Box 7213-A, 
care Harpware Ace, Otis Bldg., Chicago. 





HARDWARE BUSINESS, established in 1873, continued by same 

arties to a. Located in country town. on railroad and two state 

ighways. Good farming community. Plumbing, heating and tin shop 
is connection {his part of the business capable of big increase. In- 
ventory abom $6.000 Buildings and lot $5,000. Adivens Box H-506. 
care of Harpware Ace, New York. 


IT WILL PAY YOU to investigate; we offer Financial Aid and Free 
Sites to Industries locating in Newton Falls. Three railroads, electric 
freight service, main highways for trucking, the best supply of water 
in Mahoning Valley, right in the heart of the greatest industrial center 
gy world. NEWTON FALLS BOARD OF TRADE, Newton Falls, 

io. 








FOR SALE—Old established Hardware Store. Stock, ‘Sutuves, $40. 000. 
Clean, staple. Can reduce. Heart of Los Angeles Harbor, fastest grow- | 
| 

| 





ing in world. Large industrial program. New Ford plant, refineries, etc. 
Population 13.000. Real chance for live wire. Wholesale and retail. 


Box 488, Wilmington, Cal. 


WINDOW DRESSER, card writer, salesman, producer of original, 
effective displays desires part or full time connection in East with progres- 
sive merchant, interested in window displays that will create greater good- 
will and stimulation of interest and sales by interesting displays of all 
"mag in stock. Address Box H-531, care of Harpware Acg, 
New Yor 





EXPERIENCED HARDWARE MAN IN SHELF, hea and mill 
supply lines now traveling, desires to make connection with manufac- 
turer or jobber for New ork and Metropolitan District. Twenty years 
selling experience. Highest references. Address Box H-501, care of 
Hlarpware Ace, New York. 





POSITION WANTED—FExperienced builders’ man, man thoroughly 
capable of reading blue prints and details, desires a change; 15 years’ ex- 


| perience in general hardware, 7 years in builders’ hardware. Best of 
references furnished. Address Box H-515, care of HArpware Aoz, 


New York. 
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HARDWARE AGE 91 


Classified Opportunities 





POSITIONS WANTED 


SALES REPRESENTATIV ES WANTED 





D>ALESMA.~. —29 years old desires position with a reliable hardware 
mill or tool supply house in or near New York City; 12 years experience 
— | ee fully. Aduress Box H-491, care of Harpware Act 

ew Yor 





DETROIT producer, long trade acquaintance, wants lock builders’ hard- 
ware or other good line, salary or commission. Address Box H-513, care of 
Harpware Ace, New York. 


SALES ACCOUNTS WANTED 


AN OLD ESTABLISHED CONCERN IN NEW YORK CITY WITH 

WAREHOUSE AND EFFICIENT SALES FORCE, WISHES TO 

ENLARGE ITS LINE BY TAKING THE AGENCY FO 

CITY AND VICINITY, OR FOR A LARGER TERRITORY, FOR A 

NUMBER OF HARDWARE AND MILL SUPPLY SPECIALTIES. 
ADDRESS BOX H-509, CARE OF HARDWARE AGE, NEW YORK. 


WANTED—Good line of Stoves or some other good volume line of 
merchandise to sell to the large hardware dealers or jobbers in Montana 
and Wyoming. Ten years selling in this territory. Reference gladly 
iven as to character, ability and financial responsibility. Address Box 
1-528, care of HARDWARE AcE, New York. 

. MR. M ANU FACTU RER” direct is ‘dealer lines, have you - Seuthers 
representative? We have sales force capable of giving you proper repre- 
sentation. Answer fully. J. FE. BRACEWELL, care Atlanta Hardware 

» 151 Decatur St., Atlanta, Ga. 


"i “CONCERN traveling four men in the States of Ohio and ‘Pennsy!- 
vania, calling on hardware trade, wishes to add a side line as factory repre- 
sentative on commission basis. Address Box H-529, care of HARDWARE 
Ace, New York. 


SALES REPRESENTATIVES WANTED 


WE UAVE an opening for representation in several Southern States on 
our linz of builders hardware on which trade has been established. Is 
replying state exact territory covered and lines carried. Address Bex 

-497, care of HArpware Acez, New York. 


MANUFACTURER’S Representative Wanted to handle side line of 
quality, Casement Window gree i to Hardware and Builders’ Supply 

rade. Liberal discounts, good profit. Advise fully territo — and 
LOXRITE CORPORATION, Grand Rapids, Mich 


























references. 








SALESMEN WANTED—Experienced cutlery men iii. 
on commission basis, a high grade line of shears and scissors. 
- be devoted to selling the one line. Not to carry any side line. State 

€, past connections, commission expected, territory covered, what class 

trade, references. In fact we want full information in the first letter. 
‘All communications will be treated in confidence. Address Box H-482, 
care of Harpware AcE, New York. 


to sell 
All time 





W.z ANTED—S alesmen to sell. Dish-Cloths, Floor-Cloths and Sesadiiede 
Novelties in New York City and Chicago to the Department Stores only. 
In the States of New York, Ohio, Indiana, Illinois and Michigan to the 
Hardware, Housefurnishing and Department Stores. Liberal commission 
to men with established trade. Address Box H-527, care of HARDWARE 
Ace, New York. 

Ww ANTE Db -Salesman for Eastern Pennsylvania by reliable wholesale 
hardware and cutlery house; must have experience and some customers in 
this territory. State age, experience, towns covered and salary expected. 
Good opportunity for an energetic man. All replies will be held as 
confidential. Address Box H-526, care of Harpw ARE AGE, New York. 








SALESMEN calling on retail hardware, house furnishing goods ‘and 
department store trade. We have a high grade household specialty that 
sells and repeats. Representation wanted in unoccupied territories. Write 
fully concerning lines handled, connections, territory covered, ete. Ad- 
dress Box H-530, care HARDWARE AGE, New York. 





~ MANUFACTURER of Snow-Drift Wiping Waste wants sales repre- 


sentation in restricted territory. This is a good side-line for agents calling 
on hardware, oil and auto accessory jobbers. In answer state territory 
and lines now handled. SWEETLAND WASTE CO., So. Boston, Mass. 





SALESMAN WANTED—Valuable territories open. Attractive od 
tion for side line salesman calling on hardware and factory trade, 
represent quality dry cell “1 X line. Opportunity for right man. THE 
COMET COMPANY, Dept. 5100 ae Ave., Cleveland, Ohio. 





WANTED—S shes representa ative + callion on ond. ond h sobuan stores ond 
jobbers for high class tool line and nationally advertised Door Check; com- 








mission basis. State territory covered. Address Box H-523, care of 
Harpware AcE, New York. 
WANTED—SALES REPRESENTATIVES CALLING on tool and 


hardware stores to sell quality steel rules and graduated products. Liberal 
commission. Only men with proven sales record apply. Standard Rule 
Co., 4042 W. Jefferson Ave., Detroit, Mich. 








SEYMOUR SMITH -PRUNING SHEARS 





Vineyard Pattern 


anntnetnres by 
SEYMOUR SMITH & SON, INC., Oakville. Cons. 
sles Representatives: John H. Graham a Coe., 118 Chambers 8t., New Yerk. 


Looking for a Hardware Store? 


The place to find one is in the “Classified 
Opportunities Section’’ of this paper. 


By watching the FOR SALE po 
reasonably sure to secure a good ng busi- 
ness at a fair price, or better still, et the trade 
know the kind of a store you are looking for. 


ou'll be 














DROP FORGED 
WRENCHES 


Designed and proportioned to give stiff- 
ness and tensile strength. Made accurately 
and uniform in machining and finish. Send for 


Oatalog B-23. 
ARMSTRONG BROS. — co. 
314 N. Francisce Ave., Chicage, Ill., U. S. A. 












STONE WORKING 
TOOLS AND SUPPLIES 


Illustrated catalog 


TROW & HOLDEN CO., Barre, Vt. 





BROWN © SHARPE 
x suelo) 
Made Best 
They Give Complete Satisfaction 


TRADE MARK Catalog on request 


BROWN & SHARPE MFG. CO. Providence, R.J.,U.S.A 








Robertson “Horseshoe Magnet” Hammers 


Permanent magnet which holds eo 
7 10: ee — 


the tack in position for driv- 
4 Awarded the Silver Medal 

ra oe offered) at the Panama-Pacific Exposition. 
profi 


Name and design trade marks registered U. 8. Pat. Off. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 


















FORSTNER BITS 


The Forstner Labor-Sa Auger Bit, unlike other bi 
ade atau blo a) ae ee Sa 








guided by its Circular Rim instead of its center, consequently it will bore any 

of grain or knots, leaving a true polished surface. 
expeditious than chisel, gouge, scroll saw, or lathe tool combined for — 
boxes, fine and delicate patterns, veneers, screen work, scalloping, 
scroll twist columns, newels, ribbon moulding and mortising, etc. 


THE PROGRESSIVE MFG. CO. - - - TORRINGTON, CONN., U. S. A. 


One of the Most Remarkable Tools for Wood 
Working Ever Invented for Brace and Machine 


It is preferable and more 


fancy 
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THE ADVERTISERS INDEX is published as a convenience and not as a part of the advertising contract. Every care will be taken to index correctly. 


No allowance will be made for errors or failure to insert. 
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The New Fountain of Youth! 


Action! Novelty! 


Ihe Fountain of Youth has been Se af 


by men who use Genuine Gillett Blades 





A new 





eye-catching 
attractive 
poem display — 
Genuine senuine 
= ade . to double cael Blades 


your Gillette Blade 


turnover 





Gillette Safety Razor Co., Adv. Department 
BOSTON, U.S. A. 


Send the Fountain of Blades Display 





[x ur face rt | Name SE LS RN eT RE A Oe AEE ES I a EN Ce aE RT Te o very age 
| OToattitals a | Genuine | 
Gillette Blades NEESER: C3 SOOT ot Se oo (enifarre Blades 
City Senecccececonews duced SE ee ee re 
(HA.) 


PASTE THIS COUPON ON A POST CARD 
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‘Sow Seeds of Death 
—- THEY CARRY —— 

. Typhoid Fever, Enteritis. Cholera 

~ Dysentery, Sleeping Sickness 


~and other deadly diseases 
~ ! c Death toll 


from flies 
40.000 


a yo ok 


™ 


$i: 


a whe 
wo? Ry & 
? w me 

¢ » 
were 


Simple 
directions 
for making 


eB ms 
eae ce 
* 


an 
cae . 











Keep out 
the'F ly with 


[(“y, 
American Bronze 
Screen Cloth 


ABR: o 
STE waaay or wt aves A lig te oa Rar 
- ee to 

















A Star Salesman That’s Only One Year Old! 


HIS baby has become a famous salesman. He is known as the “Galvanoid 

Baby.” Last year his infectious smile stopped thousands of potential screen 

buyers in front of hardware dealers’ windows everywhere. His cheerful 
face, behind the protection of Galvanoid Wire Screen Cloth, proved’ such a 
remarkable sales stimulant that it has been put to work again this year in a new 
setting. 








hh Tadwie 
se? 1) lg in 


If you failed to include him in your sales force last season, don’t fail this year. 
Order before the supply is exhausted, by filling out the coupon below. He is 

chief among the five sales boosters pictured above that will work for you free &, 
of charge, separately or together. The center piece is 35 inches high by 23 . 
inches wide; side pieces 22 by 15 and 15 by 8 inches. 

A supply of booklets, “Handy Hints for Making, Window, Door and Porch 


Screens,” for distribution among your customers, is included with the display. 
These will help you to move your screen cloth and to sell many tools. 





Do not delay your request—the coupon is for your convenience. 


AMERICAN WIRE FABRICS CORPORATION 
Subsidiary of 
WICKWIRE SPENCER STEEL COMPANY 
General Offices: 41 East Forty-second Street, New York 
Western Sales Office: 208 South LaSalle Street, Chicago. 


Worcester Buffalo Cleveland Detroit 
San Francisco Los Angeles Seattle 
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AMERICAN WIRE FABRICS CORP., 41 East 42nd Street, New York 
Dept. 421—HA 


Galvanoid 


Gentlemen: I have ordered . 
American Bronze 


through [Terre 

(jobber’s name) 

Please send me without charge, prepaid, one of the 1927 Galvanoid and American Bronze Window Displays. I will use it about 
(date) 


Please send me also of your new booklet, ‘‘Handy Hints for Making Window, Door and Porch Screens.” 
(quantity) 


I i ai ane keene ; ee ee ee ee ee a a i Oe oN ee a ii ee ee eee: Oo 


‘7 WICKWIRE SPENCER &@ 
: PRODUCTS v 























